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Sixty-second Year, No. 42 


ompanies Study Plan 
Of Writing Export 
Credit Cover Risks 


inveiled at White Sulphur Conven- 
tion by Bivin, Great American, 
Harris, Phoenix Assurance 


OVT. PROPOSED PROGRAM 


port-Import Bank of Washington 
Prominent in Picture; New Asso- 
ciation Would Handle Risks 


One of the big subjects presented at 
the recent White Sulphur Springs joint 
convention of casualty and fire company 
executives and leading insurance agents 
was that of the new arrangement made 
by the private comp:niecs with the Ex- 
port-Import Bank, the government’s 
principal agency engaged in international 
finance. Specifically, that agency of the 
Government approached domestic com- 
panies for the purpose of determining 
whether or no: the insurance industry 
would be willing to underwrite foreign 
credit insurance on a purely commercial 
risk basis. 

Two company executives—Thomas H. 
Bivin, vice presicent Great American 
Insurance Co. and W. ‘C. Harris, chair- 
man and pres-dent of Phoenix Assurance 
of New York k—spoke at length on this 
new “partnership” between Government 
and private industry at the closing ses- 
sion of the White Sulphur meeting. 

Mr. Bivin brought out that “it was 
apparent (when we were first ap- 
Beached) that if private insurers in the 

nited States were unwilling or unable 
to afford the coverage requested, that 
Export-Import Bank (Eximbank) would 
be compelled to enter the ‘field on its own 
behalf of Government which would con- 
stitute a further intrusion of Government 
into the business of insurance. 


Meetings Held; Understanding Reached 


“Several meetings of the officials of 
Eximbank with various representatives 
of the property, casualty and marine in- 
Surers ensued. A committee was created 
to establish a feasible plan for the un- 
derwriting of foreign credit insurance 
On the commercial risk. In turn, it ap- 
pointed a subcommittee to negotiate with 
ithe Eximbank officials and to draft pro- 

sals to submit to the companies. Hav- 
ang heard the preliminary proposals, they 
indicated some interest in participating. 

“As a result of the meeting between 
the subcommittee and the Eximbank 
Officials understandings were reached as 
to the methods of procedure and Articles 


(Continued on Page 32) 
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Introducing Colonial's NEW 


Hospital — Surgical Expense Plan 
Designed for both Young and Older Age Market 
Issued from Age 18 through Age 75 


Available on an Individual or Family Basis 
Lifetime Guaranteed Renewable 


> Daily Hospital Benefits up to 60 days 
for any one accident or sickness period 
> Surgical Expense Benefits, or 
> Doctor's visits in hospital 
> Miscellaneous Hospital Benefit up to 
10 times Daily Hospital Benefit 
» Additional — One Half Miscellaneous Hospital 
Expense Benefit if patient receives 
out-patient care or treatment in 
hospital on same day or within 24 
hours after surgical operation. 
> Maternity Benefit (Family Plan) 


(New-Born Children Automatically Covered When |I5 Days Old) 
» Dependent children covered to age 23 
» No Reduction in benefits regardless of age 
>» Optional Deductible Available: $25, $50 or $100. 


Home Office: East Orange, New Jersey 
Affiliated with Chubb & Son Inc. 


through Federal Insurance Company 
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Baltimoreans Honor 
F. Douglass Sears, 
Md. Commissioner 


Stage Testimonial Luncheon as 
Climax to City’s Observance 
of Life Insurance Week 


GOV. J. M. TAWES SPEAKER 


Strong Opposition to Sale of Vari- 
able Annuities in Md. Expressed 
by Commissioner 


By WALLACE L. CLapp 


F. Douglass Sears, Maryland Insurance 
Commissioner, was given outstanding 
recognition by the insurance fraternity 
of the state at a testimonial luncheon 
October 13 in Lord Baltimore Hotel, 
saltimore. The affair, sponsored by the 
Baltimore Life Underwriters Association, 
climaxed ‘Life Insurance Week in that 
city and fittingly so. It was the fifth 
year that the week had been observed 
by proclamation of Mayor Grady of 
Baltimore who publicly stated that the 
objective was “to focus attention on the 
confidence of the people in life insur- 
ance and the general acceptance of its 
importance in the nation’s economic 
structure.” 

The luncheon in honor of Mr. Sears 
also was an expression of the confidence 
that Maryland insurance people have in 
him as a state official, despite the fact 
that he has recently been a target of 
attacks by Hyman A. Pressman, attor- 
ney and insurance agent of Baltimore. 


Paid Tribute by Governor 


Gov. J. Millard Tawes of Maryland, 
an old school days friend of Mr. Sears, 
joined enthusiastically in the tributes 
paid to the guest of honor. In his talk 
he assured Mr. Sears that “you have 
nothing to worry about.” He told how 
he recalled him from retirement (after 
Mr. Sears’ long career with the Great 
American as a branch manager) and ap- 
pointed him state Insurance Commis- 
sioner. ‘In effect, I drafted him for 
state service,” said the Governor, “and 
I have never regretted doing so.” 

Among others who paid tribute were 
James H. Gorges, president, Maryland 
Association of Insurance Agents: Paul 
J. ‘Murphy, manager, Baltimore Life, 
who is vice president of the local Gen- 
eral Agents and Managers ‘Round Table; 
Morris B. Hack, ‘OLU, Continental As- 
surance general agent in town, who is 
president of the Maryland Association 
of Health Underwriters; Major Joseph 
H. Griscomb of Annapolis, Md., and 
George S. Robinson, veteran treasurer 
of the Baltimore Association of Life 
Underwriters and former executive sec- 
retary of Maryland Association of In- 
surance Agents, who introduced Com- 
missioner Sears. 

Gives Closeup View of Maryland Dept. 

In appreciative acknowledgement of 
the many accolades Commissioner Sears 
gave his audience a closeup view of the 


many-sided work of the Maryland In- 
surance Department. Stressing its vigi- 


(Continued on Page 12) 
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The Chartered Life Underwriter’s key opens wide a life 
insurance man’s future. His C.L.U. studies give depth and scope to his knowledge 
of life insurance. They equip him to provide even more effective service to 
his clients. 

John Hancock is proud to acknowledge the work of the American College of 
Life Underwriters in furthering professional standards in life insurance. Our 
John Hancock men are steadily encouraged to work toward the C. L. U. designation 
as a vital step in their careers. 
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Program for AALU Seminar in 
New York is in Final Form 


The program for the seminar of the 
Association for Advanced Life Under- 
writing in New York ‘City on October 
30 has been finalized and many registra- 
tions for the one day meeting at the 
Hotel Commodore have been received by 
Mel Arden, National Life of Vermont, 
who is chairman of the committee. 
Others on the committee are Charles 
Krasne, Lincoln National Life, New 
York, and Mervyn Platt, independent, 
Trenton, N. J. 

Five top life underwriters and an at- 
torney are working together to shape up 
an overall presentation that promises 
to be as dramatic as it is informative. 

The first speaker at the morning meet- 
ing, which gets under way at 9:15, 
will be Harold ‘Franklin, lh BR of 
AALU, who will introduce the program. 
He is manager of the North Ohio branch 
of Canada Life Assurance, which in 
1957 and again in 1959 led the entire 
company, including branches all over 
the world. He is a member of the 1960 
Million Dollar ‘(Round Table and a mem- 
ber of the Purdue Life Insurance Mar- 
keting staff. Mr, Franklin lectures reg- 
ularly at the annual graduate seminars. 
He is writing a book on the treatment 
of life insurance and deferred compensa- 
tion. 

Mr. Franklin will be followed by John 
O. Todd, CLU, a special agent of North- 
western Mutual Life Insurance Com- 
pany, with his principal office in Evans- 
ton, Ill. He also serves as an officer and 
director of Associated Consulting Serv- 
ices, Inc., Chicago, which does actuarial 
and compensation consulting, as well as 
administering employe benefit plans. He 
will discuss, “Life insurance possibilities 
for substantial buyers.” 

A graduate of Cornell University, Mr. 
Todd is an authority in the field of Fed- 
eral Income and Estate Taxes. 

In four out of the last five years, Mr. 
Todd has led nationally the entire North- 
western (Mutual field force, and in his 
26 years with the company stands sec- 
ond nationally in total lifetime volume. 
He is widely known as a writer and 
speaker, as well as for his ability to make 
the complex look simple. 

At the seminar luncheon in the Wind- 
sor Room of the Commodore, Leonard 
Silverstein, executive director of AALU, 
will report on the “Washington Round- 
up.” 


Afternoon Program 


Opening the afternoon program of the 
seminar will be a two-man panel dis- 
cussion with Alfred S. Howes, Connec- 
ticut (Mutual, New York, and Frank E. 
Sullivan, GLU, general agent, American 
United Life, South Bend, as participants. 
Their subject is, “Deferred Compensa- 
tion.” 

With the exception of three years 
Army service in World War II, Mr. 
Howes has been in the life insurance 
business since 1938. Following the war, 
he was appointed regional advanced un- 
derwriting consultant for New York for 
Connecticut Mutual, teaching business 
insurance, estate planning and pension 
planning. 

He is currently first vice president of 
the New York City Association of Life 
Underwriters and a secretary of the Es- 
tate Planning Council of the City of 
New York, Inc. Mr. Howes is also a 
member of the estate planning com- 
mittee of the INALU and chairman of 
the public relations committee of MDRT. 

Mr. Sullivan entered the life insurance 
business with American United Life in 
1953 and in both 1959 and 1960 was 
selected as the leading agent in the en- 
tire country. He is an active life mem- 
ber of MDRT, and addressed its 1961 
annual meeting in Hawaii. He serves 
on the board of editors of the CLU 
Journal. 

Mr. Sullivan i is a veteran of four years 
Navy service and graduated from the 


College of Commerce of the University 
of Notre Dame in 1949. 

Concluding the seminar will be Philip 
J. Goldberg, Canada Life, New ‘York 
City. He will speak on, “Selling Life In- 
surance through Charitable Endow- 
ments.” He has averaged annually over 
$30 million of sales for the last five years. 

He is a life and qualifying member of 
MDRT, and a consistent winner of the 
National Quality Award. He has been 
the international production leader of 
Canada Life Assurance since 11955. 

Mr. Goldberg is also well known as an 
author. In recent years, he has pio- 
neered a new approach to the use of 
life insurance—as a funding vehicle for 
charitable endowments, 


Advance Registration Only 


Attendance at the AALU seminar is by 
invitation only. There is a $10 registra- 
tion fee, which includes luncheon. Com- 
mittee Chairman Mel Arden said that no 
last minute, at-the-door registrations 
could be handled. Those wishing to at- 
tend should call or write and have a 
check in his hands no later than October 
27. Mr. Arden’s waerene is 247 
Avenue, New York 17, 

Membership in the ‘Ap ALU, which was 
founded in 1957, is still open to those 
engaged in the advanced phases of life 
underwriting. However, the membership 
list may be closed shortly. 

An outstanding feature of the AALU 
activities is the annual convention and 
three sales seminars. At these meetings, 
top life underwriters keep up-to-date 
on new sales ideas through an informal 
exchange of sales concepts and formal 
talks by leaders in the life insurance in- 
dustry. 


Park 


Berkshire Williamsburg Meeting 


Two hundred and sixty-four agents, 
first line brokers, general agents, super- 
visors, home office men and their wives 
met at Williamsburg, Va., recently for 
the company’s 1961 convention. 

Members of Berkshire’s Presidents 
Club and Vice Presidents Club members 
met for a combined session on ad- 
vanced underwriting problems and tech- 
niques. All the company’s field manage- 
ment men and wives and members of 
the Triangle Club, the company’s basic 
production club, also attended. 

Berkshire Life has been aiming for, and 
has achieved, a “breakthrough” from 
its mormal production pattern. Last 
month the company announced a 41% in- 
crease in paid business since March 1 
(when its new line of 1958 CSO based 
plans was announced) over the same 
period last year. In keeping with this 
progress, the 1961 convention was 
themed “Breakthrough Salesmanship.” 

Feature of the first full business ses- 
sion for all convention attenders was a 
panel of field men, jointly moderated by 
Superintendents of Agencies J. Arthur 
Cope and Ralph H. Patton. Agents par- 
ticipating in the panel were Seymour 
Geller, CLU, of Berkshire’s Rentner 
Agency in New York; Daniel Kumiega, 
Matthews-Schauer Agency, Buffalo; 
Joseph Ryan, Talbot Agency, Pittsfield: 
Thomas Steinhardt, Chandler Agency, 
Baltimore and Walter Suskind, O’Brien 
Agency, Albany. 


Home Office Panel 


The second business session began 
with a panel of home office officers who 
reported to the field on some of the in- 
novations in their particular areas of 
responsibility. The officers, and the areas 


covered, were Arnold Cole, secretary, 
A. & S.: De. Frederick Congdon, vice 
president and medical director; Charles 





N. Y. Area Training Directors Meet 


H. C. Graebner, A. L. Leonard, Walter Mahlstedt, B. E. 
Connor, Marion Gilmore, P. N. Lawton, Featured on Pro- 
gram; “Second Thoughts On the 60’s” Meeting Theme 


“Second Thoughts on the 60’s” provided 


the theme for six speakers addressing - 


the Fall meeting of the New York Area 
Training Directors Association held last 
week in New York. Agency officers and 
personnel ‘from 27 life insurance com- 
panies and allied associations in the New 
York area, heard the opening speaker 
Herbert C. Graebner, CLU, dean, Amer- 
ican College of Life Underwriters, say 
that if the American Agency System is 
to survive, it must perform for the 
buyers services which are recognized 
as economic, productive and useful. 

Toward this goal he listed five points 
to follow: 

1. “There should be a very careful 
study made of the requirements for 
organizing life and health insurance 
companies in certain states so as to as- 
sure the highest degree of financial 
strength on the part of such companies 
and also in order to make certain that 
these companies are being organized to 
serve the public through the issuance 
of sound life and health insurance con- 
tracts and not merely as a facade for 
engaging in other types of business ac- 
tivity 

ys “There should be a re-allocation of 
advertising and public relations budgets 
on the part of companies and institu- 
tional organizations to channel a much 
larger amount of such funds to pro- 
grams that would make the public aware 
of (1) their need for self-achieved se- 
curity, (2) how life and health insurance 
can be used effectively to accomplish this 
goal of self-achieved security and (3) 
the services performed by competent and 
ethical professional life underwriters. 

3. “There should be a most careful 


study made of the need for and the 
method of establishing an effective code 
of ethics and professional practice for 
life and health insurance companies. Such 
code of ethics would cover both inter 
as well as intra company relations. 

4. “A truly concerted effort on the part 
of all phases of the life and health in- 
surance business should be made to 
professionalize the vocation of life and 
health insurance underwriting. This 
might well require serious changes in 
the recruiting policy, licensing proce- 
dures, induction programs, compensation 
system, supervisory arrangements, and 
the system of continuous growth and 
development. It would certainly require 
greater primary emphasis on quality 


_tather than quantity and there would 


be rigid adherence to insurance practices 
wre would reflect high ethical values, 

“The increasing interest and knowl- 
édge of the public in life and health 
insurance makes it mandatory on the 
part of. life insurance companies to de- 
mand continued increasing competency 
of their representatives in the field and 
at all levels of management. 

“If life and health insurance is to 
approach the great expectations ex- 
pressed by its leaders, it must unite the 
creative powers of life and health in- 
surance on the one hand and education 
on the other into a co-ordinated program 
of lifetime education which will enable 
the career life underwriters and manage- 
ment at all levels to gain wisdom and 
knowledge in order to serve adequately 
the American public,” Dean Graebner 
concluded. 

A. Leslie Leonard, CLU, dean, School 
of Insurance, told the training directors 


F. B. Richardson, first vice president, 
insurance finance and Lawrence W. 
Strattner, Jr., CLU, insurance services. 
This series of reports was followed by a 
presentation of sales ideas, door openers, 
by four members of Berkshire’s sales 
division and moderated by William M. 
Furey, CLU, superintendent of agen- 
cies—administration. The home office 
panel members were J. Arthur Cope; 
Charles W. Earnshaw, CLU, director of 
training and promotion; Charles Eddy, 


regional supervisor of ‘agencies and 
Ralph H. Patton, CLU. Following the 
panel, three round table sessions on 


present day markets for A. & S.,, life 
and place of the general insurance bro- 
ker were conducted. 

Among highlights of one of the busi- 
ness sessions were talks by two of Berk- 
shire’s outstanding new agents, A. Byron 
Crocker, Jamestown, N. Y. and Robert 
T. Keating, West Palm Beach, Fla., and 
the closing address of the convention by 
Berkshire’s President W. Rankin Furey. 

Tours to Jamestown, site of the first 
English settlement in America, and to 
one of Virginia’s original plantations, 
were high spots in the entertainment 
program offered the group. 





that the future opportunities for service 
to the American public by ‘the institution 
of life insurance are indeed great. 

“The rapidly increasing population and 
the rising income level of the average 
family unit makes the future one of chal: 
lenge for all who sell the security and 
investment values of life insurance,” he 
said. 

“More than ever before, however, the 
agent must embrace the values of con- 
tinuing education in life insurance and 
allied fields in order to meet the high 
demands of his calling. The proposed in- 
surance college of the Insurance Society 
of New York will be an educational 
facility specifically designed to help the 
agent meet his advanced objectives.” 

Waiter Mahlstedt, vice president, 
Teachers Insurance and Annuity Asso- 
ciation of America, in his address 
said that “in today’s discussions of vari- 
able annuities, we sometimes overlook 
the fact that a variable annuity fund— 
the College Retirement Equities Fund— 
has been operating successfully for over 
ten years. Participation in CREF is 
limited to staff members of colleges, uni- 
versities, private schools and non-profit 
research and _ scientific organizations. 
More ‘than 76,000 educators now own 
variable annuities issued by CREF; 
nearly 1,000 educational institutions now 
make this type of annuity available to 
their staff members.” 

Berenice E. Connor, 
Ladies Home Journal, told her audience 
that “women have never been so im- 
portant to the success of your business. 
They are exciting prospects, but you 
must find ways to educate them about 
insurance and to demonstrate the im 
portance of insurance in a way that will 
seem personally rewarding to a woman, 
a way that will have meaning in terms 
of her own particular problems. You 
must find ways to personalize your sell.” 

Marion I. Gilmore, CLU, chairman, 
Women Leaders Round Table, in discuss- 
ing the women’s market, said that “the 
obvious division of the women’s mar- 
ket is between the basic and specialized 
areas. Analysis of these markets and 
specialized problems in communicating 
these needs to women requires research 
and specialized skills. The market is 
not now covered and this is an almost 
completely untapped source of life in- 
surance sales, mostly because there are 
few agents trained in this area and very 
few women underwriters in the field; 
pointed up in the statistics of NALU 


(Continued on Page 4) 
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Canada Adopts Multiple Page Ads 


Multiple-page advertising—a flock of 
pages by one advertiser inserted in a 
single issue of a magazine—is growing. 
Outstanding example was The Pruden- 
tial which published a 14-page insert in 
the February, 1961, 
The text material was prepared 
with the idea behind it of convincing the 
public that an investment in insurance 
is putting one’s faith securely and indis- 
putably in an which constantly 
grows in value and for which there is no 


edition of Reader’s 


Digest. 


estate 


substitute. 
Canada Companies Using 2 Magazines 

Magazine inserts in a regular issue of 
Reader’s Digest started with a supple- 
ment displaying Ford cars in color, and 
there was one explaining mechanism of 
New York Stock Exchange. 

Now, the adopted by 
insurance companies in Canada with a 
12-page 
tell the story and benefits of insurance in 


idea has been 


insert in two magazines which 





PERSONNEL 
SERVICES, INC. 


“Specializes in Insurance" 





ACTUARIES FEE PAID .................. $12-15,000 
Passed 4 or 5 exams? Want top future? 
Can you move 100 miles? 


A & H ADMINISTRATION ............ $ 18,000 
Heavy Individual + Top Administration. 
...$ 8-15,000 






-, 1 im Bos- 


ton—5+ Yrs. Top Life. 
PENSION EXECUTIVE 
You'll Train New Men; You'll Help on the 


11,500 


Tough Cases. Some travel but Cor and 
Expenses supplied. 
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ae $10-12,000 
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; Extra Values for 
' Sub-standard Cases 


; Your sub-standard case may be eligible 
to get insurance with his entire premi- 
um earning cash values and dividends! 

I Get the facts on our “years-to-age rat- 
ings”—now available—to help you offer 
a hard-to-ignore extra selling (and 

g. service) value to your rated cases. 


Specific informa- 
tion and illustra- | 
tions are yours for 1 
the asking...all 
backed by the] 
reputation of one 1 
of the great old- 
line companies in 
the world. 7 





{| As close to you as your telephone § 
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simple language, also using cartoons 
giving the issue wider acceptance espe- 
cially among younger members of fam- 


ilies. Considerable color work is util- 
ized. 
The magazines chosen have a com- 


bined circulation of about 1,750,000. They 
are Weekend, published in Toronto but 
widely circulated throughout Canada in 
daily papers, and La Presse of Montreal, 
published in French and having a wide 
circulation, especially in Montreal. Page 
I cover is a family scene and Back 
Cover depicts an insurance agent talk- 
ing with a customer. 


The advertiser using those inserts is 
“The Life Insurance Companies of 
Canada.” George Holmes, pres- 
ident, Manufacturers Life of Can- 


ada, is chairman of Canadian Life Insur- 
ance Officers Association’s committee on 
institutional advertising. 

These inserts are a far cry from the 
life insurance advertising of 75 years 
ago which largely consisted of names 
of companies, their chi uirmen and presi- 
dents, and size of their assets with no 
explanatory reading matter. 


Phoenix Mutual Announces 


New Group Annuity Plan 
Phoenix Mutual Life has announced 
a special Group annuity plan especially 
suited for employers with less than 25 
employes. The plan requires no trust 
agreement or individual contracts for 
each employe, thereby eliminating con- 


siderable initial as well as continuing 
expense. 
A new Group annuity manual just 


published by the company outlines other 
advantages as follows: (1) The plan is 
simple to explain and the employe will 
readily understand what he is getting; 
(2) High initial death benefits such as 
are provided under individual policies, 
and which may not be considered neces- 
sary, are eliminated, further reducing the 
cost; (3) The plan is flexible enough to 
be amended in the future to meet a 
client’s changing needs and, (4) If an 
employe dies before retirement, the plan 
eliminates the customary risk of loss of 
employer contributions since all employer 
contributions, plus interest, are returned 
as a credit upon the employe’s death. 

The manual recognizes the fact that, 
in many instances, the individual policy 
method is the ideal way for a company 
with few employes. “However,” it is 
stated in the manual, “where the em- 
ployer does not wish to provide large 
initial life insurance benefits, the Group 
annuity principle may well offer an ideal 
solution.” 

Through a recent reorganization, all 
pension sales and administration are 
now coordinated in one division at the 
Phoenix Mutual. According to George 
D. Chester, FSA, who heads the division, 
this results in maximum flexibility since 
this unit has the responsibility of recom- 
mending the type of plan which is best 
suited to each situation. 


. . . 
U 
Training Directors 
_ (Continued from Page 3) 
that of more than an 80,000 membership 
only 1,447 are female.” 

At the concluding session, Philip N. 
Lawton, CLU, senior consultant, Life In- 
surance Agency Management Associa- 
tion, in a talk entitled “Where Are 


Our Leaders” said that “in most com- 
panies, the ideal source of supervisors 
and managers is the company’s own 


agency force. This places on companies 
a responsibility to have a conscious, 
constant program for developing field 
management personnel.” 

The speaker pointed out the wide vari- 
ances in individual company programs 
reflecting different philosophies, different 
sizes of agency department, different 
levels of ability among present man- 
agers. Mr. Lawton explained how the 
new LIAMA Study Course in Agency 
Management can serve as one step in a 
company’s overall management develop- 
ment program. 


Resident Superintendent 
In Chicago for Colonial 





Z. EROL SMITH, JR. 


Z. Erol Smith, Jr., 
as resident superintendent in Chi- 
cago for Colonial Life of America, an 
affiliate of Chubb & Son Inc., through 
the Federal Ins. Co., was announced by 
W. Thomas Fiquet, vice president, Or- 
dinary agencies. 


Appointment of 
CLU, 


Mr. Smith will maintain offices in con- 
junction with Chubb & Son’s Chicago 
regional branch at 175 West Jackson 
Boulevard and his responsibilities will 
include the further development of life, 
health and Group insurance sales with 
nore and brokers doing business with 

chubb & Son. Prior to joining Colonial 
Life, Mr. Smith was district sales man- 
ager in Chicago for Mutual Trust Life. 

A native of Chicago, he attended the 
Illinois Institute of Technology and 
later transferred to the University of 
Colorado where he received his Bachelor 
of Science degree in Management. 

Mr. Smith started his insurance career 
in 1950 as an agent with New England 
Life and subsequently was promoted to 
sales_ supervisory responsibilities. He 
qualified for the CLU designation in 
1958 and is a six-time winner of the 
National Quality Award. 

In 1960, he was elected to the board 
of directors of the Chicago Association 
of Life Underwriters, and is currently 
serving as a director of the Chicago 
CLU Chapter. 


Elliott, Lutnicki Hosts 
To Staff Members of ALC 


Officers and staff of American Life 
Convention were guests of Byron K. 
Elliott, president, and Victor A. Lutnicki, 
senior vice president—Group depart- 
ment, of John Hancock Mutual Life 
October 11 during ALC convention in 
Chicago. Present were many former 
associates of Mr. Elliott, who was man- 
ager and general counsel of ALC from 
1929 to 1934, and of Mr. Lutnicki, ALC 
assistant counsel from 1938 to 1942 and 
again in 1946 following military service 
during World War II. 

Among those invited to the reception 
given by Messrs. Eliott and Lutnicki, 
many being accompanied by their wives: 

Otto Haakenstad, retiring president of 
ALC; Lee Shield, Ralph H. Kastner, 
Alfred N. Guertin, Frank H. Logan, C. 
Clark Bryan, Wendell K. Simpson, 
Henry A. Warchall, Robert J. Demi- 
chelis, Alexander K. Ciesielski, Hyde 
Perce, James Russell; 

Also Robert L. Hogg, former executive 
vice president of ALC; Lee N. Parker, 
Thomas J. Gillooly, William a Walsh 
a from Washington office, Glendon 

Johnson and Richard E. Vernor, Ida 
Ween Lillian Wille, Marcell Pf aender, 


Betty Bed, Ella Anderson and Lyle E. 
Workman. 
The hosts were sorry that Mildred 


Hammond, for years a prominent exec- 
utive of ALC, could not attend. She is 
no longer living in Chicago and did not 
attend the Convention. 


Coverage Offered To 
Peace Corps Members 


BY STANDARD SECURITY LIFE 


Offer Made of Non-Medical Life Pol. 
icies; President Levy Also Reports 
On Record Sales 





Standard Security Life, New York, 
has announced that it has offered a non- 
medical life insurance policy to all mem- 
bers of the Peace Corps. Announce- 
ment was made at a luncheon last week 
by Michael H. Levy, president of Stand- 
ard Security Life. 

“When it was disclosed that Peace 
Corps participants would not be eligible 
for G. I. insurance,” observed Mr. Levy, 
“we immediately went to work to offer 
insurance coverage for this group. It 
is part of our basic philosophy to try 
to make life insurance available to people 
regardless of health and hazard of oc- 
cupation.” 

Under Standard Security’s offer, which 
was contained in a letter to R. Sarge eant 
Shriver, director of the Peace Corps, 
the company offers any member of the 
Peace Corps a $10,000 policy, as long as 
he is in good health at the time of ap- 
plication. All applicants will be insured 
under the lowest rate policy form which 
can legally be issued (Group, association 
or individual contract) regardless of how 
dangerous the assignment or to what 
part of the world the Corpsman is sent. 


Company Progress 


In discussing company progress, Mr. 
Levy cited “Term insurance represented 
the largest portion + oe total insurance 
‘in force’ of $60,01 as of Sep- 
tember 30. Term eed constituted 
$49,938,619 of this total. Of this $18,616,- 
078 was reinsured and $31,322,541 re- 
tained. Group insurance in force was $5,- 
657,000 of which $2,523,947 was reinsured 
and $3,133,053 retained. There was $4.- 
416,628 of whole life in force of which 
$641,992 was reinsured and $3,774,036 re- 
tained. 

“We believe that our dynamic growth 
in this congested and competitive field 
is due chiefly to our flexibility in writing 
insurance ‘to cover modern needs,” ex- 
plained Mr. Levy. “For example, among 
our innovations is a Term policy that 
expires at age 75. 

“Our whole life portfolio also incor- 
porates an emphasis on the needs of the 
senior citizen with issue through age 
96. We offer comprehensive cancer care 
insurance. Our medi-care major medical 
insurance is guaranteed renewable for 
life and provides maximum benefits up 
to $25,000 for a single illness or injury. 
After age 65, there is a 50% premium 
reduction with a maximum benefit of 
$15,000 for any person over 65. 


“One of the proudest achievements of 
the company is the booklet presentation 
of its policies which are highlighted by 
a simplicity of language that can readily 
be understood.” 

Mr. Levy pointed out that Standard 
Security began its agency department in 
May, To date, the company has 
licensed over 2,200 agents and the num- 
ber is increasing. Being a “brokerage 
company,” it is represented by independ- 
ent insurance brokers and independent 
life underwriters who also represent 
other companies. Full-time agents of 
other companies also direct their sur- 
plus business to Standard Security, sell- 
ing policies not available through their 
companies. 


JOINS ALL AMERICAN L. & C. 


Andrew Vander Zwaag, Jr., of Glen- 
dora, Cal., has been named agency builder 
for All American Life |& ‘Casualty. He 
will be in charge of sales and services for 
Greater Los Angeles. 


Mr. Vander Zwaag was associated with 
Franklin Life from 1955 to the present, 
having come up through the ranks as 
agent, district manager and most recent- 
ly general agent. He began his insurance 
career in 1952 as an agent for Metro- 
politan. 
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Today 48 Massachusetts Mutual policyholders, three of them women, 
each own $1 million or more of life insurance in that Company. Before 1954 
the company records showed no $1 million policyholders. There were 28 by 
1958 and 40 by November, 1960. 


The life insurance “‘multi-millionaire’” has now emerged. Seven policy- 
holders are protected by $2 million or more of Massachusetts Mutual life in- 
surance. All of these “‘multi-millionaires” are married men with children. Their 
average age is 43 and they purchased their first Massachusetts Mutual policy 
at average age 29. They now have an average of 11 policies each. Three of 


them are company presidents, three hold other executive positions, and one is 
a financier. 








OS a ae a 


Here are 3 reasons why we used this space 
to tell this story... 


It suggests that the quality of our product appeals to dis- 
criminating buyers. 


It indicates the quality of our Field Force whose training 
and sales tools equip them for any market. 


It has been in the news — the story of our “multi-million- 
aires” has rated space in major newspapers across the 
country. 


MASSACHUSETTS MUTUAL 
Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
ORGANIZED 1851 


114 GENERAL AGENCIES IN 108 CITIES PLUS 85 DISTRICT OFFICES AND 39 GROUP OFFICES 
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HURD MADE COMPTROLLER 


G. Albert Lawton, president, an- 
nounced that R. A. Hurd has been 
named comptroller of Georgia Interna- 


tional Life. This office has been vacant 
since the company’s organization in mid- 
1959. 

Mr. Hurd 


ident of 


has been assistant vice pres- 
Georgia International since its 
He joined the company from 
the Foundation Life in Atlanta, where he 
had been the office manager. From 1950 
to 1956, Mr. Hurd held various positions 
with Life Insurance Company of Georgia. 


foundation. 


Another Product of 
Berkshire Life’s 
Project One 
Breakthrough! 


BIG NEWS 


INSURED 
PENSION 
PROSPECTS 


A pioneer in the insured 
pension field, Berkshire Life 
has been offering one of 
the finest systems avail- 
able, with guaranteed issue 
up to $10,000 on 5 life 
cases increasing to $35,000 
on 25 or more lives, all 
backed by full technical 
support from experienced 
pension specialists. 


THE BIG NEWS! 


Now Berkshire Life becomes 
the first century-old legal 
reserve company to offer 
insured pension policies, 
with premiums computed on 
the new 1958 CSO Mortality 
Table and a new policy 
pricing system. 


Combine these dynamic new 
features now offered with 
the outstanding quality 
always offered by Berkshire 
Life and you have an unbeat- 
able approach to pension 
prospects—an approach 
guaranteed to provide ben- 
efits custom tailored to the 
prospect's needs. 


For full details, contact 
the nearest Berkshire 
Life General Agency 


Abyrsuire LIFE 


INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 

A MUTUAL COMPANY FOUNDED IN 1851 
LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 





Burdick, Frey, Appointed 

The Guardian Life has announced the 
appointments of Donald G. Burdick as 
general agent in San Mateo, Cal., and 
Richard A. Frey as district agent in 
Trenton. 

A native of Utah, Mr. Burdick served 
with the Army during World War Il 
and the Korean conflict, attaining the 
rank of captain. He entered the in- 
surance field in 1954, and was an assist- 
ant manager for Mutual Of New York 
in San Jose prior to his Guardian ap- 
pointment. 

A native of New Jersey, Mr. Frey is a 
graduate of Trenton State Teachers 
College and City College of New York, 
and entered the insurance field in 1955. 


DIRECTOR OF AGENCIES 

Robert Brogan has been appointed di- 
rector of agencies for United Equity 
Life, Chicago. Announcement was made 
by Jerome S. Garland, president 
of the firm which specializes in the “life- 
line” policy insuring individuals with 
heart ailments. 

Mr. Brogan was formerly district man- 
ager for Illinois Mid-Continent Life and 
more recently general agent for State 
Life of Illinois. 


Controllers Round Table 


Robert C. Johnson, comptroller, Union 
Central Life, Cincinnati, will conduct a 
life insurance round table at the 30th 
annual conference of the Controllers 
Institute of America. He will be assisted 
by M. C. Ledden, vice president and 
treasurer, Lincoln National Life, Fort 
Wayne. The conference will take place 
November 5-8 in the Palmer House, Chi- 
cago. 

At the round table, James P. Moore, 
Jr., vice president and comptroller, Mu- 
tual Benefit Life, Newark, will speak 
on clerical work standards. Wesley S. 
Bagby, comptroller, Pacific Mutual Life, 
Angeles, will discuss “The Effect 
of Integrated Data Processing on Home 
Office Departmental Organization,” and 
William S. York, second vice president, 
Metropolitan Life, New York, will talk 
on “Management Controls and Indica- 
tors.” 

Established in 1931, the Institute is a 
non-profit management organization of 
controllers and finance officers from all 
lines of business—banking, manufactur- 


Los 


ing, distribution, utilities, transportation, 
etc. The total membership exceeds 
5,200. 
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Age Par 
25 1283 
35 1733 
45 2514 
55 4040 


10 Commerce Court 








THEY’ 
THEIR HATS OFF 


TO DOMINION 


For their low, low cost 


RE TAKING 


PROTECTION TO 65 
CONTRACT! 


Permanent Insurance at little more 
than term rates 


Issued both par and non-par 


Premium and Death Benefit cut 


65 


All benefits available 


Excellent cash values and 
commissions 


Look at these rates for a $100,000 policy! 


Non-Par 
999 
1382 
2061 
3388 


Call us for further information 


Phone MArket 2-5990 


Since [889 
HEAD OFFICE: WATERLOO, ONTARIO 


Newark 2, N. J. 





Accepting Complexity 
As a Way of Thought 


HARRY WOOD’S ALC ADDRESS 





Warns Against Plans and Methods being 
Too Involved; Plea Made for 
implicity 
Four common denominators which can 
be used by any level of management 
were presented to the annual meeting of 
the American Life Convention in Chi- 
cago by President J. Harry Wood of 
Home Life of New York. He was speak- 
ing at a luncheon of the ALC’s Combin- 
ation Companies Section. 


“As our population grows, as machines 
multiply, as our companies grow so that 
each of us becomes a little farther re- 
moved from the end product, we begin 
to see and accept complexity as a way 
of life, as a way of thought,” said Mr. 
Wood. “And so our plans and our 
methods may tend to become long, de- 
tailed, involved and complicated, and 
hence more impractical, inefficient and 
costly. 


Value of Simplicity and Teaching 


“So my own first common denominator 
is to keep it simple and understandable. 
If it can’t be made simple, forget it.” 

The second common denominator in 
good management, he said, is to be a 
teacher, whatever the management level. 

“It will be your best paid, most produc- 
tive work and your most lasting con- 
tribution to individuals and to your 
company,” was ‘the speaker’s comment. 

The wise man learns from his own 
experience, but the super-wise men learn 
from experiences of others, was a com- 


ment by Mr. Wood. “Turning this 
around, we teach and develop other 
people by providing them with the 


knowledge 


and experiences of others; 
that is, 


ourselves,’ the speaker con- 
tinued. “Books and articles are not the 
best answer because there are too many 
variables in every situation which you, 
as a teacher, can bring out quickly, but 
which a book would have to treat in 
general terms.” 
Priorities 

The fourth common denominator is 
priorities. “Actually, in determining 
priorities, we engage in one of the parts 
of management—executive thinking: 
namely, that of analyzing the situation, 
determining the problem or problems 
most important, both short-term and 
long-term—weighing the alternatives and 
arriving at a decision. 

“As a general rule, shouldn’t our top 
long-term priority as executives be in 
developing men for management? And 
so this thinking in terms of priorities 
reinforces the point of being a teacher.” 

Timing 

Timing is the fourth common denomi- 
nator, Mr. Wood said. “It is important 
that one have a feeling and a sense for 
timing. We all know that the right thing 
done at the wrong time is almost as 
bad as the wrong thing done at the right 
time. That a sense of timing is essential 
in working with people. Pressure on a 
man or a group must be eased, not neces- 
sarily because it was a mistake to begin 
with, but merely a mistake to continue 
it any longer. Just as you knew when 
to fire up the boiler, you have to know 
when to let off the safety valve.” 





Promote Harry P. Seward 


Bankers Life of Nebraska board of 
trustees, at its recent quarterly meeting 
in Lincoln, has announced tthe promotion 
of Harry P. Seward to vice president 
and comptroller. 

Mr. Seward joined Bankers Life home 
office staff in 1940 after graduation from 
the University of Missouri. In 1947, after 
four years’ service as an Army officer, 
he was named manager of the policyhold- 
ers service division, followed two years 
later by promotion to assistant secre- 
tary. 

Mr. Seward has served as comptroller 
since March, 1956. 
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New York Life Promotes 


Everett, Ross, Tiedemann 





EDWARD EVERETT 


Edward Everett has been named as- 
sociate general counsel and Frederick A. 
Ross and Donald C. Tiedemann have 
been promoted to assistant general 
counsel in the legal department of New 
York Life, according to an announce- 
ment by Clarence J. Myers, chairman of 
the board and president. 

Mr. Everett has been assistant gen- 
eral counsel since 1957. He joined New 
York Life in 1949, and became counsel 
in 1951. He is a graduate of the Uni- 
versity of Florida and Harvard Law 
School and a member of the District of 
Columbia and New York Bar Associa- 
tions. Before coming to New York Life 
he served with the Securities and Ex- 
change Commission and as senior at- 
torney with the law firm of Root, Bal- 
lantine, Harlan, Bushby and Palmer. 

Mr. Ross, who joined New York Life’s 
legal staff in 1949, was named assistant 
counsel in 1957 and became counsel in 
1960. His primary responsibilities have 
been litigation and contracts. Mr. Ross, 
a member of the American Bar Associa- 
tion, received his B.A. degree from Col- 
gate University in 1946 and his law 
degree from Yale in 1949, 

Mr. Tiedemann also joined New York 
Life in 1949, after serving with the firm 
of Milbank, Tweed, Hope and Hadley. 
He was named assistant counsel in 1955, 
and counsel in 1958. Mr. Tiedemann is 
a graduate of the University of Notre 
Dame, Harvard Graduate School of Busi- 
ness Administration and Harvard Law 
School. 


Mutual Benefit Receives 


Honor at Film Festival 

The film, “Preparation for the Later 
Years: Financial Planning,” sponsored 
by Mutual Benefit Life, Newark, was 
a recipient of The Chris Award in the 
Ninth Annual Columbus Films Festival. 
The award, for excellence in film produc- 
tion in the education- information cate- 
gory, was presented at the Fort Hayes 
Hotel, Columbus. 

Picturing the difficulty of transition in 
the retirement years, the film emphasizes 
the importance of planning for financial 
security during middle age, substantially 
before the time for retirement. 

“Financial Planning,” the first of a 
series of films on preparation for the 
later years, was produced under a grant 
from the Mutual Benefit Life for the 
National Committee on the Aging in 
cooperation with the National Associa- 
tion for Mental Health. The film was 
Prepared by Dynamic Films, Inc. 

Earlier last month, Mutual Benefit 
Life was recipient of another film award 
in Scholastic Teacher Magazine’s Na- 
tional Film and Filmstrip Awards Pro- 
gram. 

The award-winning film, * ‘Education is 
Everybody’s Business,” used for college 
fund raising, was ‘produced by the 
Council for Financial Aid to Education 
under a grant from Mutual Benefit Life. 


The film was prepared by Henry Strauss 
& Co., Inc., 


Manzler Succeeds Johnson 
For Fidelity Mutual Life 


Fidelity Mutual Life, Philadelphia, 
has announced the appointment of 
David L. Manzler as general agent in 
Cincinnati. Mr. Manzler succeeds Paul 
Johnson, CLU, who is retiring from ac- 
tive agency management following 26 
years as general agent for Fidelity Mu- 
tual in Cincinnati. Mr. Johnson will 
remain an active member of this Cincin- 
nati Agency, continuing personal pro- 


duction and servicing his many policy- 
holders. 

Mr. Manzler graduated from the Uni- 
versity of Cincinnati in 1958 with a 
Bachelor of Science degree in Industrial 
Management. He entered the life insur- 
ance business in 1958 with Massachu- 
setts Mutual, and established an un- 
usually strong record with that com- 
pany. In 1958, ’59 and ’60, he was a mem- 
ber of that company’s Leaders Club; 
was Man of the Year for the Cincin- 
nati Agency in 1960; and wrote over $1 
million of life insurance in 1960. 





District Group Manager 


William E. Ward has been appointed 
district Group manager in Seattle for 
New England Life, President O. Kelley 
Anderson announced. 

Mr. Ward joined the company in 1955 
after graduating from Boston University. 
Following two years service in the Army, 
he returned to the Group sales depart- 
ment in the home office in Boston, and 
since 1958 he has been Group repres- 
sentative in San Francisco. 





In your case...is waiting... 


PROCRASTINATING ? 


Ever find yourself waiting for the right prospect to fit the coverage you can offer? 
Ever miss a really good sales prospect because you couldn't offer the coverage he wanted ? 


Security Mutual agents miss very few sales opportunities because they can offer complete 
coverage; complete coverage in Life, Non-Can, Sickness & Accident, Group and Pension Trust. 


Progressive training programs equip them to make best use of this complete coverage 
. help them do a bigger, better job; and their work is made 
easier by dynamic sales aids that really help them sell! 


You see, at Security Mutual we believe the success of our 
agents is the measure of 
our achievement as a company. 
We figure that’s worth your 
looking into. Contact 
your nearest Security 
Mutual General Agent 

for the facts 
. today! 
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SECURITY MUTUAL LIBE: LIFE INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. E 


Robert M. Best, C.L.U. 
Vice President—Agencies. 





your security our mutual responsibility 


BOEXCHANGE STREET, BINGHAMTON, NEW YORK 
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Security Mutual Names 
R. E. Grant in Ann Arbor 


Security Mutual Life of New York has 
announced the appointment of Robert E. 
CLU, of Durand, Mich. as gen- 
eral agent in charge of its new Ann Arbor, 
Mich. agency. A Jancroft, 
Mich., Mr 
Michigan 


Grant, 


native of 
from 
and 


graduated 
1951, 


there in 


Grant 
State University in 


was 


received his master’s degree 
1955. 

Mr. Grant is nearly six 
years service with the Army. An infantry 
World War II, he re- 
service during Korean 
conflict was an infantry company 
commander. Holder of the Bronze Star 
with oak leaf cluster, the Purple Heart 
and the Army Commendation Ribbon for 
meritorious service, Mr. Grant was dis- 
charged in 1954 as a first lieutenant. 

Mr. Grant received the CLU designa- 
tion in 1960 and is a member of the 
CLU’s Saginaw Valley Chapter. He is 
also a a regional vice president of 
NALU and past president of the associa- 
tion’s Owosso Chapter 


a veteran of 
sergeant during 
entered the the 
and 





Brokerage Manager for Pro- 
gressive Life Insurance 
General Agency 
Competitive Minimum Deposit 
Special Combination for Protec- 

tion & Investment 

Substantial First Year Commis- 
sions 

© Vested Renewal Commissions 

@ Liberal Expense Allowance 
Apply: Box 2942, The Eastern Under- 
writer, 93 Nassau St., New York 38, 
N.Y. All inquiries will be confidential. 





Promote R. F. Carlson 


Roland F. Carlson has been promoted 
to general investment manager in The 
Prudential’s bond department. 
an investment 


Mr. Carlson was man- 


ager in 1956, following 15 years of in- 
vestment work in New York City, ten 
with the Chase National Bank and five 
with the National Association of Insur- 
ance Commissioners. 

He was born in New York City. Dur- 
ing World War II, he served in the 


Army in the ETO. He was graduated 
from New York University in 1949 with 

1 degree in business and finance and did 
wth graduate work there in investments. 


Joins American Guaranty 

V. Dean Musser, Oregon Insurance 
Commissioner who recently announced 
his resignation, advised he would become 
first vice president of American Guar- 
anty Life of Portland, Ore. 

Gov. Mark Hatfield has not as yet 
named a successor to Mr. Musser, who 
also serves as state fire marshal. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 


220-02 Hempsteed Avenue 
QUEENS VILLAGE 29, NEW YORK 




















Triple Indemnity 


e ALL 


Par and Non Par 


THE 
BEST OPPORTUNITY 


PRODUCERS 


@ OUTSTANDING POLICIES 
All policies on 1958 Mortality Tables 


Women issued 3 years earlier than men 


FORMS OF LIFE COVERAGE 


Group Life and Group Creditor 
LIBERAL GENERAL AGENTS CONTRACT 
UNEXCELLED HOME OFFICE COOPERATION 
TOP NOTCH SALES AIDS 
PROGRESSIVE COMPANY PHILOSOPHY 


General Agency Opportunities Available in 
NEW YORK STATE 


for 





OF 





Call or write 
LEONARD J. PIKAARD, Vice President 


HaMILTON LIFE 
INSURANCE COMPANY 
NEW YORK 


485 Lexington Avenue, New York 17, N. Y. 





YUkon 6-2780 
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Dinner Honors Wives of Studying Husbands 





CLU dinner for New England Life’s William Eugene Hays and Associates agency 
in Boston was held recently at home of General Agent Walter L. Downing, CLU. 


Thirteen of the 
designation. 


agency’s associates 


are ‘CLU’s 


and 13 others are studying for the 


Dinner was in honor of their wives for giving the husbands evenings out for 


study. 





W oodward and Newton Made 
Bankers Life Co. Managers 


3ankers Life Co. of Des Moines, Iowa 
named R. E. Woodward agency 
manager in Davenport, Iowa, and Wil- 
liam R. Newton, agency manager in At- 
lanta. 

Mr. Woodward, who graduated from the 
State University of Iowa in 1949, sold 
life insurance for the company in Daven- 
port during the five years in which he 
played professional football. He was a 
field supervisor from home office, work- 
ing on speci ial assignments with agencies 
of Bankers Life Co. across the country. 

Mr. Newton, in the Atlanta sales field 
since 1955, has several times paid for 
more than $1 million in personal pro- 
duction in a year. After leaving high 
school in Rome, Georgia he attended 
Oglethorpe and Georgia Universities. 


has 


Crown Life Conference 
The Southern New England area was 
represented by a substantial delegation 
to the 1961 Crown Life Insurance Co. 


conference in San Diego, earlier this 
month. The company’s biennial nation- 
al convention was held there at the 


Hotel Del Coronado. 

The Southern New England contin- 
gent was led by Ellie M. Goldstein, 
general agent in the Connecticut, Rhode 
Island and western Massachusetts area. 


Attending were: Martin Untenberg, 
CLU, Trumbull, Connecticut; Walter C. 
Barney, Providence; Harold N. Polis, 
Stamford; I. M. Chaiklin, Bloomfield, 
Conn.; Samuel J. Levy, Hartford; and 
John B. Abrahms, CLU, Hartford. 


Following the conference, members of 
the agency proceeded to San Francisco 
and Las Vegas, Nevada, to participate 
in post convention regional meetings. 


W. B. Brynn’s New Post 


Walter B. Brynn took over his duties 
as western regional director of National 
Life of Vermont, with headquarters at 
Palo Alto, Cal. He will be in charge of 
sales operations in 12 western states, in- 
cluding Hawaii. 

Mr. Brynn was assistant superintend- 
ent of agencies at the company’s home 
office in Montpelier until he was named 
to succeed to the duties of Karl G. 
Gumm, who had the title of vice pres- 
ident-western division. Mr. Gumm will 
continue as a vice president and con- 
sultant. 


Ne ew CLUs Welcomed 


Members of the New York City CLU 
Chapter recently welcomed the newly 
designated CLUs from the New York 
a meeting at the Summit Hotel. 

The chapter’s Executive Vice President 
Wilbur Neustein, CLU, ‘Prudential, 
served as chairman and in his address 
to the group noted that CLU can mean 
character, learning and understanding. 
Said he: “No professional group can 
serve its pares and continue to exist 
and grow without these attributes.” 

Chapter President A. Leslie Leonard, 
CLU, dean of the School of Insurance, 
made the point to new CLUs, “a busi- 
ness cannot be successful unless it plows 
back some of its earnings tand so it is 
with CLUs — plow back some of your 
income for growth, improvement and 
professional strength of yourself and 
your profession: al society by maintaining 
members} lip and serving the CLU cause’ 


area at 


Southland Field Changes 


Southland Life recently opened a new 
branch office in Phoenix and named Carl 
Waychoff manager. In making this an- 
nouncement, Kenneth B. Skinner, CLU, 
vice president and agency director, also 
announced these recent changes in 
Southland Life’s field organization. Louis 
W. Jinkins was promoted to manager 
of the company’s Albuquerque agency 
and Luther C. Shuffield was advanced 
to manager of Southland Life’s El Paso 
agency. 

The Phoenix branch office is the latest 
move in the company’s continuing ex- 
pansion program. Presently, more than 
100 Southland Li ife field offices are serv- 
ing policyowners i in the company’s oper- 
ating territory of 26 states and the 
District of Columbia. The company’s in- 
surance in force totals more than $1,- 
800,000,000 and its assets exceed $300,- 
000,000. 


Name Pruss in Milwaukee 


Jean J. Pruss has been appointed gen- 
eral agent of Georgia International Life 
in Milwaukee. 

A graduate of Washington University 
in St. Louis Mr. Pruss has devot 
his career to selling. He attended the 
Institute of Insurance Marketing, Purdue 
University. Most recently he has served 
as insurance consultant with a financial 
organization in Milwaukee, John Nichols, 
Inc. For a time he was with Phoenix 
Mutual Life. 
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Mass. Mutual Directors 
To Meet at Copeland Agcy. 


For the first time in the 110-year his- 
tory of Massachusetts Mutual a board 
of directors meeting is to be held in 
one of the company’s field sales offices. 

The directors of the company have 
decided to shift the place of the October 
25 meeting from Springfield to New York 
City because of their keen interest in 
the field sales operations of the company, 
and their desire to see, at first hand, 
the operation of a general agency of- 


e. 

“The 18-member Massachusetts Mutual 
board includes such prominent business 
leaders from the Washington-New York 
area as Eric A. Johnston, president of 
the Motion Picture Association of Amer- 
ica; Ogden R. Reid, former U. S. Ambas- 
sador to Israel; Don G. Mitchell, vice 
chairman, General Telephone and Elec- 
tronics Corp.; and Charles P. McCor- 
mick, chairman, McCormick and Co., 


nc. 

The board will meet at the new 320 
Park Ave. offices of the H. C. Copeland 
& Co., Inc., general agency, largest of 
the company’s four general agencies in 
New York City. The Copeland agency 
has more than $300 million of insurance 
in force under individual life insurance 
policies. 


Howard Thiel Dead 


Howard Thiel, associate controller of 
Metropolitan Life, died recently at his 
summer home at Henryville, Pa. He was 
57 years old. ; 

Mr. Thiel, who was a certified public 
accountant, was a native of New Haven, 
Conn., and was educated in New Haven 
High School and Stone’s Business Col- 
lege there. He joined Metropolitan as 
a traveling mortgage correspondent 
auditor in 1933, and in 1945 was appointed 
an officer of the company with the title 
of assistant controller. He was advanced 
to associate controller in 1954. 

Surviving are his widow, the former 
Florence Louise Stinner; two sons, 
Howard, Jr., and Charles; two brothers, 
two sisters, and three grandchildren. 


Cleveland General Agent 

Security Mutual Life of New York has 
announced the appointment of Charles J. 
Meldane as general agent in charge of 
its new Cleveland agency. A Cleveland 
native, Mr. Meldane was graduated from 
Western Reserve University. 

During World War II he served with 
the Army’s 99th infantry division and 
was discharged a staff sergeant in 1945. 

Mr. Meldane entered the insurance 
business in 1951 as an agent in Cleveland 
for Mutual Benefit ‘Life. From 1956 to 
1958 he was that company’s district man- 
ager in Erie, Pa. From 1958 until he 
joined Security Mutual he was resident 
superintendent of agencies for Colonial 
Life in Cleveland. 


Emil E. Brill Retires 


Emil E, Brill, senior vice president, 
General American Life, retired recent- 
ly, after 49 years of service to General 
American and its predecessor companies. 

Mr. Brill, who received national recog- 
nition as chairman of the Missouri Com- 
mittee for the 1961 White House Con- 
ference on Aging, entered the insurance 
business in 1912 as an accountant with 
a predecessor company of General Amer- 
ican Life. After obtaining a law degree 
from St. Louis University he was ad- 
vanced to assistant general counsel. 

Mr. Brill was named vice president of 
General American Life in charge of 
Group insurance in 1934, and in 1956 was 
advanced to senior vice president. 

He is a member of the joint Group In- 
surance committee, American Life Insur- 
ance Association of America; Employer- 
Employe and digest Group insurance 
committees of Health Insurance Asso- 
ciation of America; St. Louis Life Gen- 
eral Agents and Managers Association, 
Inc.; Life Underwriters Association of 
St. Louis, Inc.; National Sales Execu- 
tives, Inc.; and Bar Association. 


BMA Reports 18% Gain in 
Third Quarter Life Sales 


An active three month period ended 
September 30 produced an 18% gain 
over the same period last year in new 
paid life insurance for Business Men's 
Assurance, W. D. Grant, president, an- 
nounced. The third quarter increase 
boosted the nine month comparative 
gain to 10%. 

New life paid for volume for the nine 
months aggregated $357,057,000, up from 
$323,847,000 a year ago. Reflecting the 
increased writings, insurance in force 
September 30 totalled $2,128,617,000, a 
gain of $240,698,000, or 13% over a year 
ago. For the nine months, insurance in 
force rose $127 million. 

Premium income of $43,830,000 for the 
nine months was 7% greater than the 
$40,901,000 reported a year earlier, The 
increase in earning assets was a factor 
in the 8% gain in investment income 
this year. Investment income of $6,- 
238,000, compared with $5,755,000 a year 
ago. Total income from all sources was 
$52,339,000 against $48,813,000. 

Payments to policyowners totalled $26,- 
305,000 against $23,646,000. A breakdown 
of the 1961 payments showed $20,735,000 
was in claims, with $14,745,000 for health 
insurance and $5,990,000 for life. Dis- 
bursements on annuities, policy sur- 
renders and dividends to policyowners 
were $5,570,000 against $4,484,000. 

Excluding a $2 million stock dividend, 
other disbursements, mostly operating 
expenses and taxes, aggregated $16,823,- 
000, compared with $15,673,000. Total 
disbursements of $43,128,000 compared 
with $39,319,000 for the same period last 
year, 


Western Life Appoints 


Agencies Superintendent 


Paul A. ‘Haas, Denver, has been named 
superintendent of agencies in Colorado 
for Western Life, St. Paul. 

Mr. Haas has been ‘Colorado state 
supervisor for Western, the life insur- 
ance affiliate of St. Paul ‘Fire and Ma- 


rine, since 1960. Previous to this he was 
the company’s life special agent in the 
state. 

A veteran of 20 years in the life in- 
surance business, Mr. Haas will be re- 
sponsible for recruiting, training and 
supervision of life insurance men for 
Western Life in the ‘Colorado sales ter- 
ritory. 
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“Wow—5 big convertible endowment plans in two days! May I have that 


new typewriter now, boss?” 


Anico’s top commissions come easily when fast sellers such as the 


10, 15 or 20 year endowment plans are explained to prospects. Special 


maturity options, “quantity discount,” quit options, etc., are features 


that gain higher customer acceptance. Anico’s complete line of com- 


petitive plans. (Competitive commissions too.) 
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Openings everywhere in territory for Representatives, Brokers and Special Brokers. 
Inquiries will receive prompt, confidential replies. Address: Coordinator of Sales. 








MRE TEI 
QVER 534 BILLIONS OF INSURANCE IN FORCE 





HOME OFFICE 
ADMINISTRATOR—$15,000 


A chance to progress with a small yet 
solidly based eastern company exists 
here. A prime requisite is five years di- 
rect H.O. experience including account- 
ing and policy reserve knowledge. This 
is a large city area in the east. Com- 
pany has indicated salary will be com- 
mensurate with background. Direct in- 
quiries_to_Bruce_Van_Keuren._#+£-1153 
LIFE AGENCY SUPERVISOR 
$7,000 

If you are (1) an agent (2) with a fine 
Ordinary Life sales record, (3) earning 
about $8,000 and living in the east— 
then this can be your opportunity to 
make the transition into management re- 
sponsibilities with one of New England's 
finest and most well known companies. 
You will be groomed for immediate 
supervisory work. Inquiry on this should 
be directed to Bill Hemingway. 

+ E-1154 





LIFE GENERAL AGENT 
$15,000 


This company is one of the nation's 
leading writers of Accident & Health 
in addition to all forms of Life. Eastern 
company with openings in many choice 
areas and looking for a man sincerely in- 
terested in obtaining a top contract to 
build a career agency. Located in all 
states. All inquiries held in strict con- 
fidence by Bill Hemingway. ++E-1155 





LIFE AGENCY DIRECTOR 
$15,000 


A well established company in one of 
the most desirable areas of the south- 
west is seeking a man with a fine knowl- 
edge of Mutual Funds. We believe it is 
an™excellent opportunity for a man who 
has qualities of leadership and aggres- 
siveness. Background in Home Office pre- 
ferred. Send inquiries to Bill Hemingway. 


4 E-1156 





330 S. Wells St. 





HArrison 7-9040 


Without any obligation, send for our brochure, "How We Operate.” 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 


Chicago 6, Illinois 





JUNIOR LIFE ACTUARY 
$9,000 
A small company can offer a young man 
not only diversified and creative respon- 
sibilities but a faster chance to progress. 
This is such an organization; Large 
enough to be known and recognized yet 
small enough to achieve management 
duties soon. Located in large eastern 
city; over two years old. All inquiries 
will be held confidential by Mr. Van 
Keuren. + E-1157 


ASST. GROUP SALES 
MANAGER—$10,000 


The prestige of a well known and ag- 
gressive midwestern company can be 
enjoyed by the candidate who wants the 
position leading to direct management 
in the Group field. In this company you 
can rapidly advance toward your income 
goals and still achieve excellent super- 
visory training. This opening will be 
open a short time. Inquiries to Mr. 
Hemingway. +E-1158 
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Volunteer Names Hannaford 

Cecil W. Hannaford has been named 
regional director of agencies for Missis- 
sippi for Volunteer State Life. 

A native of Reid, Miss., Mr. 
ford holds a BA Degree in Business 
Administration from Mississippi College 
He is a graduate of the SMU 
Marketing and 


Hanna- 


in Jackson. 
Insurance 
has completed LUTC. 

LUTC, he 


Institute of 
Since being grad- 
taught Part 


uated from has 


II of the course. He is a member of the 
board of directors of the Jackson Life 
Underwriters Association. He is also a 
member of the Board of Hinds County 
Mississippi College Alumni Association 
and is a Captain in the Air Force Re- 
serve. 

He worked for Standard Life in the 
capacities of agent and supervisor for 
more than five years and, for the past 
six years, has been associated with the 
Fidelity Union Life as state manager, 
division manager and general agent. 





“There's a better future than 
ever with Kentucky Central... 


Founded 1902 — Kentucky's Oldest Life Insurance Company — Now Operating in 13 Southeastern and Ohio Valley States 


KENTUCKY CENTRAL LIFE and ACCIDENT INSURANCE COMPANY 


Garvice D. Kincaid, President 


Anchorage, Louisville, Kentucky 








Proudly 


Introducing ... 


The BXECUTIVE 
PROTECTOR 


A life policy providing a lifetime of 
protection with premiums geared to in- 
come now and after retirement. 


A good piece of property to sell ...a 
good piece of property to own. That’s 
State Mutual’s new Executive Protector 
Whole Life policy* ($25,000 minimum) 
with the “Step-Down” premium. Geared 
to a man’s income, both before and after 
retirement, this new product offers your 
client a level insurance benefit for life — 
with a gross premium that reduces ap- 
proximately two-thirds at age 65 (or on 
10th policy anniversary, if later). Pri- 
mary uses: Key Man, Individual, and 
Split Dollar sales. Issue ages: male, 
16-65; female, 19-65. And look at the 
liberal features: 


> EARLY HIGH CASH VALUES 
> LOAN VALUES AFTER FIRST POLICY YEAR 


> SPECIAL CLASS RISKS (ALSO WITH “STEP-DOWN” 
PREMIUM) 


> MANY RIDERS AVAILABLE 
> LIBERAL “CHANGE IN PLAN” PROVISION 


For added sales power, the new Execu- 
tive Protector policy is backed by 
Planned Living — State Mutual’s unique 
approach to the sale of life and health 
insurance. 


*Nol yet available in all states. 


OS, 








Complete information about this new 
and distinctive Executive Protector pol- 
icy is available from your nearest State 
Mutual 
Worcester. Why not do it today? 


agent. Or write us here In 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 





John Hancock Will Be 
100 Years Old in 1962 


OBSERVATION DATE IS APRIL 21 
Begins Second Century With $614 Billion 


Assets and $27 Billion of Insurance 
In Force 





The John Hancock, which had its start 


in a one-room, one-man office on old 
State Street in 1862, will observe its 
100th anniversary next year, as the 


eleventh largest business of any kind in 
the United States. The John Hancock, 
with a home office staff of 5,500, housed 
in Boston’s largest building, will observe 
the event April 21. 

The company will begin its second cen- 
tury with $6% billion in assets, and over 


$27 billion of insurance in force, pro- 
tecting more than 11 million policy- 
owners. 


Plans for a year-long nationwide series 
of observances marking the centennial 
vear were announced by ‘Byron K. 
Elliott, president of the John Hancock. 
Theme of the anniversary will be a re- 
dedication of the company’s interests in 
the freedom of the individual and the in- 
dependence of the American family. 

On April 23, home office members will 
attend a centennial luncheon, followed 
by a light stage presentation in John 
Hancock Hall, summarizing the com- 
pany’s first hundred vears, and the out- 
look for the future. That evening, mem- 
bers of the company’s field force across 
the nation will meet together at dinners 
in 86 locations. 

Hosted by home office officials, the 
dinners will feature a motion picture, 
“The Future Begins Today.” now being 
produced by Bav State Films for the 
John Hancock. Earlier in the year, the 
company will observe the 225th anniver- 
sary of the birth of the patriot, John 
Hancock, with special activities in the 
Boston area. 

In May, the company’s annual agency 
leaders’ meeting will bring general agen- 
cv representatives of the company from 
all parts of the nation to Boston, for spe- 
cial 100th anniversary observances dur- 
ing the conference. 

An open house aboard a Boston berthed 
aircraft carrier in July will be another 
100th anniversary feature for home office 
members and field representatives in the 
Boston area. The year will be climaxed 
by an employe dinner-dance scheduled 
for December 1962, in four Boston hotels. 


Other Features 


Among other features of the comnany’s 
100th vear will be the opening of new 
John Hancock buildines in Kansas City 
and New Orleans, and special activities 
at the company’s western office building 
in San Francisco and in agency offices 
across the nation. 

A 32-member committee of home office 
representatives under the general chair- 
manship of ‘Richard P. Waters, Jr., sec- 
ond vice president. advertising and pub- 
lic relations. has been developing plans 
for the 100th anniversary observances 
over a three-year period. 

Commentine on the plans, President 
Flliott said, “Certainly the importance 
of the centennial year lies not so much 
in the fact that our company has com- 
pleted 100 vears of service to the neople 
of our nation but rather that it can, 
basine future accomplishment on past 
record, look head to even greater con- 
tribution in the century ahead... . It 
is only in looking ahead that we are able 
to catch the true significance of our past 
and present efforts.” 

The Tohn Hancock was chartered on 
April 21. 1842—seven years before the 
first railroad snanned the continent— 
while people still plodded westward be- 
hind ox-drawn covered wagons — and 
Civil War hampered the progress of 
American liberty. It was formed by a 
sroup of Boston men, headed by Judge 
George Sanger, who later became the 
company’s first president. The John 
Hancock begins its second century with 
former Judge of the Indiana Superior 


U. S. LIFE SEMINARS 





Currently Conducting Country-Wide 
Regionals on Pension and Profit 
haring Plans 


United States Life is currently con- 
ducting a country-wide series of re- 
gional seminars on pension and profit 
sharing plans. The seminars, each con- 
sisting of two sessions, have been de- 
veloped to familiarize United States Life 
general agents and their producers with 
the pension field and equip them to com- 
pete in the pension market. 

In announcing the seminars, Gordon 
E. Crosby, Jr., vice president and direc- 
tor of agencies, said, “We will be con- 
centrating on the same small employe 
Group market in which the company has 
experienced great success in its Group 
sales program. However, we feel that 
these seminars are vitally important for 
grounding our field force thoroughly in 
all phases of the pension field, which the 
company entered only last June. At the 
same time, these meetings provide an 
opportunity to introduce to the ‘field our 
home office pension consultants and to 
acquaint them with our excellent new 
pension sales visual.” 

In the western portion of the U. S., 
seminars have been held in Denver, Salt 
Lake City, Los Angeles, San Francisco 
and Seattle. The midwest and eastern 
regions will be covered later this month 
at meetings scheduled in Asbury Park, 
Boston, Rochester, Detroit, Chicago and 
Cleveland, as well as several to be held 
in the New York metropolitan area. 

The cross-country meetings are being 
conducted by Richard T, Griffin, agency 
pension consultant; Charles P. Moore, 
actuarial pension consultant; and Allan 
D. Wright, training consultant. 

The first session, a discussion of the 
fundamentals of pension and profit shar- 
ing plans, covers such topics as prospect- 
ing, marketing, and proposals, general 
advantages of the plans, U Treasury 
Department requirements, and home 
office services and assistance available. 
The second meeting is devoted to sales 
techniques and a demonstration of the 
use of the new sales visual at the initial 
and closing interviews. 


Riback and Rivkin Made 
Eastern Life Gen’l Agents 


Eastern Life of New York announces 
the appointment of William H. Riback 
and Robert N. Rivkin of Beverly Hills 
as its general agents for Southern Cali- 
fornia, following the company’s recent 
admission to the state. 

The company is chartered under the 
laws of the State of New York and is 
authorized to do business in the states 
of California, Connecticut, Delaware, 
Florida, Michigan, New Jersey, Penn- 
sylvania and in the District of Columbia. 

Mr. Riback has been engaged in life 
insurance for nearly a decade, special- 
izing in business insurance, estate plan- 
ning, tax-affected insurance, pensions 
and profit-sharing. He was previously 
a social work executive, and university 
professor at Washington University and 
at the University of California, Los 
Angeles. He isa graduate of Northwest- 
ern University and of Washington Uni- 
versity. 

Mr, Rivkin came to the field of life in- 
surance several years ago from a varied 
career ranging from music to diamonds, 
tool and die making, retail trades, and 


cabinetmaking. He was educated at the 
Juillard Foundation and L. A. City Col- 
lege. 





Court, Byron K. Elliott, as its president. 

Albert Murdock, the company’s first 
agent, wrote the first John Hancock 
policy on his own life on Christmas Eve, 
1862. The company’s first policies re- 
quired written permission for residence 
of more than one month west of the 
Rockies, and included numerous other 
restrictions as to age, health and occu- 


pation, which have become obsolete as 
the company has grown in size and 
scope. 
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Whitehead and Swangren 
Promoted by John Hancock 


Donald W. Whitehead of Stoughton 
and Howard C. Swangren of Rosindale 
have been promoted to assistant legis- 
lative counsels at the John Hancock. 





D. W. WHITEHEAD 


30th men have been staff assistants in 
the corporate secretary’s office, and as 
such have been representing the com- 
pany in legislative matters before many 
State legislatures and the Congress. 
Associated with the company since 





H. C. SWANGREN 


1951, Mr. Whitehead is a graduate of 
Williams College and received his law 
degree from Northeastern University 
Evening School of Law. In 1959, he was 
granted a year’s leave of absence from 
the John Hancock to assist the New 
England Council in establishing a pro- 
gram to represent New England inter- 
ests in Washington before Cong rress and 
Federal Agencies. He is a member of 
the Massachusetts and Boston Bar As- 
sociations. 

A graduate of Northeastern University 
School of Law and a member of the 
5 assachusetts Bar, Mr. Sw angren joined 
the John Hancock in 1953. He is a mem- 
ber of the American Society of Chartered 
Life Underwriters, and is counsel and a 
director of the Boston Junior Chamber 
of Commerce. Mr. Swangren also serves 
as a member of the national affairs com- 
mittee of the Greater Boston Chamber 
of Commerce. 


General Agents Meeting 
Of Mutual Trust Life 


The General Agents’ Association of 
Mutual Trust Life has elected the fol- 
lowing officers at its recent annual meet- 
ing in Chicago: Paul Jurnove, South 
Hempstead, N. Y.,, president ; George 
Wemyss, Portland, Maine, Ist vice pres- 
ident; Richard Horan, Concord, 2nd vice 
president; Harold Hodgdon, Stamford, 
Conn., secretary-treasurer. 

On ‘the advisory committee are: Paul 
Jurnove; Carl Homann, Madison, Wis.; 
Harry Fagin, Decatur, IIl.; George 
Wemyss, Portland, Me.; Waldo Carl- 
son, lron Mountain, Mich. 

Directors are: William S. Liberator, 
ble Hartford; Jeff B. Jennings, Pomona, 

Calif.; George "Holgate, Eau Claire, Wis. 


HOUSING SUPERVISOR 

Barney M. Clemons has been named 
housing division supervisor in Pacific 
Mutual Life’s field office administration 
department. Announcement came from 
E. E. Brown, the department’s director. 

Mr. Clemons, who joined Pacific Mu- 
tual in 1959, will now supervise the se- 
curing of field office space, supplies, 
furniture and equipment for its offices 
throughout the nation. 

Mr. Clemons is a 1951 cum laude grad- 
uate of North Texas State College. He 

earned his bachelor’s degree of business 
sdaiiention in personnel. 


WINS WEST COAST AWARD 

J. Frank Goff, manager at San Mateo 
for West Coast Life, has received the 
Agency Builders Achievement Award 
for 1961. This award, initiated one year 


SSSSSSSSSSSSSSSSSSSSS$ 
FIT TO BE TIED? $ 
Don't leave the business! 
CALL 


$ $ 
$ $ 
$ The Maurice Blond Agency $ 
$ Hamilton a Ins. —* of New York $ 
$ iy s $ 
$ $ 


ww 


15 Park Row, N - 38 Worth 2-1280 
We're awfully saad on diabetics! 
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ago, was presented to Mr. 
Harry J. Stewart, president of West 
Coast Life at the company’s recent 
Leaders Club Conference in Victoria, 
British Columbia. 


Goff by 





A. M. KUNIS & CO., INC. 
Consulting Actuaries 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St. New York 36 
WI 7-8266 














advantages. 





Groups as small as five are eligible for 


Provident 4 


SALARY ALLOTMENT PLAN 





Offer a choice of disability income plans to a variety 
of occupations and professions. You can offer a 
choice of guarantees, realistic indemnities, premium reduction, 


optional employer participation, monthly budget basis, and tax 


A natural tie-in with Salary Savings Life Insurance. 


Income potential to the producer is outstanding. 


GET IN TOUCH WITH PROVIDENT’S NEAREST OFFICE 
OR WRITE TO: 


ACCIDENT DEPARTMENT 


PROVIDENT 
LIFE AND ACCIDENT 


CHATTANOOGA 


INSURANCE COMPANY 
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Honor F. D. Sears 


(Continued from Page 1) 


lance, he said that in the past 2% years 
since he was appointed Commissioner, “I 
have declined admission to over 40 
companies to do business in this state. 
These declinations were made because 
of various conditions which I deemed 
not to be in the interest of the insuring 
public. You know, and I know, that a 
million dollar stock promotion of a new 
corporation does not necessarily make an 
insurance company. Some of the newly 
organized companies appear to go no 
further than the stock promotion stage.” 

After enumerating the activities of the 
Maryland Depat rtment, its administration 
and its exercise of “vigorous leadership 
in the face of constant changing condi- 
tions in the insurance industry,” Com- 
missioner Sears had considerable to say 
about the issuance of variable annuities 
in Maryland. Emphatically he is op- 
posed to such issuance. He brought out: 


A Speculative Investment 


“It is my personal belief that the issu- 
ance of variable annuities in this state 
may lead to a widespread misunder- 
standing on the part of the public as to 
the nature of the contract. If an insur- 
ance company offers a variable annuity, 
will the purchaser undertand that the 
company is not guaranteeing the amount 
of any payment under the contract? 

“The 


for in 


element which we always look 
an insurance contract is the shift- 


ing of the risk from the policyholder 
to the insurance company. Actually, the 
major risk in a variable annuity contract 


is taken by the policyholder, rather than 
by the insurance company. 

“The variable annuity contract is in 
reality a speculative investment in the 
same that a mutual fund invest- 
ment is speculative. 

“I believe there is 


se nse 


a proper place for 
mutual funds, but they should not appear 
masqueraded as insurance contracts 
under the name of variable annuities. At 
the present time, vz wer annuities may 
not be sold in Maryland, but the subject 
is under a continuing study by the Legis- 


lative Council. 
“Most of you are aware there has 
been an increase in the number of sales- 


men who are offering both mutual funds 
and life insurance together. 

“I am doubtful whether the same sales- 
man can sell these simultaneously and 
give the prospect the services to which 
he is properly entitled. 


Scores Twisting 


“During the past several months, the 
experience of the Insurance Department 
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All replies confidential. 





ACTUARIAL OPPORTUNITIES 


Gulf Life Insurance Company of Jacksonville, Florida, which 
maintains independent Ordinary and Industrial agencies is planning 
to expand its Ordinary and Group operations. This has created two 
positions, both of which need to be filled by a Fellow of the Society 
of Actuaries or by an Associate who may be expected to attain 
Fellowship standing in the near future. 


One of the positions involves the assumption of actuarial responsi- 
bilities in the Company's Ordinary Life and individual A&S lines; 
while the other position requires the assumption of actuarial responsi- 
bilities in the Company's Group and Pension operations. These are 
excellent actuarial opportunities in a substantial company. 


The men will report directly to the Vice President and Actuary 
of the Company. Salary will depend on qualifications. 


Please write to Vice President and 
Actuary, Gulf Life Insurance Company, P. O. Box 1050, Jacksonville 


i, Horida, giving a summary of experience and personal background. 


Group Appointments in 


San Francisco, Denver 

Richard S. Didion and Philip F. May- 
berry have been named Group repre- 
sentatives by Bankers Life Co. of Des 
Moines, in the San Francisco and Denver 
Group offices, respectively. 

Mr. Didion will be associated with 
Eugene T. Severin, senior account exec- 
utive, Harry A. Holland, Jr., Group man- 
ager, and Edmond F. Reynolds, Group 
representative. 

A native of Sacramento, he received 
his bachelor’s degree in business ad- 
ministration from St. Mary’s College. 

Mr. Mayberry will be associated with 
Gordon R. Johnston, regional Group 
manager. He has spent one year in 
the Group department of a large eastern 


company and has been associated with 
the Bankers Life Co. for more than 
two years, most recently in the group 


service department. A native of Council 
Bluffs he received his bachelor’s degree 
from Cornell College in Mount Vernon, 
Iowa. 





has shown there is a great temptation 
for the salesman in this position to im- 
properly persuade the policyholder to use 
the cash values of existing insurance 
for pe purchase of the mutual funds, 
and to replace the insurance at a loss to 
the policyholder. 

“This practice is generally known in 
the trade as ‘twisting.’ Your Insurance 
Department has taken action against 
both agents and companies where we 
have found evidence of twisting. How- 
ever, the problem of policing this field 
is most difficult. 

“IT therefore concluded we would have 
to do something drastic to control this 
evil. Thus, I have published a new reg- 
ulation, FDS No. 43, which will become 
effective in the near future. Its basic 
requirement is that the Insurance De- 
partment must receive a copy of the pro- 
posal to be furnished the policyholder, 
together with a clear statement in writ- 
ing of the advantages and disadvantages 
of the proposed change. 

“The response to this regulation has 
been most encouraging. While industry 
generally has approved the regulation 
in principle, they have on the other hand 
made suggestions to improve either the 
operational details or the effectiveness of 
this ruling. We have withheld setting 
the actual effective date until we have 
had the opportunity to discuss it further 
with interested persons within the life 
insurance industry and to have the bene- 
fit of their suggestions and views. These 
talks are scheduled to be completed with- 
in the next two weeks. 
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Death of Godfrey W. Day 


Godfrey W. Day, 63, a vice president 
of Connecticut General, and former pres- 
ident of International Claim Association, 
died October 14 while visiting his son 
at Lincoln, Neb. He has been associated 
with the company’s claim department 
since joining the company in 1923. In 
1954 he became second vice president in 
which post he remained until his death. 

A native of Hartford Mr. Day was 
graduated from Choate School and at- 
tended Yale University. In West Hart- 
ford he was for 10 years on the Town 
Council, eight of them as president. Also, 
he was former president of Greater 
Hartford Community Chest. Before com- 
dwg to Connecticut General he was with 
American Tube and Stamping Co. of 
Bridgeport. Mr. Day is survived by his 
widow, a son, two brothers and five 
grandchildren. 


Bankers National Life 
Passes $800 Million Mark 


Bankers National Life, Montclair, 
passed the $800,000,000 mark of insur- 
ance in force during September, ending 
the third quarter of this year with 
$804,042,700 insurance in force, com- 
pared to $691,490,597 a year ago. 

New Ordinary paid-for business dur- 
ing September amounted to $5,670,184, 
up 65.6% over 1960, and totaled $51.839,- 
636 for the first nine months of 1961, up 
14.0% over the previous year. Total new 
business including Group for the current 
year was $119,183,025, compared to $136,- 
798,734, for 1960. 

Total income on a cash basis for the 
first nine months of this year stood at 
$13,117,699, against $12,132,876, a gain of 
8.1%. Ledger assets for the end of the 
3rd quarter were $80,898,531, against $75,- 
935,561 in 1960, a gain of 6.5%. 


Postal Names J. D. Dennis 


Jackson D. Dennis has been appointed 
general agent for Postal Life of New 
York, at Troy, N. Y., it was announced 
by Donald L. Smith, director of agencies 
for the company. 

Mr. Dennis is the owner of an inde- 
pendent insurance agency handling all 
forms of insurance. Prior to establishing 
his present agency, he was with the 
Farm Bureau Mutual (now Nationwide 
Insurance Companies) for 11 years. 

Mr. Dennis started in the insurance 
field in 1934, as an office boy in his 
uncle’s insurance agency in Troy. Active 
in civic affairs, Mr. Dennis is a former 
member of both the Troy Fire Depart- 


ment and the _ Rensselaer County 
Sheriff's Patrol. He is a past. commander 
of the local American Legion post as 


well as a member of the Elks, Knights 
of Columbus and Boy Scouts of America. 


Bankers of Nebr. Meeting 

Fifty-five leading producers from 
3ankers Life of Nebraska met at Colo- 
rado Springs recently for a four-day 
insurance seminar. Each agent attend- 
ing the seminar earned the trip by qual- 
ifying over a 15-month period. Require- 
ments included a minimum volume of 
$550,000 on at least 35 Lives, together with 
persistency of 80% or above. 

The seminar, dealing with new and 
advanced underwriting techniques, fea- 
tured top Bankers Life home office rep- 
resentatives and officials. Highlighting 
the program were appearances by Pres- 
ident George Cook and Sales Vice Pres- 
ident Jim Lantz, plus a series of detailed 
discussions in the life, health and Group 
insurance fields. 


SHENANDOAH GENERAL AGENT 


Henry Levine has been named gener- 
al agent of the Central Philadelphia 
Agency of Shenandoah Life. Immediate- 
ly prior to joining Shenandoah Life, he 
was associate general agent in Phila- 
delphia for Postal Life. Mr. Levine 
is a specialist in estate and tax plan- 
ning, deferred compensation, and pen- 
sion and trusts. 





Agencies Superintendent 
For Pacific Mutual Life 


A new superintendent of agencies was 
announced by Pacific Mutual Life. He 
is U. R. Kendree, Jr., CLU, most re- 
cently manager of the Los Angeles- based 
company’s agency in San Jose, Cal. 

Mr. Kendree will take responsibility 
for developing new general agencies 
throughout the country, according to 
Joseph F. Tudor, CLU, agency vice pres- 
ident. 

Mr. Kendree entered the life insurance 
business as a Pacific Mutual agent in 
1955. Shortly thereafter he was selected 
as the first participant in the company’s 
management development program. After 
serving as assistant manager of the com- 
pany’s San Francisco agency, Mr. Ken- 
dree was appointed to manage the San 
Jose operation in 1959, 

Mr. Kendree is a graduate of the 
United States Military Academy at West 
Point. 


MONY Names New Mgr. 
For Berkeley Agency 


Mutual Of New York has promoted 
Ed. M. Lukens to manager of its Ber- 
keley, Cal., agency. He succeeds Gregory 
G. Kosmos, who has resigned. 

Mr. Lukens joined MONY as a field 
underwriter in Boise, Idaho, in 1954. He 
became assistant manager of the agency 
there in 1958 and was promoted to take 
special managerial training at the home 
office last May. 

He has qualified six times for MONY 
sales-honor awards and five times for the 
National Quality Award. He also was 
a first vice president of the Boise Life 
Underwriters Association. 

Mr. Lukens is a graduate of the Uni- 
versity of Idaho. 


North American Life 
Issues New Rate Book 


North American Life of Chicago an- 
nounced the issuance of a new combina- 
tion life and health insurance rate book 
which is based on the 1958 CSO Mor- 
tality Table. The new rate book is the 
product of several years research and 
effort on the part of North American, 
especially the company’s actuarial de- 
partment. 

The 540 pages of the rate 
housed in a 5% x 7¥%-inch 
type binder. It is divided 
sections which includes life 
information, health insurance informa- 
tion, life premiums, health premiums, 
non-forfeiture values and general un- 
derwriting practices. 


Hartford Ass’n Hears Huey 


The Hartford Life Underwriters Asso- 
ciation held its opening meeting of the 
1961-62 season recently at which time 
guest speaker was Burkett W. Huey, 
managing director of the Life Insurance 
Agency Management Association. 

At the meeting, instructors were an- 
nounced for this year’s life underwriter 
training course. The LUTC, a formal 
program of study, enables the under- 
writer to develop skills in underwriting 
by study and class discussion on actual 
typical cases. 

The instructors named are: Norton 
Glass, manager of the life insurance 
department of the Jones-Mulvihill Com- 
pany, agents for the Life Insurance (Com- 
pany of North America, Allen Wein- 
er, staff manager for The Prudential In- 
surance Company, and William F. Blake, 
agency supervisor for the (Mutual. 


book are 
loose-leaf 
into eight 
insurance 


GROUP REPRESENTATIVE 

Louis D. Kinney has joined General 
American Life as a Group representative 
in Denver. He will be associated with 
Denver District Group Manager Harvey 
Altman. 

Mr. Kinney received his education at 
the University of Colorado where he 
majored in business. He has been asso- 


ciated with Great-West Life. 
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another year... 


another record 





99 New York Life women agents 


in Women Leaders Round Table— 
largest representation for any company! 


For the eighteenth year in a row, New York Life has 
the largest representation of agents at the industry- 
wide Women Leaders Round Table. To each of these 
outstanding ladies goes the Company’s congratulations 
for achieving one of the highest honors conferred by 
the insurance industry. 

We're very proud of this continuous leadership and 
feel it reflects credit on the exceptional abilities of our 
women agents. We also believe it vividly demonstrates 


the widespread acceptance given New York Life’s mod- 


ern line of insurance policies and the effectiveness of ° 


our Advanced Training Program. 
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New York Life 


Insurance Company 


51 Madison Avenue, New York 10, N. Y. 


Life Insurance « Group Insurance « Annuities 


Health Insurance « Pension Plans 
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LICENSED IN PENNSYLVANIA 

Fidelity Interstate Life of Pa. has been 
admitted to the 
State of Oregon, it was announced by 


transact business in 
Edward J. Falls, vice president. 
The company now operates in 23 states 
and the District of Columbia 
member of the Insurance 
Group, comprised of Beneficial Standard 
Life, Beneficial Fire and 
Casualty, Los Angeles, Vermont Acci- 
dent and British Pacific Life of Canada. 


and is a 
Beneficial 


Los Angeles, 


Providence General Agent 

Harris I. Welger has been appointed 
manager of the State Mutual Life agency 
in Providence, R. I. 

A native of New York City, Mr. 
Welger attended New York University 
and served two years in the Army dur- 
ing the Korean War. He entered the 
life insurance business in 1956 as an agent 
and entered management training in 1958. 
Since May 1959 he has been assistant 
manager of an agency in New York. 








CANADA LIFE 
ASSURANCE COMPANY 


Look at these Ist year commis- 
sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—I3/2% & 
85s vested, O.L. High immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
ever 40% & 955 vested. Other 


Term policies—30% & 95: vested. 
OX 7-2950 











AGENCY ADMINISTRATOR 
Major stock multiple-line com- 
pany with Life affiliate will create 
a Production Administrative posi- 
tion to coordinate production, 
promotion, advertising, and be 
responsible for market research 
& development. This top position 
requires heavy company exp. in 
production & administration with 
good knowledge of marketing. 
Box 2947, The Eastern Under- 
writer, 93 Nassau Street, New 
York 38, N. Y. 

















MEN OF THE 
CHESAPEAKE BAY 
COUNTRY 

Equally facile with 
the net-mending 
shuttle or the 

net itself, fisherman 
George Dreyer of 
Mt. Vernon, Maryland, 
readies his seine 

for more service. 
Photograph by 

A. Aubrey Bodine. 
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.-. and the Good Men 
of Baltimore Life are 
Guarding the Secu rity 


of Amerwan Famalies 


with Skill and Integrity 





HE 


—_* 


THE BALTIMORE LIFE 
INSURANCE COMPANY 


A Progressive Mutual Organization Since 1882 
’ Mt. Royal Plaza, Baltimore 1, Md. 


L.U.T.C. and C.L.U. Training helps you do a better job! 


Inquires invited from General Agents in the Mid-Atlantic area. Address Marlin W. Morgan, V.P. 





Life Insurance Division 


To Honor Shelley Goren 


Shelley S. Goren will be guest of honor 
at the annual luncheon of the Life Insur- 
ance ‘Division of ‘(Federation of Jewish 
Philanthropies, November 29, at the 
Hotel Roosevelt, it was announced by 
Division Chairman Charles Seibel. The 
affair climaxes the division’s participa- 
tion in Federation’s 1961-62 maintenance 
appeal campaign. 

Mr. Goren is being accorded the honor 
in recognition of his outstanding leader- 
ship ‘activity in the work of Federation, 
including service as chairman of the di- 
vision in 1959 and 1960. This tribute 
follows another recently bestowed on him 
when he was designated “1961 Man of 
the Year” by Mutual Of New York, for 
exceptional business, community and per- 
sonal distinction. 

Federation hopes to achieve a total of 
$22,500,000—$3,500,000 more ‘than was 
raised last year—to maintain the services 
its 116 medical and welfare agencies pro- 
vide to nearly 800,000 people of all races 
and creeds within the Greater New York 
area. 

Assisting (Mr. Seibel as associate chair- 
men are Maurice Blond, Robert H. Colt, 
Henry Schainholtz and Murray Wald- 
man. 


Gen’! Agent in Cleveland 


Security Mutual Life of New York 
has announced the appointment of Irv- 
ing H. Goldstein as general agent in 
Cleveland. Mr. Goldstein attended the 
University of Pittsburgh and later West- 
ern Reserve University in Cleveland. 
During World War II, he served four 
years with the U. S. Coast Guard. 

Mr. Goldstein entered the insurance 
field in 1953 as an agent in Cleveland. 
He joined Security Mutual in 1960 and 
was a member of the Cleveland agency 
until his recent appointment as general 
agent. 


All American Schlundt 
Joins All American L. & C, 





DON D. SCHLUNDT 


Don D. Schlundt, well known to 
basketball fans and Indiana University 
alumni, been selected an All 
American basketball star and elected to 
the basketball Hall of Fame, has joined 
All American Life & Casualty of Chi- 
cago. 


having 


In making the announcement, E. 
E. Ballard, president, stated that Mr. 
Schlundt will as agency builder 
for the Indianapolis area. 

Mr. Schlundt been a_ successful 
life insurance producer for the past 
seven years and is a life member of the 
Million Dollar Round Table. In his new 
post he will recruit and train as well as 
engage in personal selling. He was 
formerly associated with Indianapolis 
Life and Lafayette Life. 

Mr. Schlundt is secretary-treasurer of 
the Boy’s Club of America, a member of 
NALU and of the Lutheran Church. 


serve 


has 















..-another UNITED LIFE 


feature to help insure sales 











TERM 


EST. 1913 





LEVEL 
TERM 
RIDERS 


TO AGE 65 


with CASH, REDUCED PAID-UP and 
EXTENDED TERM VALUES and 
CONVERSION PRIVILEGE 





CONCORD, NEW HAMPSHIRE 


Write H. V. STAEHLE, C.L.U., Field Management Vice President, 

United Life, 2 White Street, Concord, New Hampshire, Or Contact: 
WARREN E. CUTTING, Supt. of Agencies for the District of Columbia, 
Fla.*, Ill.*, Mass., N. H., N. J.*, Ohio*, Vt.*, and Va.*. 

WALTER O. COREY, Supt. of Agencies for Cal.*, Conn., Del.*, Ind.*, 
Md.*, Me., Mich.*, N. C.*, Pa.*, and R. I. 

*Agency Building General Agents’ Opportunities Available 

Outstanding Overseas agents’ opportunities available in Europe, Okinawa and 
Guam; o minimum of one year's stateside production required. 


20-YEAR 
TERM 


15-YEAR 
TERM 
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Managers for Travelers 
Three appointments to manager, life, 


accident and health agency department 





GEORGE H. ‘DURBIN 


it The Travelers have been announced. 
Promoted were George H. Durbin, 
manager, Houston; R. N. Hogue, man- 


4 





R. N. HOGUE 
ager, Oklahoma ‘City, and Earl H. Bell, 


manager, San Antonio. 

Joining The Travelers in 1952 at Hous- 
ten, Mr. Durbin was named assistant 
manager there two years later. He went 





EARL H. BELL 


into the home office in 1955 as an in- 
structor in the life, accident and health 
agency department, training and special 
services division and went to Oklahoma 
City in 1957 as manager. 

Mr. Hogue joined the company at 
Dallas and was named assistant manager 
at Fort Worth in 1954. He returned to 
Dallas the next year in that capacity and 
then went to San Antonio in 1957 as 
manager. 

Mr. Bell went with Travelers in 1956 
at Dallas and went to New Orleans later 
that year as an agency service repre- 
sentative. In 1959 he was named agency 
manager at ‘(Baton Rouge. 


CORPUS CHRISTI MANAGER 


Jake A. Stringer has been appointed 
American United Life’s agency manager 
in Corpus Christi. A native of Moultrie, 
Ga., Mr. Stringer has been in the life 
insurance business seven years as agent 
and assistant manager. 





Republic Nat’l Regionals 

A series of 16 regional meetings for 
branch office managers and representa- 
tives, general agents and brokers of 
Republic National Life of Dallas are 
being held this month in Dallas, Chi- 
cago, Detroit, Washington, D. C., Tulsa, 
St. Louis, Portland, Los Angeles, Phoe- 
nix, El Paso, Oklahoma City, Duncan, 
Lubbock, San Antonio, Houston and 
Shreveport, according to H. R. Hunke, 
vice president and agency director. 


The meetings are designed to bring 
to the field representatives of the com- 
pany the optimistic sales philosophy of 


the “GO Company” as explained by 
Theo. P. Beasley, chairman of the board, 
chief executive officer and founder of the 
company. Mr. Beasley, who began his 
life insurance career as an agent in the 
field, is outlining his personal philosophy 
that this is the time of unlimited and 
tremendous opportunity for the sales- 
man who knows only optimism, and is 
looking ahead to greater achievement in 
the “soaring sixties.” 





OCCIDENTAL ASS’T MANAGER 

Jack M. Blankfeld has been advanced 
to assistant manager of Occidental Life 
of California’s west Los Angeles branch 
office, according to Earl Clark, CLU, 
vice president in charge of agencies. Mr. 
Blankfeld replaces Jack Carroll who has 
become associated with the company’s 
. L, DeVries Agency in Los Angeles. 

An agent in the west Los Angeles 
branch office since 1959, Mr. Blankfeld 


previously was with John Hancock for 
a year. 





your clients 


who are going places 
need MONY’s new 


accident 


policy 











Compare what MONY’s Executive Travel Accident policy can do for them...and for you 


e Gives coverage for accidental loss of life, 
limb or sight for both travel and nontravel 
accidents e Quadruple benefits for specified 
“Common Carrier” travel accidents.(Triple 


in California) e Double benefits for the: 
common automobile travel accidents” 


e Single indemnity for the everyday non- 
travel accident e Great flexibility—there 
are four different plans with basic accidental 


Maura 0. New York 


death benefits ranging from $10,000 to 
$25,000 e You get top commissions and 
vested renewals e Fast coverage because 
policies are electronically issued e Easy to 
sell—short application is part of sales bro- 
chure. Start going places yourself with this 
new ETA policy. Send coupon for further 
information. (Policy offered in all states 
and in Canada.) 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK,N. Y. 








Mutual Of New York } 
Dont. EU-10 





Broadway at 55th St. j 
New York 19, N. Y. 
Please send me your FREE 


brochure on MONY’s 
Executive Travel Accident insurance. 
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APPOINT EVAN LOUGHEED 


The board of directors of Farmers New 
World Life appointed Evan Lougheed 


vice president at its recent quarterly 
meeting. 
Mr. Lougheed will continue as vice 


president in charge of production for the 
Farmers Insurance Group. He has been 
active in that organization in adminis- 
tation and sales since 1937. He succeeded 
Robert E. Early in his present position 
when the latter became president of the 
Farmers Underwriting Association. 


PROMOTE C. B. FLINT 
Charles B. Flint has been promoted to 
supervisor of Pacific Mutual Life’s 
Omaha agency. Word of the advance- 
ment came from Joseph F. Tudor, CLU, 


agency vice president of the Los An- 
geles-based company. 


Mr. Flint had been associated with the 
company "s agency in Washington, D. C. 


or the past year. Before joining Pacific 
Mutual he was a representative of Mu- 
tual Of New 


York for three years. 


MARK SERVICE ANNIVERSARIES 


Homer E. Brown and Sam E. Stone 
recently observed service anniversaries 
with Midland Mutual Life. They were 
presented with diamond pins by company 
President C. O. Sullivan. Mr. Brown 
rounded out 30 years of service. An 


underwriter for many years, he is now 


in the policyowners’ service department. 
Mr. Stone, who marked his 25th anniver- 
sary, is an assistant secretary and is 
presently in charge of the general ac- 
counting division. 


























FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 


Washington, D.C., and West Virginia. 


Vested Renewals. 


MUTUAL’S 


Agent's Contract 
Induction Program 
Sales Packages 





f 


- COLUMBUS MUTUAL 


. Life Insurance Company 


Columbus 16, Ohio 
E. Jones, President Fred C. Adams, Sup's. of Agents 








Free Group Life Insurance. 


You can “Roll a Strike” every time with Columbus 
Mutual’s Agent's Contract, Induction Program, 
and Sales Packages—because your agents make 
money and you make money with: 


Top Commissions on Leading Par and Non-par Policy Contracts. 


Higher Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 










CLINTON DAVIDSON’S NEW BOOK 





Former Leading Life Agent in America 
Tells How He Has Benefited 
From Bible 

Clinton Davidson, who in a period of 
seven years with headquarters in New 
York and New Jersey, sold more life 
insurance each year than any other indi- 
vidual in the world, left the life insur- 
ance field in 1928. He has now written 
a book entitled “How I Discovered the 
Secret of Success in the Bible.” His 
newspaper column — “This Week in 
Washington with ‘Clinton Davidson” — 
is being carried by approximately 900 
newspapers. He is credited with coining 
the phrase “Estate Planning.” Mr. 
Davidson’s home is in Bernardsville, 


In an edition of The Eastern Under- 
writer, published many years ago, the 
statement was made that one life insur- 
ance man “whose name remains name- 
less at his own request” had sold in a 
month life insurance of $5,320,000; an- 
nuities of $1,065,000 and on it collected 
premiums of $2,681,200. In Mr. David- 
son’s book of Success, published by 
Fleming H. ‘Revell ‘Co., Westwood, N. J., 
he reveals being the anonymous man 
whose great volume in one month was 
printed by The Eastern Underwriter. 
The book sells for $2.95. 


Harmelin Agency Course 

The 131st class of the Harmelin Agen- 
cy, Inc., general agents of Continental 
Assurance to prepare brokers for the 
November 16 New York State Life 
Agent’s examination, will begin Novem- 


ber 1. The course consists of five lec- 
tures and is conducted at 50 Church 
Street, New York. Instruction will be 


given by David R. Harmelin and William 
Harmelin, both of whom have served 
as LUTC moderators. 

A limited number of applications will 
be accepted and there is no charge for 
the instruction. 


Dittmann Joins Dominion 

Dominion Life Assurance has an- 
nounced the appointment of Albert T. 
Dittmann as brokerage manager of the 
company’s northern New Jersey office, 
with offices at 10 Commerce St., Newark. 

Mr. Dittmann was vice president of 
Northeastern prior to its merger with 
Mount Vernon Life of New York. He 
served in this capacity for five years and 
was previously an agency brokerage 
supervisor of the Gardiner Agency, John 
Hancock. 


Honolulu General Agent 

Peter K. Bartholomew has been named 
as general agent at Honolulu by the 
Paul Revere Life. 

A Massachusetts native, Mr. Barthol- 
omew was associated with American 
International Underwriters Corp. in New 
York, South America and the Far East 
for seven years. For the past three 
years he has been a sales executive in 
a Hawaiian insurance firm. 

Mr. Bartholomew was educated at the 
University of New Hampshire and at 
Columbia University. 

In his new position, Mr. Bartholomew 
will also serve as Honolulu general agent 
for the Massachusetts Protective Asso- 
ciation, Inc., parent company of the Paul 
Revere. 





New John Hancock Agency 

John Hancock has opened a new gen- 
eral agency in Eugene, Ore. Announce- 
ment of the opening of this new office, 
was made by Robert E. Dye, superin- 
tendent of general agencies, western 
region in San Francisco. 

H. Thayer Erringer has been appointed 
general agent with temporary offices in 
Eugene. Mr. Erringer joined Hancock's 
Portland agency as a unit manager for 
the Eugene area in 1959. A native of 
Minneapolis, he received his degree at 
the University of Minneapolis. 
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“Tom Grant Breakfast” at 
ALC Honored NALU Head 


\n outstanding social event at annual 
American Life Convention is the an- 
“Tom Grant Breakfast” at Edge- 
water Beach Hotel which honors the 
newly elected president of National As- 
sociation of Life Underwriters. This year 
he is R. L. McMillon, branch manager, 
Business Men’s Assurance in Abilene, 
Tex. Becoming NALU president Sep- 
tember 28 he is former president of 
Texas Association of Life Underwriters. 

The breakfasts, starting 26 years ago, 
ws ‘re originated by the late W. T. “Tom” 
Grant, founder of BMA, About 200 at- 
tended the Chicago affair October 12 in- 
cluding a number of State Insurance 
Commissioners and other prominent 
figures at the convention. Each year 
invitations to the affair have been more 
in demand. 

Presiding at this year’s breakfast was 
W. D. Grant, president of BMA, Other 
representatives of the company present 
were H. C. Higdon, chairman, and past 
president of ALC; J. W. Sayler, vice 
president-sales, and John Phillips, vice 
president-reinsurance. 


nual 


American Life Moves 
Administrative Offices 


American Life of New York has moved 
its administrative offices to 111 John 
Street, New York. While the company’s 
home office will remain at 100 Broad- 
way with its parent organization, Amer- 
ican Surety Co., all agency, underwriting 
and administrative functions will be 
conducted at the new location. 

American Life of New York is a mem- 
ber of the Transamerica Insurance 
Group. 


Midland Mutual Meeting 


“Preparing for Progress” will be the 
theme of the Midland Mutual Life’s 
annual field management conference to 
be held October 23-27 at Granville, Ohio. 

General agents from throughout the 
company’s operating territory and key 
home office personnel will participate in 
the conference program. Subjects to be 
featured include product developments, 
management methods, advanced sales 
techniques and manpower building, with 
special emphasis on the use of audio- 
visual as a recruiting aid. 

Guest speaker will be John M. Vorys 


of Columbus, U.S. Congressman for 20 
vears. Mr. Vi orys served as Republican 
floor leader of foreign affairs legisla- 


tion and for two years was a consultant 
to the National Security Council. 


Boston Actuaries Discuss 
New York Regulation 33 


A discussion of the recent revision of 


New York Regulation 33 was featured 
at the meeting of the Actuaries’ Club of 
Boston held recently at the Harvard 
Club of Boston. Charles A. Yardley, 
New England Life, was chairman for 


the meeting. 

Other discussion topics dealt with re- 
placements, summer actuarial student 
training programs, and the market for 
insured pension plans. 

W. James Preble, National Life, was 


first vice-chairman, E. James Morton, 
John Hancock, second vice-chairman, 
Harold V. Lyons, State Mutual, third 


vice-chairman, C. Norman Peacor, Mas- 
sachusetts Mutual, fourth vice-chairman, 
and Robert H. Hoskins, John Hancock, 
secretary-treasurer. 


OCCIDENTAL ASS’T MANAGER 
Occidental Life of California has ap- 
pointed Norman H. McDuffie as assistant 
br anch manager in the firm’s Columbus 
branch office. 


NATIONAL LIFE SCHOOL 

National Life of Vermont, Montpelier, 
graduated 11 men from nine states from 
its home office training school recently 
in the 64th session of the two weeks 
intensive course in life insurance. Stress- 
ing, planning and selling, the work and 
study assemblies provided aid and prepa- 
ration for insurance careers. The 
“students” also heard lectures by com- 
pany officers and home office staff ex- 
perts. 

The school was headed by Robert H. 
Henning, CLU, agents’ training director. 


Appoint R. M. Proffitt 


Raymond M. Proffitt has been ap- 
pointed sales promotional supervisor by 
Wisconsin National Life, Oshkosh, Wis. 

He has had 13 years of experience in 
sales and management, advertising, sales 
promotion and the graphic arts. He 
was formerly associated with Mutual 
Trust Life of Chicago as their sales pro- 
motion manager. 

He is a graduate of the University of 
Louisville and attended the Ray-Vogue 
School of Advertising in Chicago. 


Manufacturers’ Dividends 


_ Manufacturers Life has announced an 
increase in dividends to policyholders to 
take effect January 1, 1962. This increase 
will be the 9th since 1951. Also an- 
nounced is an increase from 4% to 4.1% 
in the rate of interest to be paid in 
1962 on dividends on deposit. Policy 
proceeds left with the company under 
settlement options with provision for 
surplus interest will also receive the 
new rate provided they have been on 
deposit for at least one year. 















































William P. Werme, Jr., did part-time selling 
while attending high school and college. When he 
graduated from the University of Pittsburgh, there 
was no question in his mind but that selling was the 
type of work he wanted to follow in building a career. 
The only decisions he had to make were the product, 
or service, he wanted to sell and the company where 
his future would be the brightest and hold the great- 
est promise. Bill took his time and found at Acacia 
the opportunity for which he was looking. He be- 
came a member of our Pittsburgh Branch in 1949 
when he was 23 years of age. 


what Is 
Bill Werme's 
SECRET 
of SUCCESS ? 


From the very beginning, Bill demonstrated by 
results that his decision to build a carer in life insur- 
ance selling with Acacia was a wise one. By the end 
of his second year, he was producing at the rate of 
a half million dollars annually and he continued to 
develop, until he achieved the enviable status of a 
Million Dollar Producer and has since qualified as a 
Life Member in the famed Million Dollar Round 
Table. He has more than $9 million of business in 
force to his credit upon which he receives the 
monthly income provided for under the unique com- 
pensation provisions of his “Opportunity Contract.” 
In addition, Bill can look forward to receiving an 
ever-increasing monthly income on his total business 
in force throughout his entire Acacia career. 


When asked what he felt was the “secret of his 
success,” Bill replied unhesitatingly, “The fact that 
as a representative of Acacia I was taught the im- 
portance of specialization in personalized life insur- 
ance selling. As an Acacia Fieldman I have been able 
to concentrate on selling life insurance and nothing 
else. My training and study work have been confined 
to this one field, with the result that I have not had 
to use valuable (selling) hours in becoming familiar 
with the intricacies of other types of coverage.” 


Acacia is proud of Bill Werme, Jr., and all of our 
other career life insurance salesmen and saleswomen 
who have found their own secret of success in life 
insurance specialization . . . at Acacia. 


ACACIA MUTUAL LIFE 
INSURANCE COMPANY 


‘*Where you get Tomorrow’s Protection Today !” 










Washington 1, D. C. 
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Equitable To Give Loans 
To Build Fallout Shelters 


Equitable Life Assurance Society has 
announced it is ready to loan up to $2,000 
more than its usual limits on Equitable 
home mortgages to applic ants who want 
to build fallout shelters. Equitable, one 
of the largest home lenders in the coun- 
try, has nearly $1.8 billcon in residential 
mortgages on its books 

President James F. Oates, Jr., said 
the action was taken in support of cur- 
rent government efforts to assure ade- 
quate protection for the population in 
case of nuclear attack. He emphasized 
that the extra money will he available 
only to new applicants for Equitable 
mortgages or holders of existing Equi- 
table mortgages. 

The company will consider individual 
bomb shelters as part of the value of 
a dwelling if it conforms to minimum 
Office of Civil and Defense Mobilization 
requirements. The value allowed over 
normal limits will be the cost of the 
shelter or 10% of the depreciated value 
me the improvements, whichever 

to $2.000 

"Equitabl will make such loans only 
on single-family, owner-occupied homes 
Its amount limits vary according to type 
and age of the home and its location. 


is less, 


The Federal government already is 
offering financial assistance for family 
fallout shelters through FHA mortgages 
under the Insured Lending Program, the 
Home Improvement Program and Urban 
Renewal 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 

















Facts about our 
PENSION and PROFIT 
SHARING PLANS 


@ High Limit Guaranteed |s- 
sue According to Formula 


@ Full Commissions on Guar- 
anteed Issue 


@ Par and Non-Par Plans 


Call us for more details 











WHITE & 
WINSTON 
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The UNITED STATES LIFE 
INSURANCE CO 





R. L. Woods Agency Passes 
$300 Million in Force Mark 


The Los Angeles general agency of 
Massachusetts Mutual Life has passed 
the $300 million mark of Ordinary in- 
surance in force after recently transfer- 
ring over $25 million to its two largest 
district agencies when they attained gen- 
eral agency status. 

In congratulating General Agent Rob- 
ert L. Woods, CLU, Leland J. Kalmbach, 
president of Mutual, 
pointed out that the agency—which is 
the largest of the company’s 114 general 
agencies—had $301,548,975 of 
in force as of July 31. 

_ The 50-year-old agency has ranked 
first in Massachusetts Mutual in Or- 
dinary production for 12 of the past 15 
years. In 1959, it established an all- 
time company volume record for any 
agency in both Ordinary and Group 
production. Currently the amount of 
Group insurance in force in this agency 
exceeds $10 million. It hz us been the re- 
cipient of the company’s Presidents 
Trophy four times during the past six 
years for the most outstanding perform- 
ance of any Massachusetts Mutual agency. 


Massachusetts 


insurance 





Indiana State Manager 

Richard ‘M. Dawson, president, Ken- 
tucky Home Mutual Life, Louisville, an- 
nounced the appointment of Syl H. Goe- 
bel, as state manager for Indiana with 
offices in Indianapolis. Mr. Goebel has 
recently returned to the Kentuckiana 
area after serving as president of the 
Charter Life of San Francisco. That 
company was recently merged with an- 
other company. Prior to this association, 
Mr. Goebel served as president of the 
Cardinal Life of Louisville, from Decem- 
ber, 1955 through April, 1959. Mr, Goebel 
served as State Commissioner of Insur- 


ance for Kentucky from 1953 through 
1955. Prior to this time he was director 
of life, health, accident and hospitaliza- 


tion division of the Department of In- 
surance, Kentucky. He is ‘a past presi- 
dent of the National Association of Life 
Companies. 


E. J. Nouri Agency Names 
L. W. McCabe at Riverhead 


Edmond J. Nouri, CLU, New York City 
general agent for New England Life, an- 
nounced appointment of L. Ward Mc- 
Cabe, Jr. as manager of the Riverhead, 
N. Y. district office. (Mr. McCabe brings 
nearly a decade of successful life insur- 
ance experience to his new work. He 
is a cum laude graduate of the University 
of Notre Dame, where he was active on 

campus as vice president of the Blue 

Circle Honor Society. He spent two 
years in the U. S. Army Counter-Intelli- 
gence Corps following his college days. 

Mr. McCabe is active in local civic, 
church and business affairs, including: 
Riverhead Kiwanis Club; president, Mat- 
tituck Community Fund; Mattituck Gun 
Club; Knights of Columbus, Riverhead; 
Holy Name Society of St. John’s Roman 
Catholic Church; University of Notre 
Dame Alumni Association; LaSalle Mil- 
itary Academy Alumni Association; N. 
Y. Counter-Intelligence Corps Organiza- 
tion; N. Y. Life Underwriters Associa- 
tion; N. Y. State Association of Insur- 
ance Agents; Inc.; Suffolk County In- 
surance Agents Association, and NALU. 

The Edmond J. Nouri Agency is an 
organization with a $135 million of in- 
surance coverage and brings to River- 
head over 40 years of professional 
achievements in the life insurance indus- 
try in New York. Under Mr. McCabe’s 
direction, the Nouri ‘Agency branch will 
provide service in financial planning, 
pension and profit-sharing plans, busi- 
ness insurance and personal estate plans 
to Suffolk County. 


Republic National Names 
Three General Agencies 


Bernard A. Soltys and C. Edward 
Tovey, Flint, Mich.; E. P. Coverdell and 
Jack C. Fairchild, Atlanta; and Simon 


S. Lewis and Basil H. Callahan have 
been named to represent Republic Na- 
tional Life, Dallas, in their respective 
areas according to H. R. Hunke, vice 
president and agency director. 
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COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 
103°, first year commission — it sure is! We also pay 
% another 45°, in renewals over the next six years. If you 
| want more information on how to step up to your own 
i Agency, contact — David G. Hunting, C.L.U., President. 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 
170 Whitney Avenue ¢ New Haven 5, Conn., Dept. 170 
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sAMESTOWN, NEW TORE 





Serving the Public 


Agency Opportuntties 
In New York, Pennsylvania and New Jersey 


Complete competitive portfolio of Life, A. & S. and 
Group Plans. Excellent training program, quality sales 
promotional material, including audio visual. 


Since 1886 








Policy Replacement On 


New York CLU Program 


The New York CLU Chapter has in- 
cluded a panel discussion on policy re- 
placement as part of its diploma presen- 
tation program on October 25 at the 
Hotel Astor. On that occasion diplomas 
will be received by the new Chartered 
Life Underwriters in the New York 
area. 

The panel on policy replacement is 
expected to give a critical analysis of the 
problem, review recommendations and 
legislative proposals advanced by various 
groups, and advance some possible solu- 
tions. The field view point in this 
forum will be delivered by Spencer L. 
McCarty, CLU, managing director, New 
York State Association of Life Under- 
writers; E. J. Moorhead, vice president 
and actuary, New England Life, will be 
the spokesman for company attitudes; 
and, moderating the panel will be Robert 
B. Mitchell, executive editor, National 
Underwriter. 

At a luncheon, during which the new 
professional underwriters will be in- 
ducted, Edmund L. Zalinski, CLU, exec- 
utive vice president, Life Insurance Co. 
of North America, will speak on “CLU 
Picks Up the Challenge. Paul Mills, 
managing director, American Society of 
Chartered Life U nderwriters, will deliver 
the professional charge and _ present 
diplomas. 


NwNL Selects Architects 
For Home Office Building 


Selection of Minoru Yamasaki & As- 
sociates, Birmingham, Mich., as archi- 
tects for Northwestern National Life’s 
new home office building to be con- 
structed in the Minneapolis Gateway 
Center development, was announced by 
John S. Pillsbury, Jr., president of the 
firm. The selection of an architect 
climaxed several months of interviews by 
the company with representatives of 
nearly 40 architectural firms. 

It was slightly over a year ago that 
the company joined with the Sheraton 
Hotel Corp., International Business Ma- 
chines and Knutson Co., Minneapolis 
construction firm, in proposing a $5,- 
000,000 project which will include a new 
home office for Northwestern National. 

The proposal, which was subsequently 
approved by the Minneapolis Housing 
and Redevelopment Authority, is part of 
a comprehensive plan for renewal and 
development of the Minneapolis lower 
downtown area. 

Northwestern National’s new home of- 
fice in Minneapolis will cover a_ two- 
block area on the north side of Wash- 
ington avenue between Hennepin and 
Marquette Avenues, including a _ park- 
ing lot across Hennepin Avenue. At 
present the company is using five loca- 
tions in Minneapolis. 


Great-West Life Opens 


New Branch in Baltimore 
Great-West Life Assurance has an- 
nounced the opening of its first branch 
in the State of Maryland at Baltimore. 
E. A. Palk, director of agencies, an- 
nounced that Peter J. Kopatz, CLU, 
formerly of Newark, had been appointed 
manager of the new branch. 

Mr. Kopatz brings to his new posi- 
tion with Great-West Life a long and 
varied career in the insurance industry. 
He started in 1949 as a general broker 
and, since that time, has served as an 
agent, brokerage division manager, and 
latterly as an agency supervisor with 
another life company in Newark. 

He was born in Irvington, N. J., and 
educated at Seton Hall and Rutgers 
Universities. Mr. Kopatz received his 
CLU designation in 1960. 

Great-West Life has been licensed to 
do business in the State of Maryland 
since 1957. The opening of the new 
branch brings to 74 the numbers of 
agencies now within the company’s field 
organization. 
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New Travelers Building 
Dedicated in Los Angeles 





The newest addition to Los Angeles’ 
skyline, The Travelers Insurance Com- 
panies building at 3600 Wilshire Boule- 
vard, was formally dedicated October 12. 
Marking the 55th anniversary of the 
company in Los Angeles, the dedication 
featured a meeting of the full 15-man 
board of directors—only the second time 
in 97 years that such a meeting has 
been held outside the home office in 
Hartford. Two full days of activities, 
October 12 and 13, were held to dedicate 
the building. 

Speaking before the 
tors, J. Doyle DeWitt, president, said 
that when Travelers first located in 
California in 1883, the population of Los 
Angeles County was only 15,000. 

Mr. DeWitt told the board that 7.3% 
of The Travelers total premiums, $1.1 
billion, comes from the state of Califor- 
nia. “Our total premium in the state last 
year was almost $108 million,” he said 
adding that more than 30% of that came 
from Los Angeles County alone. 


He reported that the company had 
invested $262 million in California busi- 
ness, industry and property of which 
more than $153 million is in the form of 
mortgage loans, more than $90 million 
in the securities of California enterprises 
and $11 million in policy loans on indi- 
vidual life policies. 


Promote R. F. Mathews 


Promotion of Russell F. Mathews, 
CLU, to head a new general agency in 
Phoenix, has been announced by Charles 
J. Zimmerman, president of Connecticut 
Mutual Life. 

The new agency is Connecticut Mu- 
tual’s 90th throughout the country. Since 
1955 the company had operated a district 
office in Phoenix as part of its Califor- 
nia operations. 

Mr. Mathews began his life insurance 
career in 1941 when he joined Equi- 
table Life as a representative in Detroit. 
He later became a supervisor with Equi- 
table there and from 1948 to 1958 was a 
partner in the William H. McCoy Co., 
which specialized in pension and profit 
sharing plans. He joined Connecticut 
Mutual in 1958 as assistant general 
agent in charge of the Phoenix district 
othce. 


board of direc- 


MORTGAGE LOAN MANAGERS 


Pacific Mutual Life has appointed Rob- 
ert A, Bart manager of its Columbus 
mortgage loan office and William A. 
Browning manager of the Oakland mort- 
gage operation, according to Thomas L. 
Lowe, financial vice president. 

Mr. Browning moves to Oakland to re- 
Place G, William Abrell who has re- 
signed, and Mr. Bart takes over Mr. 
Browning's post in Columbus. 

Mr. Browning joined Pacific Mutual in 
1955 and had headed tthe ‘Columbus office 
for three years. 

Mr. Bart, who started with Pacific 
Mutual as a mortgage trainee in 1955, 
has been a loan supervisor in the com- 
Pany’s Dallas office since 1957. 


United L. and A. Has New 
Single Application Form 


A new, single application form combin- 
ing eight previously-used application 
forms into one application has been in- 
troduced by United Life and Accident, 
Concord, N. H., to its field force. This 
new application form can be used for 
individual life insurance, health insur- 
ance, or a combination of life and health. 

Approved by most states in which 


United Life and Accident now operates, 
the new application contains in a single, 
compact unit the following forms: adult 
life, adult non-medical, juvenile life, juve- 
nile non-medical, health insurance, United 
Family Benefit, aviation questionnaire 
and business insurance questionnaire. 

In streamlining the application, the 
company has so designed it that a major- 
ity of the questions are of the “yes’ 
and “no” type, saving considerable time 
at the sales interview and increasing the 
efficiency of application handling at the 
time of home office underwriting. 





WORCESTER ORDINARY MGR. 
Appointment of Ora O. Steeves, as 
manager of The Prudential’s Worcester 
Ordinary agency, has been announced 
by Harold E. Dow, vice president in 


charge of Northeastern operations for 
the company. In his new position, Mr. 
Steeves supervises two division man- 


agers and 13 special agents who sell and 


service Worcester County. Mr. Steeves 
was a division manager for the com- 
pany’s Boston agency prior to this ap- 
pointment. He joined The Prudential in 
953. 








). +70 MEET ANY NEED 


° LEVEL | cans \10 YEAR: RENEWABLE TO AGE 70 


Up to 4 times base policy. 


e DECREASING. .. MODIFIED FAMILY INCOME 
10, 15, 20, 25, 30 years and to age 65 
Up to $50 monthly per $1,000 base policy. 


° INCREASING. ..TERM | TO AGE 65 


oe 











all premiums paid. 


ald: RENEWABLE TO AGE 70 
_ Return of amount of cash value. 


e FAMILY.... * and accidental death benefi 


° GUARANTEED PURCHASE. Bc tee 





‘Insurability. 
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+ 


INSURANCE COMPANY of NEW 


. 


YORK 


For further information on this and other ‘‘New For '61” plans, 


contact any of these General Agents in the Metropolitan area: 


LILLIAN F. DOUGLASS AGENCY 


11 W. 42nd Street 


New York 36, New York 


BRyant 9-3214 


NEW YORK CITY 


DANIEL COHEN AGENCY 
15 E. 40th Street 
New York, New York 
MUrray Hill 5-8626 


Suffolk County—SAyville 4-2424 


ARTHUR ROSENBERG AGENCY 


7309 Third Avenue 


Brooklyn 9, New York 


TErrace 6-5000 


SAMUEL GORE AGENCY 
47 Broadway 
West Hempstead, New York 
IVanhoe 9-6268 


BROOKLYN 


KEARNS & McCOURT 
LIFE ASSOCIATES, INC. 
375 Jay Street 
Brooklyn, New York 
ULster 8-7100 


LONG ISLAND 


SASSOON E. KASHI 
116 Nassau Street 
New York 38, New York 
BArclay 7-3568 


R. M. TESSITORE 
172 Avenue U 
Brooklyn 23, New York 
COney Island 6-1233 


MARSHALL A. RUBENSTEIN 
85 North Broadway 
Hicksville, New York 

OVerbrook 1-4540 


NEW JERSEY AND ROCKLAND COUNTY 


LIEBOW-KURZ ASSOCIATES, INC. 
58 East Route 59 
Nanvet, New York 
NAnvet 3-3911 


New York City—YUkon 6-8225 


MATHEW R. DeSOTTO & ASSOCIATES 
339 Broad Avenue 
Palisades Park, New Jersey 
Windsor 4-7766 


The Eastern Underwriter 


) October 23, 1961 














Latest Financial Security Figures 


American Families in 1961 Will Receive $42 Billion of 
Protection Resulting From Death, Disability, 
Retirement and Unemployment 


American families this year will prob- 
ably receive $42 billion in payments from 
the combined channels of protection 
against the financial losses that result 
from death, disability, retirement and 
unemployment, according to the Insti- 
tute of Life Insurance 

This will be more than twice the total 
vf such payments only eight years ago 
and about 15 times the 1929 figure of 
$2.855 billion. This year’s family secur- 
ity benefit payments ‘will equal the figure 
of total U. S. wages and salaries only 
25 years ago. 


Stabilizing Financial Security 


illus- 
made in 
family fi- 


“These growth figures clearly 
trate the tremendous strides 
this country in st abilizing the 


nancial security of our people,” Holgar 
J. Johnson, Institute president, said in 
commenting on the estimates. “Today, 


these family security 
are equal to 15% of 
salaries in the UV. S., 
in 1929.” 

The aggregate of payments last year 
is estimated by the Institute to be $38.- 
987 billion. Of this, $10 billion were 
death payments, $13.109 billion disabil- 
ity payments, $12.452 billion retirement 
payments, and $3.025 billion unemploy- 
ment payments. 

By comparison, the $2.855 billion of 
family security payments in 1929 in- 
cluded $1.625 billion death payments, 
$890 million disability payments, $340 
million retirement payments and no un- 
employment payments. 

3enefit payments from Federal, state 
and local government programs, in- 
cluding Social Security which was en- 
tirely the product of the past 25 years, 
have increased from $870 million in 1929 
to $23.005 billion last year. Benefit pay- 


benefit payments 
total wages and 
compared with 6% 





For Hancock in Arizona 

Associated Consultants of Arizona, 
Inc., has been appointed general agent 
for John Hancock in Arizona. An- 
nouncement was made by Robert E. Dye, 
superintendent of agencies, western re- 
gion in San Francisco. 

Ferrel M. Bean will head the new cor- 
poration and will assume the general 
managerial responsibility for the opera- 
tion of the new agency. 

Jason S$. Day has resigned his posi 
tion as general agent in Phoenix but will 
continue his association with the John 
Hancock. Mr. Bean moves to his new 
position from Chicago, where he is af- 
filiated with Bean and Jones, Inc., a gen- 
eral agency for John Hancock in the 
Chicago area. 


Liberty Life Dividend 

Payment of a stock dividend and 
changes in the capital structure of Lib- 
erty Life, Greenville, S. C., were ap- 
proved in meetings of the stockholders 
and directors held recently at the com- 
pany’s home office. 

As a result of stockholders and di- 
rector’s action, Francis M. Hipp, presi- 
dent, announced the payment of a 20% 
stock dividend to increase the company’s 
capital stock from $5 million to $6 mil- 
lion. Payment of a cash dividend of 
$.05 per share was made October 2. 





HOLGAR J. 


JOHNSON 


ments under voluntary protection pro- 
grams set up through private auspices 
have risen to $15.982 billion in 1960. 
The gains in family financial security 
are even more clearly shown by taking 
the case of a typical worker’s family to- 
day, compared with the case of his 
counterpart of 1929. Today’s family, the 
Institute says, would have at least $13,- 
000 of life insurance compared with #,- 
500 in 1929; a pension benefit set up for 
retirement of $100 monthly, compared 
with no pension plan; hospital, surgical, 
medical and maternity protection for 
self and family, compared with no such 
benefits; temporary disability payments, 
with paid sick leave, compared with no 
such benefits ; workmen’s compensation 
for job injury today as in 1929, though 
with larger benefits; unemployment 
benefits up to $200 monthly, compared 
with no such protection; Social Security 
family survivorship benefits up to $254 
monthly, where there are two children, 
and old-age retirement benefits for self 
and wife up to $190 monthly, both non- 
existent in 1929; a home equity of som< 
$6,500, compared with $2,000 ; savings 
available for emergencies of some $5,500, 
compared with $1,200; and a balance of 
annual income above food, clothing, 
shelter and taxes of some $4,000, com- 


pared with $500. 


United Life & Accident 


Names Fox Actuarial Ass’t 


Appointment of David G. Fox as ac- 
tuarial assistant has been announced by 
President Douglas B. Whiting of United 
Life and Accident. Mr. Fox returns 
to the Concord, N. H., company after 
completing almost three years of mili- 
tary service with the United States Army 
Ordnance Corps. Commissioned a lieu- 
tenant, he served two years of this period 
as assistant to the chief of the Detroit 
ordnance district Missile Procurement 

ffice. 


St Happened Last “Week: 


Randall Points to 
Culprit In Rising 
Medical Care Costs 


Speaking before the recent National 
Conference of Health, Welfare and Pen- 
sion Plans in Philadelphia, Mutual and 
United of Omaha Vice President A. W. 
Randall told a panel discussion on “Medi- 
cal Costs and Control” where the culprit 
lay in rising medical care costs. 

Mr. Randall, who heads the Omaha 
Companies’ ve insurance division, 
pointed to increasing utilization of medi- 
cal facilities an d accompanying abuse and 
misuse of medical care programs that 
were contributing to the rising medical 
care costs. He believes however that 
these costs can be controlled. 

“In that respect,” he said, “the best 
remedial action should come from co- 
operation among the insurance company, 
the group policyholder, the hospital ad- 
ministrator and the medical profession.” 

Mr. Randall had opened the discus- 
sion by recommending a joint attempt 
by medical and group insurance ad- 
ministrators, “to prescribe a cure for 
some of the economic ills and sicknesses 
that have been detected in efforts to 
bring broad and economical medical care 
to the public.” He further declared: 

“It is essential that the industry, the 
administrators and the group policy- 
holders establish a basis for understand- 
ing and cooperation with the providers 
of medical care the cost of whose 
services we are financing.” 

Explained Mr. Randall: “Mutual and 
United group claim research personnel 
have a regular program of hospital- 
doctor visitation, and it would be advis- 
able in a localized area for health and 
welfare administrators to set up a similar 
schedule of hospital-doctor visits.” 


Take Middle Road on Gov’t 
Health Care, Judd to A.D.A. 


GOP’s roving critic-at-large, Walter 
H. Judd of Minnesota scored another 
hit last week in Philadelphia. (A ‘few 
nights before Rep. Judd had jolted mem- 
bers of the Hartford, Connecticut Cham- 
ber of Commerce with his speech on the 
dangers of Communism). 

Speaking at the opening session of the 
102nd annual convention of the Ameri- 
can Dental Association at the Sheraton 
Hotel, Mr. Judd urged support of a 
middle-of-the-road approach to Govern- 
ment participation in health insurance 
programs. 

Mr. Judd, who is also a physician, told 
some 2,000 dentists and their guests that 
they should take a stand between “the 
radical who would abandon what we 
have that isn’t perfect and the reaction- 


ary who says it’s good enough because 
it’s at least better than anybody else 
wee 
has. 


Reliance Ins. Co. to Assume 
Hoosier Casualty’s A. & S. 


Hoosier Casualty of Indianapolis will 
be liquidated by the end of 1961. Ken- 
neth B. Hatch, president of Reliance In- 
surance Group, stated that this is being 
done in order to cut down the number 
of companies in the Reliance Group, 
with the anticipation that major econ- 
omies will result. 

The automobile and general casualty 
business of the Hoosier will be taken 
over by the General Casualty of Wiscon- 
sin. The accident and sickness division, 
which is the largest segment of the busi- 
ness, will become the health division of 
Reliance Insurance Co. with headquar- 


ters continuing in Indianapolis. 
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Most Americans Feel Care 
Of Aged is up to Children 


Most Americans favor cl 
financially 
folks, the 
survey 
week. 

Financed jointly by the Ford pen § 
tion and the U. S. Department of Healt! 
Education and Welfare, the study idan 
found that Americans generally believe 
needy parents should not live with their 
children. 

Of the 3,000 adults interviewed, 809% 
opposed the idea of older people living 
with relatives. They saw disadvantage to 
both parties in such arrangements. Yet, 
60% felt that younger relatives should 
be financially responsible for older 
people. Only 27% said the Government 
should have primary or sole responsi- 
bility for the financial needs of old 
people. 





iildren being 
responsible for needy older 
University of Michigan’s 
research center reported last 


Recommend Non-cancelable 


Health Plan in Maryland 


A commission redrafting Maryland’s 
40-year old insurance laws will recom- 
mend approval of a noncancelable health 
insurance policy, the Baltimore Evening 
Sun reported last week. 

According to Paul T. McHenry, Jr., 
secretary to the commission, the com- 
mission will shun recommendation of a 
non-cancelable auto insurance policy 
when it presents its proposals for over- 
hauling state insurance laws. Legisla- 
tive council hearer are schedul<d for 
Nov. 28-29 i 3altimore. Mr. McHenry 
explained: 

“A statutory requirement for a non- 
cancelable auto policy could tie up the 


market. When a person buys auto in- 
surance, he needs it the minute he gets 
his car. With health insurance, the 
buyer presumably can wait until the 


company checks his medical history.’ 


SUN LIFE GENERAL AGENT 

Sun Life of America announces the ap- 
pointment of John C. Quigley as gen- 
eral agent in Haddonfield, N. | 

Employed in 1958 as an agent in the 
Camden, N. J., office of Metropolitan 
Life, Mr. Quigley qualified twice for that 
company’s honor club. Last December 
Mr. Quigley opened his own offices as a 
life broker in Camden, an operation he 
has maintained until his recent appoint- 
ment. 
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Medical Cost Rise Is 
Slowing Down, HII Says 


CREDITS “REVIEW COMMITTEES” 





Health Insurance Institute Reports Com- 
mittee Action in States and Counties 
To Help Cut Medical Prices 


New efforts to help slow down the ris- 
ing costs of being sick have been 
launched in a dozen areas in recent 
months, the Health Insurance Institute 
reported last week. It predicted similar 
measures will follow in other states and 
communities. Medicine’s keen 
in curbing abuses credited 
providing leadership of the drive. 

\fedical care prices, including hospital 
fees, drugs and _ in- 
surance, have increased 60% since the 
period 1947-49. The rise, largely attribut- 
able to general inflation and the cost of 


interest 


was with 


rates, physicians’ 


medical progress, has more than doubled 
that of 

The programs to help people conserve 
health care dollars are 


all other living costs combined. 


aimed at 
identified by 
the public as other causes of higher ex- 


their 
over-charging and waste, 


penditures. 
The Main Activity 

Main activity so far, the institute 
reported, has centered around the estab- 
Committees” of 
look specific 
cases involving excessive fees by physi- 
improper utilization of 
and abuse of health insurance. 

Committees already are active in 
Maine, Massachusetts and Virginia, and 
in: Alameda County (Oakland) and_Con- 
tra-Costa County (Richmond), Calif.; 
Nassau. and Kings Counties, N. Y. 
sirmingham, Ala.; and Aiaeient 
Beaver, Lawrence, and Westmoreland 
Counties (Pittsburgh), Pa. 

Other committees are being developed 
in Washington, D. C.; New Orleans; 
Philadelphia; Wayne County, Mich.; and 
in the states of Florida and Ohio. Still 
others are on the horizon. All are under 
aegis of medical societies. 

The health insurance business has 

“ ° ~ 4 ’ 
supported the “Review Committee” plan, 
the institute said, and has offered its 
full cooperation in the operation to re- 
move waste and excessive charges for 
health care. 

Meanwhile, several large employers 
who pay most or all of the health in- 
surance premiums of their employes have 
moved independently to establish cost 
review relationships with doctors, hos- 
pitals and other providers of health 
services 


lishment of “Review 


medical experts to into 


hosp_tals 


cians, 


Cite Plan in Tulsa 


The Institute cited as an example the 
recent formation of the Employers 
Health Care Council of Tulsa, Okla. 
Representing 189,000 Tulsans covered by 
health insurance plans, its aim is to 
“educate” employes, dependents, hos- 
pitals and doctors as to the necessity 
of conserving the health care dollar. 

The institute added that recent na- 

tional labor contract settlements provid- 
ing for companies to pay the full cost 
of health insurance coverage, in the 
steel and automobile industries pattern, 
may mean more widespread employer 
interest in health costs. 
_ The mushrooming “review committee” 
idea has taken different directions in dif- 
ferent areas but in each instance the 
committees are providing an effective 
service to the public, said the Institute. 

Membership on the committees gen- 
erally includes a cross-section of various 
medical specialties. Varied functions are 
assigned these doctors, as members of 
committees. In the Alameda-Contra 


Costa group, for example, the committee 
is empowered to consider and act upon 
all problems relating to the distribution, 
availability and economics of medicine. 


In Nassau County, mandate of the doc- 
tor group is to help identify and cope 
with situations in which the amount of 
a physician’s fee has been influenced by 
the type and amount of insurance owned 
by the patient. 

The committees make advisory recom- 
mendations regarding the reasonableness 
of fees and the proper use of hospital 
treatment and services. 

Although the recommendations are not 
binding, each existing committee antic- 
ipates acceptance by the parties in- 
volved in most cases. The medical so- 
ciety stands strongly behind its “review 
committee.” 


Cal. Life Names McCarthy 


Appointment of J. J. McCarthy, Wash- 
ington, D. C., as assistant vice president, 
Group sales of California Life, has been 
announced by B. N. Nemerov, chairman 
of the board and chief executive officer. 
The position has been created to meet 
needs resulting from the company’s 
growth in Group life and accident and 
sickness insurance business, Mr. Nem- 
erov explained. During the first eight 
months of 1961 Group life volume writ- 
ten has more than doubled that of the 
entire previous year, he said. 

Mr. McCarthy has been engaged in 





Kentucky Central Dividend 
The board of directors of Kentucky 
Central Life and Accident, Louisville, 
have approved a quarterly dividend of 
ten cents a share payable to stockhold- 
ers of record of September 15. 

The company’s last previous dividend— 
also at the rate of ten cents a share— 
was paid June 28. 





public relations and publicity work in 
Washington and St. Louis since 1949 
A graduate of St. Lowis University, he 
served four years as public information 
director of the school. 


For Years He’ll Be Paid 


* Generous commission checks 
today, renewal checks tomorrow, 
that can go on throughout retire- 
ment —and continue to be paid 


VESTED 
RENEWALS 


to survivors. One of many out- 


standing examples of the American agency sys- 


tem at work at Combined. 


Asa General Agent you will find a proven sales 
formula for success in Accident And Health at 
Combined — and something more! 


Combined Insurance Company of America, Chicago 





Good things happen when you 
represent a Combined Com- 
pany ...more agency income 
--- more people employed... 
more community stature for 


your organization. 


Too good to be true? Make us prove it. Write 


Combined American Insurance Company, Dallas 


Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 








today—on your agency letterhead, to: Disability 
Division, Combined Insurance Company of 
America, 5050 Broadway, Chicago 40. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
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Rep. Bruce on Aid-to-Aged: 





Many “Help-the-people Plans” Really 
Mean Help Entrench the Bureaucrats 


It is hopeless to try to fight isolated 
battles against specific welfare-state pro- 


posals such as medical care in social 
security, Republican Donald Bruce, Indi- 
ana’s llth District Congressman, told 


members of the Indian: pol: s Health Un- 
derwriters Associati on at their October 
monthly meeting. “All you can hope for 
from such fights is some measure of 
delay,” he warned. 

Rather than fight 
proposals, the fight 
must be on the whole, broad front, he 
declared. “The trouble is that all of us 
tend to become quite aroused when a pro- 
posal impinges directly on our interests 
but to be relatively unconcerned when a 
similar welfare-state proposal dvesn’t 
affect us as directly,” he pointed out. 

The only hope to defeat the increase of 
welfareism is for all groups to combine 
and oppose the total philosophy and spe- 
cific applications of it wherever it ap- 
pears, he stated. 

Rep. Bruce expressed the opinion that 
there is a “grass-roots ground-swell” 
against growing bureaucracy. His mail 
on the —— is now running 200 let- 
ters a day, he reported. “’ 


specific legislative 
against welfareism 


The challenge 
of the next session of the Congress,” he 
stated, “is whether we are going to pre- 
serve the free-enterprise system. 
“Successive Administrations, by what- 
ever label they have gone, have built 
successive layers of bureaucracy until 
entrenched bureaucrats, not there by 
selection of the people, have developed 


an attitude of arrogance toward Con- 
gress that is ‘intolerable.’ 
“The vast bulk of legislation is pre- 


pared by bureaucrats,” he charged; and 
he described an executive session of a 
Congressional committee on which he 
serves at which HEW and Labor De- 


partments had from five to 25 members 
present and all proposals for amend- 
ments were cleared with them before 
congressmen would act. 

The representative cited one case in 
which a bureaucrat, asked why he did 


not follow the law as passed by Con- 
gress, stated that he would not follow 
it because he did not like it. “That man 
still has his job,” Rep. Bruce pointed 
out 

‘Bureaucracy in Washington is mak- 
ing an unbri dled grab for power,” he 
charged. “Many of the plans ‘to help the 


people’ are plans to entrench the bureau- 
crats. Congress has abdicated its powers, 





Name Indianapolis Health 


Underwriters’ Committees 


Chairmen of the standing committees 
of the Inc lianapolis Association of Health 


Underwriters have been announced by 
Paul Hill CLU, R & R Service, pres- 
ident 


They are—F ederal law and ty eer al 


William Ashton, Life of North America, 
and Charles Bowers, Hoosier ) aaa 
co-chairmen. Attendance & Telephone, 
William Cale, Woodmen Accident & 
Life. Coordination with combination 
companies, Paul R. Cannaley, and Merle 
Wilgus, Life of Virginia and Prudential, 
respectively, co-chairmen. Field prac- 
tices, Walter McClure, State Mutual. 
Coordination with home offices, Harold 
Petersen, Underwriters Nation: ul, Educa- 
tion, Robert French, Mew England Life. 
Program, Richard Stump, Associates 
Life. Publicity and directory, Donald A 


Baker, Baker Associates. Coordination 
with casualty agents, John Nelson, Con- 
tinental Casualty. Membership, Edward 
Stevens, Indianapolis Life. State law and 


legislation, Newell Munson, Associates 
Life. Coordination with life general 
agents and managers, Martin Robert, 


Ohio National. 


leaving the people no place to appeal. 
The more people depend on the govern- 
ment, the less security we have. We have 
become servants of the government.’ 

Rep. Bruce also recommended that it 
helps to concentrate on the “wobblers” 
—those congressmen who seem to wob- 


ble on certain issues according to the 
public pulse, and who seem to be pri- 
marily interested in re-election. 


The 67,000 new Federal employes on 
the payroll since Jan. 3, 1951, Rep. Bruce 
maintained, are just one more indication 
that we are on the edge of the greatest 
built-in inflation ever seen. 

He pointed out that the House Appro- 
priations Committee Chairman, Clarence 
Cannon (D., Mo.) reported with dismay 
that the Federal government is spending 
a million dollars more per hour than it is 
taking in—yet Rep. Cannon regularly 
casts his vote for the give-away bills. 

Many congressmen, he reported, agree 
on the principles but are afraid to vote 
against give-aways. What they need 
most is grass roots assurance that if they 
do so vote, people will support them— 
not just the specific projects which af- 
fect a given person generally, but on the 
whole, broad, give-away front, he con- 
cluded. 


Riebel and Harpring are 
Advanced by Inter-Ocean 


Dal Riebel who joined Inter-Ocean In- 
surance Co. two years ago has been made 


manager of the company’s new control- 
ling division. James L. Harpring, the 
company’s systems analyst since 1956, 


has been named operations manager, in 
Mr. Riebel’s division. 
Mr. Riebel will be in charge of the per- 


sonnel, operations, and electronic data 
processing departments, and the com- 
pany’s general agency accounting and 


billing systems. Mr. Harpring will head 
collections, the policy-issue units for all 
lines of insurance, claims clerical staff, 
central filing system, and the electronic 
data programming personnel. 


A Reinsurance Arrangement 
With Continental Casualty 


Robert F. Rosenburg, president of 
North American Company for Life, Ac- 
cident and Health Insurance, Chicago, 
announces a reinsurance arrangement 
with the Continental Casualty Co. where- 


by Franchise, Association Group and 
Standard Group coverages, in the Ac- 
cident and Health area, will be rein- 


sured with the Continental Casualty ef- 
fective December 1, 1961. 


In making this announcement, Presi- 
dent Rosenburg points out that The 
North American Company is undertak- 


ing a reorganization program designed 
to strengthen the company’s approach 
to the life and accident and health busi- 
ness in the future. 

The North American L. A. and H. 
considers this reinsurance arrangement 
a major step forward in developing more 
aggressivity in its life and individual A. 
and H. insurance. 


ASS’T BROKERAGE MANAGER 

Philip J. Kenney has been appointed 
assistant brokerage manager in the ‘Min- 
ne — branch office of Occidental Life 
of California. Mr. Kenney, a member of 
both Minneapolis Life Underwriters and 
Minneapolis Health Underwriters Asso- 
ciations, entered the insurance business 
a year ago when he joined Occidental 
as an agent in the Minneapolis branch 
office. 


Policy-Matic Corp. Machine 
Makes First Medical Bill 


Payoff at Odds of 256 to 1 

On August 13, 1961, Mrs. Isabel Reid 
walked up to a newly placed “Electronic 
Insurance Man” at a service station 
in Phoenix, Ariz., dropped in a dollar in 
change and insured herself for a $7,500 
accidental death policy plus $500 living 
benefits of medical and hospital expenses 
for one week. Her seven day coverage 
for the extent of her vacation would 
have ended on August 20, but on August 
19, Mrs. Reid was involved in an auto- 
mobile accident 25 miles west of Wicken- 
burg, Ariz. 
asthe Policy-Matic machine, a portable, 
battery-operated device, offering instant 
iffsurance paid off at the odds of 256 to 
one, when Mrs. Reid received a check 
for $256.25 from Beneficial Standard Life 
of Los Angeles, presented to her by 
Hal Singer, Policy-Matic licensee for 
Arizona. 

Mrs. Reid, a Phoenix housewife, said: 
“We were traveling east, and a car, 
towing another car by tow-bar, traveling 
west ran off into soft shoulders and, in 
attempting to straighten out, went into 
a spin and skidded completely broad- 
side into the path of our car.” 

Mrs. Reid, first claimant for 
insurance machine was 
Wickenburg Community 
a fractured right wrist, contusions and 
abrasions covering her body. “I’m 
pleased that I was covered for this trip,” 
said she. “Had I not seen the green 
machine, | would not have had the 
protection it offered. It’s a program I 
can heartily endorse.” 

Joseph N. Mitchell, president of 
Beneficial Standard Group of Insurance 
Companies and underwriters of the Pol- 
icy-Matic land travel policy stated: “We 
feel fortunate, indeed, in being able to 
offer the public peace of mind—insofar 
as expenses are concerned as a result 
of a travel accident. This new method 
of extending automation to the insurance 
agents and brokers will certainly be a 
‘godsend’ to many millions of people.” 

Policy-Matic machines, now being 
distributed nationally by Policy-Matic 
Corp. of Atlanta, are presently coming 
off the assembly lines in ever increasing 
numbers. Arizona was one of the first 
states to receive these “unique arms of 
the insurance profession” marketing fi- 
nancial protection against the hazards of 
driving and riding freeways, turnpikes 
and congested city city streets. 


or this new 
confined to the 
Hospital with 


Republic National Names 
Gray Gen’! Agent in Omaha 


Ernest W. Gray, Jr., CLU, has been 
named to represent Republic National 
Life of Dallas, in Omaha H. R. Hunke, 
vice president and agency director an- 
nounced, 

A graduate of University of Missouri, 
Mr. Gray during his 24 years of ex- 
perience in the insurance industry, has 
been an outstanding production ieader. 
In joining Republic National Life, he 
will be responsible for the development 
of life, A. & S., pr maa OST gpg and Group 
business in Omaha and the surrounding 
area. 

The new general agent is a past pres- 
ident of Nebraska Life Agency Man- 
agers Association, Omaha Chapter CLU, 
Omaha Association of A. & H. Under- 
writers and Exchange Club of Omaha. 


Iglehart to Head New Dept. 
For Fed’! Life & Casualty 


Robert T. Iglehart has been named 
director of the newly created mortgage 
division in the agency department of 
Federal Life & Casualty. The new divi- 
sion was created to handle Federal’s fast- 
developing mortgage insurance program 
and serve agents in that field. 

Mr. Iglehart, 27, joined Federal from 
Continental Casualty in Chicago, where 
he supervised credit insurance sales in 
the eastern seaboard states. He has 
also worked in commercial banking in 
Baltimore with Equitable Trust Co. 


GUARANTEED INSURABILITY 
Mutual of Omaha Announces Special 
Arrangement for Policyholders Who 
Are Recalled to Active Duty 
Mutual of Omaha has announced a 
special arrangement for policyowners 
who are recalled to active duty with 
the armed services. The main feature 
of the arrangement gives the service- 

man a guarantee of his insurability. 

The plan provides for a full refund of 
unused premiums at the time of recall 
and a full reinstatement of his policy 
when released ‘from active duty. Normal- 
ly, the returning serviceman would have 
to give proof of insurability when re- 
applying for health insurance. 

The new plan will be offered return- 
ing policyowners with no proof of in- 
surability—no health examination or 
questionnaire. The insured will not have 
to pay back dues or premiums. While in 
service, most needs for health care will 
be provided by the government. 

Executive Vice President D. D. Ulfers 
said he believed the plan was the first 
special program developed during the 
current implementation of the services. 
He also said ‘that Mutual had already 
issued a number of guarantees to men 
recalled in recent weeks. 


Two Responsibilities For 
Health Ins. Man, Says Skutt 


V. J. Skutt, president and chairman 
of Mutual of Omaha, told the October 
meeting of the Nebraska Association of 
Health Insurance Underwriters that vol- 
untary health insurance is the American 
way of life in action. He declared: 

“The health insurance salesman today 
is a more important factor in the econ- 
omy of our country than ever before. 
He is helping to provide a necessary 
product — coverages for financial loss 
from illness or injury for his fellow citi- 
zens of all ages—and thus relieving our 
Federal Government of any responsibility 
in this area during these critical days. 
The national government has enough 
problems to worry about without taking 
over the work of the thousands of repre- 
sentatives like you who have done so 
much to strengthen the economy of our 
country. 

“Your efforts have brought about an 
increase of those Americans covered by 
health insurance from 12 million to 135 
million in just 20 years. There are now 
over 1,300 health insurance organizations 
in our country,” Mr. Skutt said. 

The speaker chz irged the group with 
two responsibilities: “First, you must 
place as much coverage as possible in 
the hands of the public during these next 
few months, and second, you must edu- 
cate yourselves to the needs of the peo- 
ple in these changing times.” 


Md. Health Underwriters to 
Hold a Seminar October 26 


The Maryland Association of Health 
Underwriters, affiliated with the Inter- 
national Association of Health Under- 
writers, will present a personal health 
seminar in the auditorium of Monumen- 
tal Life of Baltimore on Thursday, Oc- 
tober 26, at 9 A.M. 

The program will feature three out- 
standing speakers, to be followed by a 
panel discussion. W. Harold Petersen, 
executive vice president, Underwriters 
National Insurance Co. will talk on “The 
Use of Health Insurance in the Business 
Situation.” Charles T. Kingston, general 
agent for Union Mutual Life in Hart- 
ford will speak on “Health Insurance in 
Estate Planning,” and James Barrett, 
vice president of the Mutual Benefit 
Health and Accident Association, will 
discuss “Legislation Pertaining to Health 
Insurance.” 

President of the Maryland Association 
is Harold Thomas, Allied Insurance 
Service, Inc. Seminar chairman and 


moderator is Morris B. Hack, CLU, gen- 
eral agent for Continental Assurance- 
Casualty Companies. 
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Ins. Economics Society 
Re-elects Hellgren 


AT RECENT ANNUAL MEETING 


Lumbermens Mutual Vice President Will 
Again Serve as President; O’Connor 
Reviews 1961 Legislative Activities 


J. E. Hellgren, second vice president, 
Lumbermens Mutual Casualty, was re- 
elected president of the Insurance Eco- 
nomics Society of America at its recent 
19th annual meeting at the Edgewater 
Beach Hotel in Chicago. 

Mr. Hellgren, who has been associated 
with the Lumbermens Mutual since 1944, 
has during this period of 17 years served 
on many important committees of organ- 
izations devoted to the development of 
the health insurance business. 

In his presidential address he reviewed 
the history of the society and its ac- 
complishments over the past 19 years 
recalling that in the early 40’s the in- 
dustry was faced with the Wagner- 
Murray-Dingell bills calling for national 
compulsory sickness insurance and later 
legislative proposals to set up state plans 
of compulsory cash sickness compensa- 
tion. 

“The society,” he said, “has made a 
creditable record when we witness plans 
of compulsory cash sickness compensa- 
tion operating in only four states and 


not one plan of this kind enacted in 
any state since 1949, 


Sees a Monopoly in California 


“As many of you know,” he con- 
tinued, “changes in the California Dis- 
ability Law have been made over the 
years to the extent that at the present 
moment it is questionable if private in- 
surance can afford to retain its present 
disability business much less solicit new 
business. To me,” he said, “it is pretty 
obvious that the intent is to drive all 
of this business into the state fund. The 
California plan will soon be a state 
monopoly laine to Rhode Island. Now 
it appears a similar pattern is a 
ing in New Jersey. This,” he said, 
what the Insurance Economics hacker 





J. E. HELLGREN 
The Society is Fighting Alone 


has been fighting. The society is the 
only organized body promoting vigorous 
opposition.” 

In closing his remarks Mr. Hellgren 
reminded his audience that during the 
past 12 years 201 compulsory cash sick- 
ness bills have been introduced in 23 
states and all of these bills were success- 
fully disposed of. He assured the mem- 
bers “that the objectives of the society 
have been diligently followed and the 
successful results have been achieved 
within the confines of good public rela- 
tions.” 


Before a well attended meeting Man- 
aging Director E, H. O’Connor reviewed 
the 1961 legislative developments and 
reported that ten bills calling for com- 
pulsory cash sickness insurance were 
introduced in eight states. “This year,” 
he said, “we had bills in Missouri and 
North Dakota for the first time.” Mr. 
O’Connor reported all ten bills failed of 
passage. 

Mr. O’Connor advised the members 
that the society had cooperated with 
other organizations in having the states 
implement their laws to take advantage 
of the Kerr-Mills amendments. He stated 





What Was the 1910 Claim Man Like? 


. ° . 
Courteous, Diplomatic and Shrewd” 


A search of records of the past reveals 
that insurance claim men of an earlier 
generation had problems of their own, 
according to Herman H. Bijesse, presi- 
dent of the International Claim Associa- 
tion. 

Mr. Bijesse, who is second vice presi- 
dent of Guardian Life, told the recent 
52nd annual meeting of the association 
that half a century ago insurance men 
were still not sure that appendicitis was 
the result of an accident or sickness. 

“Apparently claimants then had some 
highly questionable medical support 
which gave the insurance companies con- 
siderable difficulty,” he said. 


Mr. Bijesse said his research had also 
led him to a description of the successful 
claim man of 1910—‘courteous, diplo- 
matic, shrewd, an expert jollier, of an 
equable temper, slow to anger, a Sher- 
lock Holmes, up-to-date, good looking, 
with honest blue eyes and a glad hand, 
a good memory, good cigars, business 
judgment, the embodiment of virtue, and 
with a working knowledge of evil; he 
must understand banking, bookkeeping, 
law and human nature; he must be a 


mind reader, a hypnotist and an athlete. 
An insurance adjuster (as the claim man 
was then called) is one who stands be- 
tween the 
wealth.” 


insured and immediate 


Obviously, Mr. Bijesse said, the claim 
man in 1910 could not visualize all the 
problems faced today with the advances 
in medical science and procedures; new 
and different types of coverages with 
corresponding difficulties in interpreta- 
tion of language used; or the administra- 
tive difficulties in just handling greatly 
increased volumes of business. 


“In like manner, who can_ possibly 
foretell what problems the claim man 
will face 50 years from now—or 25—or 
even 10? What will be the effect and 
complications of radiation, fallout, space 
and missile developments, guerrilla and 
possibly global war? Will whiplash in- 
juries be supplanted by acceleration or 
deceleration injuries? Will radiation 
poisoning be considered accidental ? 

“The world we live in is changing rap- 
idly and the problems of tomorrow may 
be vastly unlike the ones we know today. 
However, no matter what the changes 
and no matter what the difficulties in 
claim administration, our basic problems 
and considerations will and must remain 
the same. We must see that the insuring 
public—those who have paid for and need 
our product—receive prompt, courteous, 
efficient and effective claim service, while 
at the same time we faithfully protect 
their wisely invested funds from the un- 
scrupulous few.” 






that 23 states enacted legislation and 
four states required no action making 
a total of 27 states, with a bill pending 
in Wisconsin. “These results,” he said, 
“should aid the opponents of the King 
bill now pending in Congress and which 
is expected to take on much importance 
in the 1962 session.” 


Newly Elected Officers 


The following officers were elected as 
recommended by the nominating com- 
mittee consisting of . Jj. Hamrick, 
CLU, senior vice president, Gulf Life; C. 
G. Ashbrook, Sr., board chairman, North 
American Life of Chicago and V. P. 
Manno, vice president, Modern Life & 
Accident. 

The officers are: W. de V. Washburn, 
president, American Health Insurance 
Corp., first vice president; J. W. Scherr, 
Jr., board chairman, Inter-Ocean Insur- 
ance Co., second vice president and H. 
O. Fishback, Jr., vice president, North- 
ern Life, secretary. Elected to the exec- 
utive committee for terms of three years 
were: Barry Oakes, president, Republic 
National Life; E. J. Faulkner, president, 
Woodmen Accident & Life; Ralph D. 
Jones, executive representative, Con- 
tinental Casualty; W. Sheffield Owen, 
CLU, vice president, Life Insurance Co. 
of Georgia and R. A. McCord, executive 
vice president, Illinois Mutual Life & 
Casualty. 





Future Areas of Surgical 
Science Advance are Cited 


Tens of thousands of persons are alive 
today and for the most part leading nor- 
mal, productive lives because of the accom- 
plishments of modern heart surgery, Dr. 
Charles P. Bailey, chairman and profes- 
sor of surgery, New York Medical Col- 
lege, told delegates to the recent I[nter- 
national Claim Association meeting. Dr. 
Bailey pointed out that modern heart 
surgery is a development of only the 
past 23 years. 

The mechanical techniques of surgery 
have been brought to a very high point 
of perfection, the heart surgeon noted. 
In the future, the major portion of the 
advances in surgical science will come 
from advances in the sciences of physi- 
ology, bio- chemistry and immunology, he 

said. These improvements in the sup- 
portive areas will permit surgical tech- 
niques to be applied to a much wider 
range of clinical conditions and to pa- 
tients who are much more seriously ill. 

Dr. Bailey also described the research 
investigation supported by The John 
Hartford Foundation and being carried 
out by a group of investigators at the 
Flower-Fifth Avenue Hospital in which 
ways are being sought to support the 
failing circulation following a coronary 
occlusion. 








Association Group 
Aviation Accident 
Blanket Medical 
Business Expense 
Campers’ Medical 
Cancer, Specified Disease 
Credit Disability 
Franchise 

Group A & H 
Guaranteed Renewable 
Hospital Expense 


unusual A & H portfolio. 


COMPANY OF 





It takes all sorts of people to make the world go ‘round 





Only through a completely flexible Accident & Health insur- 
ance portfolio can any producer meet all of the varying health 
insurance needs of his prospects. In an outstanding A & H 
portfolio, American Casualty provides the versatility that is 
so essential. These are some of the popular Acco plans: 


Attractive new and renewal commissions .. . 
assures your ownership of the business . . . 
All states, D.C., Canada and Puerto Rico. Write for details about Acco’s 


AMERICAN CASUALTY 


READING, 
All major types of personal and commercial insurance through 20,000 agents and 
brokers and 61 service offices in all states, Canada and Puerto Rico 
Affiliates: VALLEY FORGE INSURANCE COMPANY and 
VALLEY FORGE LIFE INSURANCE COMPANY (Most States) 


and it 
takes 
all sorts of 
policies to 
~ please 
\© them 


Impaired Risk 
Income Replacement 
In-Hospital Income 
Key Man 

Major Hospital 
Major Medical 
Overage Policies 
Rent Replacement 
Special Risks 
Travel 

Volunteer Firemen 
Youth Policies 


an agency agreement which 
a global umbrella of claim offices. 


PENNSYLVANIA 
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Edgewater Beach New Ballroom 
Some of the insurance companies and 


t 
t 
ers holding annual conventions at 





Edgewater Beach Hotel on Chicago's 
North Shore—it is six miles from the 
downtown loop—have outgrown the seat- 
ing capacity of the hotel’s meeting 


hotel is building 


ooms. As a resul 
sits to be known as 


a la 





equipped with port- 
iibition booths. Audio 
i available in- 
cluding a_ public system, disc 
, recorders, movie projectors and 
Edgewater Beach 
itional meeting rooms, in- 
cluding a new Lincoln Room 

Vice President id general manager 
f hotel, William G. Callahan, was 
born in Newburgh and raised in Beacon, 
N. Y. where he was graduated from the 
i School. His father was a 
uit after he got out of high 
in the early ’30s banking looked 
Instead, he entered 
although that busi- 
ness looked unpromising, too, as many 
going into receivership. He 
the only hotel management 
time—at Cornell where he 
ated in 1937 











add 











the hotel 





liately went to work for 
lotels Corporation, which 
and managed 53) hotels across the 








from traveling auditor, 
idually t 


. 
worked up to 
and assistant to the 


reserve officer 
duty for one 
eleventh month, the 
rl Harbor, so five 
‘allahan emerged as a 
and returned to Amer- 
ican Hotels as a trouble shooting man- 
ager and Then fol- 
lowed tl building and man- 
aging hotels in the Dominican Republic. 
In 1951 Mr. Callal returned to the 
company’s headquar 
president 

In 1953 he 


Lommodore 


general auditor. 


iree years oO! 





ters as operating vice 


joined staff of the Hotel 
in New York City. In 1960, 
he resigned as vice president and gen- 
eral manager of that property to accept 
the offer of the Hotel Corporation of 
America to become vice president and 
general manager of the Edgewater 
Beach Hotel in Chicago 





* * * 


$115,000 Granted in Kite Death 

\ jury in Mineola, Long Island, has 
warded $115,000 to the widow of a man 
electrocuted while flying a kite. New 
York Times thus describes the death: 

George Hollister, a maintenance man, 
was working in the back yard of his 
home. His hands were wet from perspir- 
ation when he went to a neighbor's 
backyard to help his daughter and her 
friend fly a kite. The string of the kite 
touched a high tension line which was 
23 feet above the ground and ran along 
the rear property lines of the homes 
Electrocution followed. 


BIG 














Columnist Inez Robb 

My favorite human interest newspaper 
United 
Her ability to 
attract and hold readers is shown by the 
fact that 150 daily papers run her col- 
umn, all of them in the United States 
except a few in Honolulu and the Orient 
Her husband is J. Addison Robb who 
until about a year ago was in charge of 
public events department of The Pru- 
dential’s public relations division. They 
have traveled widely together and their 
home is in Greenwich Village. While 
she has a large circle of readers among 
women because of her emphasis in pre 
senting the feminine viewpoint, she is 
popular with men as well, one reason be- 
ing that she is constantly referring to 
her husband as the head of Clan Robb 

Inez Robb is a skilled, experienced 
newspaper woman. Born in California 


columnist is Inez Robb of the 


Features Syndicate, Inc. 


she was brought up in Boise, Idaho 
She is a graduate of the School of 
Journalism at Tulsa, Oklahoma. While 


there she obtained a position handling 





the public relations for an oil exposition. 
Handling that chore attracted such at- 
tention that within a fortnight the Tulsa 
World offered her a position remaining 
with the paper for two years. She had 
had a short previous experience as a re- 
porter. 

From Tulsa World she went to Chi- 
cago seeking a position on the Chicago 
Tribune and called on Capt. Joseph 
Medill Patterson of the Chicago Tribune 
family who eventually left that paper 
and started the sensationally successful 
Daily News in New York. Leaving a 
scrap book of her clippings in Capt. Pat- 
terson’s office she returned to Idaho 
After her arrival she received a wire 
from Mr. Patterson reading: “Got noth- 
ing in Chicago, but will give you a posi- 
tion in New York.” That brought her 
to the staff of the New York Daily News 
where she originated a column signed 
Nancy Randolph which attracted wide 
favorable attention. After some other 
assignments she was sent to Florida 
and wrote about people there. Among 
those much attracted by her stories was 
the International News Service. She left 
the Daily News for INS and ran a col 
umn “Assignment America.” And these 
experiences led to her being assigned to 
cover two coronations—those of King 
George VI and of Queen Elizabeth, and 
also the wedding of the Duke and 
Duchess of Windsor. She was visiting 
Lady Astor on the Sunday when the 
Japanese bombed Pearl Harbor and soon 
became a war correspondent, remaining 
in England for about a year. From INS 
she went to United Features 

Mrs. Robb has conducted a number of 
crusades against pet peeves. She is op- 
posed to women wearing slacks, to let- 
tuce in sandwiches and is a persistent 
enemy to billboards which mar the high 
ways. Her manner of handling men in 
her column is not by swinging a club. 
She gets much aroused when she reads 
headlines and other statements where 
women are mentioned as being weak, 
incompetent, inefficient, unbusinesslike, 
1 unable to do a man’s job. Her retort 
is a Sarcastic one reading somewhat as 
follows: 

“T admit that women with all their 
irailty are all of these things and yet it 


Arden House Meeting on Family Life Outlook 





Among the sociologists and economists from 31 colleges and top executives 
from 19 life insurance companies, attending the 3-day conference on population 


trends and family life outlook, at Arden House, Harriman, 


N. Y., were (left to 


right) Frederic W. Ecker, chairman of board, Metropolitan Life; Holgar J. 
ei) ger ae Institute of Life Insurance; Dean Courtney C. Brown, Graduate 





olumbia University; Dr. John R. Everett, chancellor, City 


University of New York; and Walter O. Menge, chairman, Institute of Life In- 
surance and chairman of board, Lincoln National Life, Fort Wayne, Ind. The 
conference was jointly sponsored by the Institute of Life Insurance and Columbia 


University. 





WILLIAM G, CALLAHAN 
Mgr. Edgewater Beach Hotel, Chicago 





is curious for me to comprehend why 
they have not those qualifications which 
men possess which enable them to start 
a World War in which 20 millon people 
are killed.” 


. Ss 


Addresses N. Y. Ins. Society 

J. H. McIver, general secretary of the 
Insurance Institute of New Zealand, is 
addressing members of the Insurance 
Society of New York at a meeting held 
today in board room of New York 
Board of Fire Underwriters. Chairman 
of the Insurance Society of New York 
membership committee is Walter E. Bee- 
son, vice president of Great American 
Insurance Co. and president of Great 
American’s life company. 

* * * 


Hatch Heads Brokers Division of 
Arthritis Fund Drive 

Waldo M. Hatch, president of John C. 
Paige & Co., will serve as 1961-62 chair- 
man of the Insurance Brokers Division 
of the New York Arthritis and Rheu- 
matism Foundation, it is announced by 
the Foundation’s president, Edward Al- 
len Pierce of Merrill Lynch, Pierce, 
Fenner and Smith, Inc. Mr. Hatch is 
launching a drive among insurance bro- 
kers to raise funds for the Foundation’s 
metropolitan area program. 

Arthritis is the nation’s No. 1 crippler. 
The latest U. S. National Health Survey 
figures show more than 12,000,000 per- 
sons in the country suffering from it 
Funds raised in the drive will help main- 
tain and expand the Foundation’s pro- 
grams of support for a nation-wide net- 
work of research projects to find a cure 
for the disease, patient services includ 
ing rehabilitation of persons crippled by 
arthritis, and education for 
and the general public. 

* ca * 


Back to School Trend 


In addressing the final session of the 
three-day conference on American popu 
lation trends at Arden House, Harriman 
N. Y., Dr. William Noland, professor of 
Sociology at the University of North 
Carolina, (his audience including social 
scientists from 31 colleges and univer- 
sities throughout the United States and 
top insurance executives,) discussed 
automated plants. They will require he 
said, fewer workers, their work w_ll be 
physically easier and working conditions 
more pleasant. He predicted that em- 
ployment careers of workers will be 
shorter because young workers will spend 
more time in school and will go to work 
later in life, while older workers will 
retire earlier. Continuing, he said: “Auto- 
mated plants will be chocked full of 
specialists and the training of specialists 
will be a big challenge to our schools. 
More companies will send more of their 
employes back to school.” 

a 


Director, Republic Nat'l Bank 

Robert B. Cullum, well-known Dallas 
business and civic leader, was elected a 
director of the Republic National Bank 
of Dallas, it was announced by Karl 
Hoblitzelle, chairman of the board. 
Mr. Cullum is president of A. W. Cullum 
& Co., Inc., and is chairman of the board 
of Tom Thumb Stores, Inc. 


physicians 
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New Merchants Policy 
By the Fireman’s Fund 


INTRODUCED IN _ CALIFORNIA 
New Cover Was “Producer-Designed,” 
With 400 Agents and Brokers Con- 
sulted; Features Are Outlined 


A new scechants poi policy by Fireman’s 
Fund Insurance Co. made its appearance 
in California last week. The new policy 
is the first major project undertaken by 
the product research section of The 
Fund’s research, development and sales 
department in the home office and re- 
presents a full year of inquiry, investiga- 
tion and analysis. 

“Our new merchants policy was actual- 
ly ‘producer-designed,’”” Woodward Me- 


a 





WOODWARD MELONE 


lone, vice president in charge of re- 
search, development and sales for The 
Fund, said in his announcement. “In 


the course of developing the detail and 
extent of coverage, a comprehensive 
questionnaire was submitted to some 
400 agents and brokers, with every sec- 
tion of the United States represented. 
A 76% return was the compliment paid 
our effort and we responded with full 
use of our producers’ recommendations 
in the areas of mandatory and optional 
covers, extensions of coverage beyond 
basic hazards or limits, use of deducti- 
bles, package credits, and premium pay- 
ment plans. 

“The new policy has the extra distinc- 
tion of providing a silencing answer to 
all the serio-comic critics of the ‘fine 
print department,’’ Mr. Melone con- 
tinued. “Its generous brochure design, 
with simplified language printed in read- 
able 10-point type, indexed for easy loca- 
tion of subject matter, will certainly tell 
the insurance buyer exactly what he has 
bought. We sincerely believe the pol- 
icy design is a fine public relations 
assist for the entire insurance industry.” 

The announcement explained that the 
new merchants policy is built up from 
basic coverages for property (buildings, 
stock, supplies, furniture, fixtures, ma- 
chinery, tenants’ improvements and 
betterments) and liability (bodily injury, 
property damage, medical payment). 
Frequently desired optional coverages, 
like business interruption and broad 
crime insurance, are included in the 
policy book. Other options, such as all 
physical loss endorsement, personal in- 





Burkley President of 

Maryland Agents’ Assn. 
IN 25th ANNIV. SESSION OCT. 15-17 
Immediate Past Ps President Gorges 
Named Board Chairman; Addison 


Fowler Exec. Committee Chairman 





William F. Burkley of the John K. 
3urkley Agency in Elkton, Md., was 
elected president of the Maryland Asso- 
ciation of Insurance Agents at its 25th 
anniversary meeting October 15-17 in 
the Emerson Hotel, Baltimore. In addi- 
tion to his prominence in the agency 
field, Mr. Burkley has served for the 
past two years in the ‘Maryland House 
of Delegates and is also a member of 
the state’s Legislative Council, the be- 
tween sessions arm of the General As- 
sembly. Other new officers elected fol- 
low: 

James H. Gorges, immediate past pres- 
ident, was named chairman of the board. 
He has given strong leadership to the 
Maryland Association during the past 
year, and presided at this annual meet- 
ing. 

For executive vice president F. Ad- 
dison Fowler of Fowler-Leonhart & As- 
sociates, Baltimore agency, was selected. 
Long-time one of the association’s stal- 
warts, Mr. Fowler drafted the or‘ginal 
agent’s qualification bill for Maryland 
and it went through to become law in 
much the same language as first drafted. 


Elected secretary was Glenn A. Main, 
Jr., Frederick, Md., who is associated 
with J. Vernon Coblentz, a past presi- 


dent of the association. Treasurer is 'H. 
Riall Jackson of ‘Riall-Jackson Co., Inc., 
Baltimore, whose father is a former 
Mayor of Baltimore. 

R. C. ‘Bock was reappointed executive 
secretary of the association. 

One of the features of the meeting 
was presentation of plaques to the 25 
past presidents of the association in ap- 
preciation of their service. These awards 
were made at the banquet. 


Claims Seminars Start 


Four seminars on 
surance Claims” are 


“Transportation Se 
being sponsored | 


the Inland Marine Claims haneciation 
of New York, Inc., an association of 
insurance claim superintendents, it is 


announced by its president, Lester Pike 

Beginning October 17, and continuing 
on the third Tuesday of each month for 
three months, the subjects to be dealt with 
are: analysis of bills of lading and other 
claim documents, transit claim proce- 
dures, understanding tariffs and limita- 
tion of liability, the F.O.B. doctrine, 
transportation policy forms fully re- 
viewed, and transportation claim sub- 
rogation. The seminars, held at the 
lecture hall of Crum & Forster, 110 
William Street, New York City, will be 
conducted by Paul Irish, inland marine 
claims manager, Crum & Forster Group. 
Among the participating lecturers will 
be: Benjamin Tell, attorney, and Harold 
S. Daynard, independent adjuster and 
author. 





jury coverage, fire damage legal liability, 
demolition, sprinkler leakage and many 
others are provided as inserts, printed to 
match the policy format. 

To add to the effectiveness of the 
merchants policy, The Fund has designed 
a special manual of rules and rates. Ap- 
plicable fire and extended coverage 
rates, all other rates, factors, loading 
and discounts appear in the manual in 
the same order that coverage unfolds 
from the policy. A short application was 
also designed to develop basic informa- 








CPCU Conferment Held 
In New York City 


RUDOLF S. CHRISTIANSEN 
New York Chapter President 


CPCU designations were presented to 
those in the New York area who 
achieved the award this year at the an- 
nual Conferment luncheon of the New 
York Chapter of the Society of Chart- 
ered Property and ‘Casualty Underwrit- 
ers held at the Hotel Astor. The awards 
were announced at the annual meeting 
of the National Society of CPCU in 
Washington recently, with actual pres- 
entation of designations being made in 
most instances at several conferment 
sessions in various parts of the country. 

Rudolph S. Christiansen, CPCU, vice 
president of American Reciprocal In- 
surers and president of the New York 
Chapter, presided at the luncheon at- 
tended by several hundred CPCUs and 
guests. A. Leslie Leonard, CPCU, Dean 
of the School of Insurance of the In- 
surance Society of New York, was guest 
speaker. President Arthur C. Goerlich 
of the Society presided and Roderic O. 


Kreuser, CPCU, The Prudential Insur- 
ance Co. of Great Britain, New York 
City, was general chairman of the 


luncheon meeting. 


Ex-N. J. Fieldmen’s Assn. 
Annual Banquet Tonight 


Members of the Ex-New Jersey Field- 
men’s Association will hold their ninth 
annual good-fellowship reunion and 
banquet tonight (October 23) at the 
Gramercy Park Hotel in New York 
City where these festive occasions have 
been staged since organization of the 
association. Walter M. Sheldon, Amer- 
ica Fore Loyalty Group, is president; 
Paul V. Hartelius, also America Fore 
Loyalty Group, vice president; Joseph 
H. Wilson, Home Insurance sec- 
retary, and Victor L. Pitchford, Amer- 
ican Insurance Co., treasurer. 


Mason and Keough Are 
Promoted by Hartford 


Frank J. Mason has been appointed 
superintendent of the new commercial 
package department of The Hartford In- 
surance Group’s Eastern department in 
Hartford. Raymond R. Keough has been 
named examiner for the department. 

Mr. Mason joined the New York Un- 
derwriters Insurance Co., a member of 
The Hartford Group, in 1949 at New 
York. From 1951 until transferring to 
Hartford he was a special agent in Mas- 
sachusetts and Rhode Island and later 
in Maine and New Hampshire. Mr. 
Keough, a native of Hartford, joined 
the company in 1941, 





Co., 








tion simply and clearly and in the same 
sequence as manual and policy provi- 
s1ons. 





Pedersen Vice President 
Of Crum & Forster Group 


Election of Lloyd W. Pedersen as vice 
president of Crum & Forster, and of the 
companies in the Crum & Forster Group, 
is announced by William C. Ridgway, 
president. 

Mr. Pedersen joins Crum & Forster in 
an investment and financial capacity. 
Prior to accepting his new post, Mr. 
Pedersen served as vice president in 
charge of investment research for the 
United States Trust Co. of New York. 
He is a graduate of the School of Com- 
merce of New York University, having 
received a Bachelor of Science degree 
in banking and finance in 1952, and a 
member of the New York Society of 
Security Analysts. 


Reynolds Secretary Of 
Corroon & Reynolds Group 


James William Reynolds, branch man- 
ager of the Fort Worth, Texas, office 
of the Corroon & Reynolds Group, has 
been elected a secretary of the companies 
comprising the group. 

Mr. Reynolds has been with & R. 
for several years and has served as a 
supervisory fieldman in several states. 
The Fort Worth office of C. & R. was 
established as a complete supervisory 
and underwriting unit a year ago. Okla- 
homa has been added to the territory 
under the supervision of the Fort Worth 
office. 


McHugh Joins State Farm 
As Vice President-Legal 


Donald P. McHugh, formerly chief 
counsel and staff director of the Anti- 
trust and Monopoly Subcommittee of 
the Senate Judiciary Committee, has 
been named vice president-legal for 
State Farm Mutual Automobile Insur- 
ance Co., of Bloomington, III. 

Mr. McHugh will begin his duties 
October 30 at State Farm’s home office 
in Bloomington. Last week Mr. Mc- 
Hugh announced his resignation as 
counsel to the subcommittee, now headed 
by Senator Estes Kefauver. 

Born in Wilkes-Burre, Pa, Mr. Mc- 
Hugh graduated Cum Laude from Buck- 
nell University and got his LL.B. de- 
gree from Georgetown University where 
he graduated with first honors in his 
class. He began his government career 
in 1943 in the foreign funds control di- 
vision of the Treasury Department. He 
entered the Antitrust Division of the 
Department of Justice in 1944 where he 
was assistant chief of trial section and 
special assistant to the Attorney Gen- 
eral. He remained in the post until 1953 
when he entered private practice in 
Washington. 


London to Pay $2,000,000 
On “Cleopatra” Film Loss 


3ritish insurance underwriters at 
Lloyd’s, and elsewhere, reportedly will 
pay about $2,000,000 to Twentieth Cen- 
tury-Fox in the United States due to 
losses under coverage insuring produc- 
tion of the motion picture film “Cleo- 
patra,” starring Elizabeth Taylor. Bad 
weather, plus a series of illnesses suf- 
fered by Miss Taylor forced stoppage 


months ago of the filming in Europe. 
The picture is now being filmed with 
Miss Taylor in Rome. It is reported 
that the studio originally claimed losses 
of $3,000,000 but this was reduced to 
$2,000,000 following conferences in New 
York, with the case being settled out of 
court. 


WATERS NOW STATE AGENT 


Royal-Globe Insurance Companies an- 
nounce appointment of Donald E. Waters 
as state agent at Savannah, Ga. He suc- 
ceeds Gerard C. Smith who has resigned 
to enter the agency business. Mr. Waters 
is a graduate of Florida State Univer- 
sity. 
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CPCU Seminars Cover 
Wide Range of Subjects 


WASHINGTON SESSIONS HELD 





Older Driver, Trend to Packaging, Per- 
sonal Lines, Fire Rate Making, 
Compensation Laws Analyzed 





look at than a 
dozen of today’s timely subjects in insur- 
ance was taken by members of the So- 
ciety of CPOU during the final days of 
their week of 1961 annual meetings in 
Washington, D. C. The seminars, based 
on the program of 


A critical new more 


research, 
have become one of CPCU’s important 
activities, and this schedule at- 
tracted 473 members to the Sheraton 
Park Hotel. 

The 1961 seminars took most of three 
days and covered such subjects as what 
to do about the older driver, 


society's 


year’s 


trend 
to packaging, merchandising personal in- 
surance lines, sales planning for com- 
panies and agents, workmen’s compen- 
sation laws, fire insurance rate making, 
and the problem of the uninsured motor- 
tSt. 


the 


Research Teams 

A typical project was developed by a 
research team, sometimes working for 
more than a year, and from one to 
three of the members presenting papers 
covering different phases, pro and con, 
or a statement and a critique. This was 
followed by questions and answers and 
a general discussion. Most of the manu- 
scripts will appear in the “Annals” of the 
society which is now published quarterly. 

Responsible for putting together this 
year’s timetable of seminar sessions was 
Edward E. Evans, president of Evans- 
Comptois & Co. of Cleveland. Already 
chosen as director of the pox! seminars, 
to be held in Dallas, is J. Folger Allen, 
regional manager for Liberty Mutual in 
Los Angeles and prominent in society 
affairs for years. 

Theme of the first day of the 1961 pro- 
gram was selling and merc handising 
problems which included an analysis and 
discussion of the growth of pz ackaging. 
Sales planning or marketing both for 


companies and for producers was treated 


in an afternoon session moderated by 
Garrett W. Roerink, research analyst, 
American Insurance Group, Newark, 
MN; J. 

Discussing marketing for companies, 
the first main speaker, J. T. LeCoimpte, 
senior associate, Stewart, Dougall & As- 
sociates, New York, contended that most 
property and casualty companies do not 
have a real sales management function, 
and that they must decide whether they 
want a marketing operation. 

He suggested they appraise the situ- 
ation in terms of broad company objec- 
tives, and taking into account today’s 
conditions that property and casualty is 
more complex and technical, that there is 
more competition, and that buyers are 
more price-conscious. 

Mr. LeCompte was followed on the 
program by T. Benson Leavitt, manager 
special research department, Aetna Life. 


Workmen’s Compensation 


Another session dealt with workmen’s 
compensation, especially the problems 
resulting from differences in state laws. 
A paper prepared by Jason Crain, insur- 
ance consultant of Cleveland, had been 
distributed to the membership of the 
society in advance. ‘Donald A. Lindow, 
another panelist on the program, who is 
vice president of Michigan Mutual Lia- 
bility, took issue with the implications 
of this paper. “A close analysis of work- 
men’s compensation today,” he said, “in- 
dicates that in general the insurance in- 
dustry is doing an excellent job of tak- 
ing care of the problems presented by 
interstate risks.” 

Climax of the seminars was the series 
of chapter research reports. Under the 
guiding hand of Dr. Harold ‘C. Krogh, 
Professor of Business Administration, 
University of Kansas, who is the so- 
ciety’s director of research, teams of six 
CPCU chapters reported on research 
projects they had been working on. They 
covered such subject areas as the unin- 
sured motorist, excess insurance rate 
making, property and casualty programs 
for small cities, and college recruitment. 
Chapters participating were New York, 
Virginia, Northern California, Minne- 
sota, Carolinas, and |Mid-Tennessee. 

Under the leadership of William E. 
Booth, vice president, Cherokee Insur- 

ance Co., the Mid-Tennessee team pre- 


New Record in Destructive Fires 
Set in 1960; Was $1,544,000,000 


This country set a new record in 
destructive fires last year, the National 
Fire Protection Association says. More 
than $1,500,000,000 worth of property 
went up in smoke during 1960, the in- 
ternational fire safety organization esti- 
mated in its annual report. This is the 
first time in history that U. S. fire 
losses have reached and exceeded the 
$1,500,000,000 mark. 

With the 11,350 Americans killed by 
fire—more than half of them in their 
own homes—reported earlier by the as- 
sociation, the year added up to the worst 
on record. 

The unprecedented destruction of life 
and property occurred in almost 2,124,000 
fires. Principal causes of fire, according 
to the NFPA analysis, were careless 
smoking, defective heating and cooking 
equipment, electrical defects, and mis- 
handled flammable liquids. 

Fire destroyed or damaged 
American homes than ever before, 


more 
the 





N. C. ASSN. ELECTS 

A Winston-Salem insurance agent was 
elected president of the North Carolina 
Association of Insurance Agents. Thomas 
B. Follin, a native of Winston-Salem and 
owner of The Follin Company, is the new 
association head. George Watts Carr Jr., 
of Durham was named vice president and 
Charles C. Harris Jr., of Rocky Mount 
was re-elected secretary-treasurer. 





sented the subject, “The Senior Driver, 
a Burgeoning Problem.” Because of the 
increasing number of drivers over 65, 
they declared it important that com- 
panies “take corrective steps immed- 
lately” to accumulate the data necessary 
to underwrite the older driver. 

“The over-age driver is now a serious 
problem,” said the report, “yet it is signi- 
ficant to note that no single company 
(among those surveyed) was able to 
furnish sufficient statistical data to com- 
pletely substantiate its position in this 
matter.” 





Now from The HOME... The Home Insurance Company announces 


A NEW, 
ADMITTED 
REINSURANCE 
MARKET 


the formation of its Treaty Reinsurance 
Department. This new facility is actively 
engaged in the writing of treaty, excess loss 
and catastrophe reinsurance. 


We welcome inquiries concerning the 
use of this highly professional, admitted, 
American market. Simply address 
Treaty Reinsurance Department, 
The Home Insurance Company, 


59 Maiden Lane, New York 8, N. Y., 
telephone WHitehall 3-2200. 





59 Maiden Lane, New York 8, N. Y. 
Whitehall 3-2200 





NFPA report for 1960 showed, with a 
total of 563,000 dwellings hit. Over 6,000 
lives were taken in these fires, about half 
of them children. Losses to homeowners 
mounted to $346,200,000 

Comparable figures for the previous 
year were losses of $312,000,000 in 542,- 
000 fires. Each day in 1960, on the aver- 
age, the cost of home fires was 17 lives, 
1,540 houses destroyed or damaged, and 
almost $1,000,000 in money. 

The 1960 property loss total exceeded 
the previous year’s by more than $100,- 
000,000, and the number of fires was up 
9,500. 

Almost half the dollar increase came 
from a single fire, the $48,000,000 fire 
of last December aboard the nearly-com- 
pleted U. S. S. Constellation at Brooklyn 
Navy Yard, which also caused 50 deaths, 

Residenti: il building fires accounted for 
nearly $25,000,000 of the increases, in- 
dustrial plant damage rose about '$14,- 
600,000, and the loss from forest fires 
was up nearly $12,900,000. 


Lambrecht and Baker 
Directors of CU-NB Cos, 


The Commercial Union-North British 
Group announces that Deputy U. S. 
Managers C. A. Lambrecht and M. B. 
Baker, Jr. have been elected directors 
of the Commercial Union of New York 
and the Columbia Casualty. Both of 
these companies are members of the 
Commercial Union-North British Group. 


NBFU Municipal Grading 
Schedule Kept Up-to-Date 


Everett W. Fowler, chief engineer of 
the National Board of Fire Underwriters, 
says that the board’s municipal grad- 
ing schedule is kept up-to- date and 
abreast of changing conditions in fire 
protection by frequent review and re- 
vision. The grading schedule is a device 
for evaluating the fire defenses and 
physical conditions of cities and of classi- 
fying cities on a relative basis. Changes 
or revisions in the schedule, Mr. Fowler 
said, are carefully evaluated and thor- 
oughly tested before they are adopted. 

In recent years the National Board has 
made studies of the average life of 2%- 
inch fire hose and updated the standard 
for this last May, after determining the 
average life of such hose could be con- 
sidered 10 years, rather than seven years, 
as previously. 

Other current studies deal with re- 
sponse distance for fire apparatus and 
conflagration hazards in other than the 
principal business districts of communi- 
ties. 

As to whether more cities are getting 
improved classifications, Mr. Fowler re- 
ported that since the adoption of the 
present edition of the grading schedule 
in 1956, the National Board has graded 
177 cities, of which 68, or 38%, obtained 


improved _ classifications when last 
graded; 25, or 14% were shown to have 
retrograded in classifications and the 


others remained unchanged. He said 
over two and one-half times as many 
cities advanced to a better classification 
when compared to those which retro- 
gressed to a poorer one. 


R. D. MITCHELL TO ABERDEEN 

Robert D. Mitchell has been appointed 
state agent for The Phoenix of Hartford 
Insurance ‘Companies in North Dakota 
and South Dakota. A graduate of the 
University of South Dakota, he is a vet- 
eran of the U. S. Army. 

His headquarters will be in company’s 
Aberdeen, S. D. field office. 
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NATIONAL UNION INSURANCE COMPANIES 
GONE FISSION... AT SHIPPINGPORT 


From the very first, National Union has been a prin- 
cipal participant in the insurance program required 
to cover the world’s first full-scale atomic power plant 
devoted exclusively to civilian needs. Located at 
Shippingport, Pennsylvania, the plant is operated by 
Duquesne Light Company, for whom a special manu- 
script cover policy was developed to suit the needs 


and special qualifications required for this completely 
new concept in public utility power. 

Many of the special personnel ... much of the 
competent underwriting advice was supplied by 
National Union. This program was developed and 
written by an Independent Agent, typical of those 
representing National Union Insurance Companies. 


National Union Insurance Companies 


Pittsburgh, Pa. 
Casualty - Fire - Inland Marine - Ocean Marine 





Page 28 


The Eastern Underwriter 


October 23, 1961] 





Successful Collection Techniques 


Because proper collection of premiums 
due is as essential with a successful in- 
surance agency as the original selling 
of coverage, tested recommendations for 
getting in premiums are welcome to pro- 
ducers. Many a well known agent has 
lost his agency because he has over- 
extended credit to assureds who were 
thought to be good credit risks but some- 
how just never did come up with insur- 
ance payments; while earned premiums 
were piling up against such agents. 

Rosser Long of Fayetteville, W. Va., 
chairman of the agency management 
committee of the National Association of 
Insurance Agents, presented some 
thoughts on collections in a talk before 
the recent annual convention of NAIA 
at Dallas. He told the producers there: 

“In order to have a proper collection 
system, to maintain a balance of ac- 
counts receivable equal to 20 or 30 days’ 
business, or definitely less than 10% of 
the total annual volume, one must oper- 
ate with a definite positive system and 
maintain it. Four requirements are: 


Four Requirements 
‘l. Definitely arrange for payment on 
delivery of the policy. 
“2. Provide for budget payments that 
meet the needs of your customers. 
“3. Use of expiration and premium no- 


tices for small policies and previously 
slow-pay customers. 
“4. An efficient system of office ac- 


counting, with positive follow-up 
“Agents who have low accounts receiv- 
able balance, concur in having one per- 
son in their office responsible for collec- 
tions. There should be a person who 
watches the cash receipts records very 
closely and will follow a positive collec- 
tion procedure. It is very necessary to 
maintain proper low balances that this 
person also have support of management 
and producers,” Mr. Long stressed. 
“Some of ycu may say 
expect us to 
always have.’ 


‘Our customers 
carry their accounts, we 
Did you ever think how 
this would sound if you reversed the 
words — ‘We have always carried our 
customers accounts. They expect us to.’ 
I believe you get the real meaning from 
the second expression. These customers 
have been trained to expect us to carry 
their accounts, so they can pay when 
convenient. 

“I have talked to many agents, who 
by definite effort and positive action 
have brought their collections in line 
without loss of business 

“We live in a small town and collec- 
tion letters have not been successful for 
us, but we have used quite successfully 
what we call our ‘Notice of Notice’ 
form as set up by Francis P. Lyons, a 
Northampton, Mass., agent. Instead of 
mailing an actual notice of cancellation, 
we mail this similar form that has been 
most effective. 








States and Canada. 


Included are: 


History 

Management 

Latest Financial Statement 
Operating Record 

General Undterwriting Policy 
Dividend Scales 





READY for IMMEDIATE DELIVERY 


BEST’S 


INSURANCE REPORTS 
FIRE and CASUALTY EDITION 


1961 
62nd Annual Edition 


Complete, authentic and impartial facts and information of 
the fire and casualty insurance industry. 


More than 1,300 comprehensive individual reports upon the 
financial position, history and operations of all types of fire 
and casualty insurance companies operating in the United 


Provides authoritative information on the underwriting and finan- 
cial operations and experience of each company .. . with critical 
analyses of conditions and operations plus summary opinions. 


Underwriting and Investment Txhibit 
Rates of Deviation—Reinsurance 
Stockholder’s Gains 

Officers, Directors and Territory 
Profit and Loss Exhibit 

Underwriting by Classes . . . 

and other important information 


Here, are authentic and impartial facts, analysis, pertinent infor- 
mation and time-saving revealing exhibits. 


Immediate Delivery 


Alfred M. Best Company, Inc. 
75 Fulton Street 
New York 38, New York 
(Since 1899) 


ATLANTA — BOSTON — CHATTANOOGA — CHICAGO — DALLAS 
KANSAS CITY — LOS ANGELES — NEW YORK — RICHMOND 











“If a customer has definitely agreed 
to take a policy—not just mailed prior 
to expiration date—or better yet, signed 
a budget form, you have perfect legal 
grounds for collections. It is my advice 
that you use legal means for collecting 
‘promising’ accounts. We have gained 
more good customers than we have lost 
poor customers by suing,” Mr. Long re- 
vealed. 

“John D. Baundehauer of Mobile, Ala., 
has one of the best collection ideas I 
have ever heard. During the month of 
September, for example, he mails out, as 
most of us do, policies due during the 
month of October. On October 1, he 
sends a statement showing a balance due 
on any policies due prior to October 1. 
Below he lists ‘Policies due during Oc- 
tober’ with the premium. He says it is 
astounding the number of policyholders 
who pay, in advance of the actual pre- 
mium due date, instead of waiting until 
the first or tenth of the month follow- 
ing 

“A direct writing company has the 
following printed words on their pre- 
mium statement. ‘Notice: You have been 
given credit for days out of force 
between the policy due date and the date 
of payment, as shown above.’ Again, I do 
not necessarily recommend this system 
to you, but it seems to have certain 
proofs of success. 

“As another example, I would like to 
quote from a recent direct writer state- 
ment: 

‘You don’t have to remember when to 
pay either, we will send you a bill be- 
fore each quarterly premium payment 
is due, and there is no extra charge made 
for this convenient way to pay for your 
automobile insurance. You pay your pre- 
miums in low quarter-annual amounts 
30 days in advance of each quarter. Be- 
cause of this advance payment and be- 
cause of the savings under a continuous 
policy, we are able to provide this con- 
venient premium arrangement without 
any service or financing charge. When 
the policies are first issued, the first pay- 
ment is due on the effective date. The 
next payment is due 00 days thereafter. 
And all subsequent payments fall due 
every three months. Please make pay- 
ments on or before due dates.’ 

“How many of you would like to adopt 
this most generous policy of not mak- 
ing a charge for a premium paid 30 days 
in advance ?” 


Through the years since 1799- 
agents have been ple 
ith the friendly 
Providence 
You do well when you sell 
PROVIDENCE 
WASHINGTON 


THE COMPANY WITH 
QUALITY * INTEGRITY * FRIENDLINESS 





N. C. RATE BOOSTS DENIED 


Comm, Gold ‘Holds Increases Up to 50% 
For Extended Coverage in Coastal 
Areas Are Not Warranted 
A request for a rate increase on insur- 
ance premiums for coastal property was 
turned down by Insurance Commissioner 
Charles F. Gold of North Carolina. The 
Fire Insurance Rating Bureau had asked 
Mr. Gold for permission to raise rates 
as much as 50% for extended coverage 
insurance in coastal areas. The Bureau, 
which represents all companies writing 
the insurance, had said the request was 
prompted by heavy property losses from 

hurricanes in recent years. 


“Taking the state as a whole, present 
rates are felt to be adequate,” Mr. Gold 
said in denying the ‘request. He held a 
public hearing on the proposed increase 
on September 9. 

The bureau had asked to raise rates 
on extended coverage for houses and 
farm property in 18 coastal counties by 
50%. It proposed an increase of 25% 
on coverage for other property in the 
Same area. 

Commissioner Gold noted that in Jan- 
uary, 1959, he allowed an upward re- 
vision of extended coverage coastal rates. 
He said that the 1959 decision was made 
in the hope that it would improve “the 
marketability” of coastal insurance. “Un- 
fortunately, there is no evidence that the 
market did improve appreciably,” he 
added. 

Mr. Gold announced approval of two 
other filings by the bureau. One request 
will make revisions in certain classes of 
rates charged by companies for writing 
fire insurance on commercial property 
with the over-all effect being a decrease 
in rates amounting to $20,000 a year for 
the whole state. The second request 
makes changes in the classification sys- 
tem for rating dwellings in connection 
with fire coverage and will result in “re- 
duction of rates for many insured,” Mr, 


Gold said. 


Earl W. Hohbein Dies 

Earl W. Hohbein, 57, manager of 
Chubb & Son’s branch office in Phil- 
adelphia, died suddenly of a heart attack 
on October 11, at his home in Brynfield 
Gardens, St. Davids, Pa. 

Mr. Hohbein was a graduate of Co- 
lumbia University and Fordham Uni- 
versity Law School. He joined Chubb 
in 1936 as a fidelity underwriter and was 
named Philadelphia branch manager in 
1955. Surviving are his wife, Adelle 
Browne Hohbein; ‘a son, Earl B® 
brother and two sisters. 


Finance Meeting in N. Y. 

Gov. Nelson A. Rockefeller of New 
York and Sen. Estes Kefauver of Ten- 
nessee will be featured speakers at the 
28th annual convention of the American 
Finance Conference, to be held October 
25-27 in New York. These speakers 
will address the age eg at luncheon 
on successive days, Gov. Rockefeller on 
Thursday, October 26. and Sen. Kefauver 
on Friday, October 27. 

The AFC is the national association 
of independent sales finance compaiies, 
which provide instalment credit through 
dealers for automobiles, furniture, ap- 
pliances, mobile homes, boats and other 
goods, will hold panel discussions at the 
convention on various management and 
operations subjects. All sessions will be 
held at the Waldorf-Astoria Hotel. 

National legislation affecting sales fin- 
ance companies will be the subject at a 
session conducted by Paul Jones, AFC's 
executive committee chairman and pres: 
ident of American Security Division o! 


ASC Corp., Marion, Ind. 


NAIC ZONE 1 MEETING 
Members of the National Association 
of Insurance Commissioners in the Zone 
1 area in the East will be meeting in ex- 
ecutive session October 30-31 at the 
Statler Hilton Hotel in Boston. 
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LILI. 12-Page Ad in Magazines For 


Editors Features News in Insurance 


The business of property and casualty 
insurance is the topic of an unusual 12- 
page advertisement appearing in three 
magazines published for journalists. The 
ad highlights an Insurance Information 
Institute aggressive and well prepared 
program designed to bring to the atten- 
tion of the nation’s editors the many 
possibilities that exist for feature and 
pews stories on current developments 
in the insurance business. 


Entitled “Report to the Editors,” the 
advertisement was designed and produced 
by the I1.I’s agency, T. N. Palmer & 
Company, Inc. of New York. It appeared 
in the October 14 issue of “Editor & 
Publisher,” the October issue of “Amer- 
ican ‘Press” and will appear also in the 
November issue of “National Publisher.” 


Prepared in insert form, the pre- 
printed offset ad is also to be used as a 
self-contained brochure. In this form it 
will be used as a mailing piece to selected 
editors, magazine writers, columnists, 
students and instructors in journalism 


classes and public relations directors. 

The insert is introduced with a soft 
focus peek into a newspaper’s city room. 
A full page photo shows a shirt sleeved 
copy boy placing the LILI.’s “Report to 
the Editors” in his “In” box. 

On successive double page spreads, 
the insert sets forth the news making 
potentials of insurance for the general 
news department, the women’s page, the 
business editor, the farm editor, and the 
school editor. 

With each spread—a bird’s-eye view 
of an editor’s desk showing examples 
of the news and feature stories available 
—a memo reminds the editor that he 
may obtain full texts of stories from the 
institute, along with the fact sheets and 
other material, including the I.1L.1L’s re- 
cently published Statistical Yearbook. 

On the back cover of the advertise- 
ment the institute offers to send to edi- 
tors releases and background data con- 
cerning 30 aspects of property and cas- 
ualty insurance. 





Company Investigator Not 
Subject to Assured’s Suit 


The Supreme Court, New York Coun- 
ty, in a decision recently rendered by 
Jus tice Abraham N. Geller dismissed 
the complaint of the plaintiff ‘assured, 
T. & R. Carriers, Inc. against Albert 
Bluth & Co., Inc., seeking to recover 
on a burglary insurance policy. Co- 
defendant was the Yorkshire Insurance 
Co., which company retained Albert 
Bluth & Co., Inc., to investigate the 
alleged claimed loss and report to the 
company which insured the T. & 
R. Carriers, Inc., under a burglary in- 
surance policy. 

The complaint against both of the 
defendants contained three causes of 
action, the first two against the insur- 
ance company and the third cause of 
action was alleged against Albert Bluth 
& Co. Inc., wherein the plaintiff as- 
sured claimed that the investigator as 
the agent of the insurance company 
allegedly rendered an investigation re- 
port to the insurance company as its 
principal and that on the basis of the 
report the co-defendant insurance com- 
pany had refused to pay plaintiff its 
claim. 

The complaint contained omnibus 
allegations alleging the report to have 
been allegedly incomplete and false and 
that by reason thereof the adjuster for 
the insurance company was alleged to 
be liable to plaintiff in an ‘amount equal 
to the burglary loss allegedly sustained. 
Justice Geller in his decision on motion 
to dismiss the complaint as to Albert 
Bluth & Co. pursuant to subdivision 4, 
Rule 106 of the Rules of Civil Practice; 
in granting said motion stated in part. 

ag | a alleged by ple uintiff, the agents 
report is false, then in that event, the 
defendant carrier could conceivably be- 
come liable to plaintiff on the policy. 
If, on the other hand, the agent’s re- 
port was to be sustained, clearly Mr. 
Bluth would not be liable. In any event, 
Mr. Bluth, concededly carrier’s repre- 
sentative, owed a duty only to its prin- 
cipal, not to the plz aintiff. In the absence 
of any showing of a legal duty owed 
by the defendant agent to the plaintiff, 
the action against the agent is not 
maintainable.” 

The court’s decision is reported in 28 
Misc. 2nd, at page 631. Herman B. 
Zipser, attorney of 116 John Street, New 
York City, represented both defendants, 
Yorkshire Insurance Co. of New York 
and Albert Bluth & Co. Inc. Lawrence 
I. Brown, attorney, represented the plain- 
tiff.* There was no appeal taken from 
the order Abraham N. Geller, Justice 
of the Supreme Court, New York Coun- 
ty, entered upon the decision of the 
court. 


Buffalo Names Uchneat 
Special in Conn., Mass. 


The Buffalo Insurance Co. announces 
appointment of Joseph M. Uchneat, as 
multiple line special agent for Connec- 
ticut and Massachusetts. He has almost 
20 years of experience as underwriter, 
survey coverage analyst and multiple line 
special agent. He is a native New Eng- 
lander and acquired most of his insur- 
ance knowledge with the Hartford in 
Hartford. He also travelled central and 
western New York for the Zurich-Amer- 
ican. In recent years he has been in 
the home office casualty underwriting 
department of the Buffalo Insurance Co. 

Mr. Uchneat is a graduate of North- 
ampton Commercial College where he 
majored in business administration. He 
served as an officer in the U. S. Army 
in the Middle East and European 
Theaters during World War II. 





Penni of Boston Calls 
For Company-Agent Unity 


Samuel O. Penni, Jr., Boston, imme- 
diate past president of the Insurance 
Brokers Association of Massachusetts, 
called on companies and agencies to 
unite in a program to make the Amer- 
ican agency companies “the competi- 
tive pace-setters” in an address delivered 
at the Mutual Agents’ Association of 
New England’s annual convention. 

Turning aside claims that direct billing 
or company prepared policies are needed 
to meet competition, Mr. Penni urged 
the companies to refine bureau rates to 
the ultimate so that “the specialty com- 
pany will not have a built-in price ad- 
vantage,” design rating laws that “make 
loss leaders in our business few and 
far between” and “reduce accommodation 
business to an absolute minimum and 
underwrite to make a profit.” 


Sobelsohn School 
Buys Werbel Institute 


William Sobelsohn, executive director 
of the Sobelsohn School, and Bernard 
G. Werbel, president of the Werbel In- 
stitute, Inc., announce purchase by The 
Sobelsohn School of the Werbel Insti- 
tute, Inc. 

Mr. Sobelsohn states that the latter 
institution, located in Nassau ‘County, 
Long Island, will continue as presently 
constituted. The entire faculty and ad- 
ministrative staff will be retained. In 
addition, an expansion program has been 
planned. Werbel Institute, Inc., offers 
courses in insurance, real estate and re- 
lated fields. 














VINIMITSD 


In 1917 a Royal-Globe company had the vision to design and write 
America’s first aviation physical damage policy. 


With today’s U. S. civilian market comprising 111,580 aircraft, 
6,881 airports and 758,368 licensed pilots, Royal-Globe continues 
to lead, as an independent aviation underwriter specializing in 


industrial, business and pleasure aircraft. 


Royal-Globe has aviation special representatives spotted through- 
out the United States, ready to help Royal-Globe agents solicit and 


write aviation insurance. 


Is your ‘visibility unlimited?” 








INSURANCE COMPANIES New York 38, New York 


ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD 
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Recruitment, Employment Program 


Another major step in accelerating the 
R-E-R (Recruitment, Employment and 
Retention of Insurance Personnel) pro- 
gram in Southern California was taken 
recently in the appointment of an execu- 
tive committee to provide the essential 
guidance and coordination to the some 
20 producer and company organizations 
comprising the general R-E-R commit- 
tee. 

That committee, chairmanned by John 
T. Gurash, president, Pacific Employers 
Insurance Co., includes Robert Battles, 
vice president, R. A. Rowan & Co.; Ira 
Brander, Kuhrts Cox and Brander; ‘Clar- 
ence R. Herda, president, Pacific Indem- 
nity; Ralph L. Inglis, vice president, 
Automobile Club of Southern California; 

3ert J. Lynch, Marsh & McLennan Cos- 
grove & Co.; James M. Smith, executive 
director, Farmers Insurance Group; 
Clarence J. Weiss, regional manager, 
Allstate Insurance Co., and Walter P. 
White, general manager, Aetna Casualty 
and Surety at Los Angeles. 

Secretary to the committee is Albert 
H. Wood, executive director, Western 
Insurance Information Service; and serv- 
ing as liaison between the executive com- 


=e and the cooperating organization 

. C. “Scotty” Rhodes, president, In- 
surance Brokers Society of Southern Cal- 
ifornia. Dr. Gilbert Brighouse, educator 
and widely recognized consultant to man- 
agement, has been invited to act as a 
consultant to the committee. 

In expressing his appreciation for the 
willingness of insurance executives to 
provide the leadership and guidance in 
the R-E-R Program, Mr. Gurash said, 
“This problem of recruiting and retain- 
ing employes, which has long plagued 
the industry, will become increasingly 
acute during the next several years. Like 
so many other problems confronting the 
industry, it can only be solved when we 
come to grips with the problem on an 
all-industry basis. It is most gratifying 
to see this spirit of cooperation and de- 
termination to do something about it.” 

Commenting on the many recommend- 
ations made for improved communica- 
tions with teachers and students, Mr. 
Gurash observed that any effective pro- 
gram of employment must be preceded 
by a sound public relations campaign to 
improve the teacher’s, as well as the 
student's, image of the industry. 





Asociacion Norteamericana de Seguros Extranjeros 





J. J. GEARY 
Supervisor 
Chicago Branch 


country involved, 


AETNA 

THE HOME 

ST. PAULF&M 
WESTCHESTER FIRE 


SPRINGFIELD 
GLENS FALLS 
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---FOR YOUR CLIENTS’ 


Amerikanische Auslands Wersicherungs Vereinigung 


Whatever the language, the problem is the same: how to get the best 
possible insurance protection for your client’s overseas interests. For 
the American Foreign Insurance Association, (and that’s what the 
foreign languages above are saying), this isn’t the problem it might 
appear to be. We know what types of insurance U. S. businesses 
need abroad because of our close liaison with our several thousand 
branches and agencies throughout most of the free world. 


Today more and more U. S. businesses are entering foreign markets; 
perhaps some of them are your clients or prospects. As AFIA mana- 
ger for the Midwest, I, or my counterpart in your part of the country, 
will be happy to discuss with you the fire, marine and casualty insur- 
ance, or surety needs of your clients anywhere in the world. You'll 
have the assurance that the final program will fill the needs of your 
clients and at the same time meet the requirements of the foreign 


««. member companies... 








s 
fonencer Insve™ 


eNEW YORK HEAD OFFICE, 161 William St., New York 38, N.Y.« 
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Los ANGELES (3400 W. 6th St.) > SAN FRANCISCO (235 Montgomery St.) « DALLAS (1712 Commerce St.) 


Home Makes Changes in 


Thico Plan on Premiums 

The Home Insurance Co. has made 
several significant changes in its pre- 
mium budget facility, known widely as 
the THICO PLAN. These revisions, 
designed to benefit both producers and 
assureds, include the following 
features: 

The producer is now permitted to 
sign the agreement for the insured. A 
down payment accompanying the agree- 
ment is no longer required. All forms 
have been redesigned and streamlined 
to simplify their preparation. 

“These changes are in addition to the 
basic features of the plan,” says The 
Home, “which enable your insureds to 
purchase complete insurance protection, 
budgeting all their policies in one pack- 
age, by periodic payments. As you know, 
down payments are small, and subse- 
quent monthly, quarterly or annual pay- 
ments are spread over the full term of 
the policies. In addition to renewals, 
new policies may be added to the same 
agreement at any time. 

“Since its inception, THICO 
has been used successfully by 
who have expressed their 


new 


PLAN 
agents 
satisfaction.” 


Pacific of N. Y. Group 
Names Bliss and Geary 


The Pacific of New York Group has 
appointed Richard Bliss as special agent 
handling northern and central Florida. 

Robert Geary will be state agent for 
Massachusetts upon retirement of Henry 


Buermeyer. The latter will retire after 
more than 20 years as state agent for 
these companies 


Hardware Mutuals Win 
Top Advertising Awards 


Hardware Mutuals-Sentry Life, for 
the twelfth consecutive year, has won 
top honors among mutual property-cas- 
ualty insurance companies representing 
all sections of the U. S. in the annual 
advertising competition sponsored by the 
American Mutual Insurance Alliance. 
Twenty blue ribbons were awarded to 
Hardware Mutuals-Sentry Life by Judges 
George Collins, Chicago, general man- 
ager Brittanica Press, Encyclopedia 
Brittanica, Inc.; W. N. Davidson, Chi- 
cago, president 'W. N. Davidson Adver- 
tising Agency; and F. S. Siebert, dean, 
College of Communication Arts of Mi- 
chigan State University, East Lansing, 
Michigan. 

A special session of the American Mu- 
tual Insurance Alliance Advertising- 
Sales Conference held in New York City, 
was devoted entirely to analysis of se- 
lected award-winning materials. 
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REINSURANCE 


Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
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N. Y. Insurance Society 
Starts Special Courses 


The Insurance Society of New York 
will begin five special courses during 
the last two weeks in October. These 
courses are: casualty manuals; the “new 
new” Homeowner’s policies; "basic fire 
engineering for casualty engineers; con- 
struction loss prevention fundamentals; 
and a new course, construction funda- 
mentals for casualty underwriters. 

The Homeowner’s course begins Oc- 
tober 31 with ag 3 meeting on Tuesday 
evenings from 5:30 to 8 p.m. for six 
weeks. The eo Ba is T. R. Schulz, 
asSistant manager of the underwriting 
department, Home Insurance Co. Andrew 
B. White, superintendent of the metro- 
politan inspection department of the 
America Fore Loyalty Group will con- 
duct the ‘course in basic fire engineering 
for casualty engineers. Classes meet on 
Wednesday evenings from 5:30 to 7:30 
p.m. for eight weeks beginning October 
25. The construction loss prevention 
course (for casualty engineers) and the 
construction fundamentals for casualty 
underwriters course will be conducted by 
William A, Luna, section engineer with 
the Liberty Mutual. Each of these two 
courses meet from 5:30 to 8:00 p.m. for 
eight weeks. 

The loss prevention course meets on 
Wednesdays beginning October 25 
while the construction fundamentals for 
casualty underwriters meets on Mon- 
days beginning October 23. The casualty 
manuals course begins on October 23 
and continues for 16 weeks. Classes meet 
on Mondays from 5:30 to 7:30 p.m. An 
afternoon class is also available meet- 
ing on Mondays and Tuesdays from 1:00 
to 2:00 p.m. The instructor for both 
sections of this class is Frank Harwayne, 
chief actuary of the Insurance Depart- 
ment of the State of New York. 


Best’s “Aggregates” Issued 

The 1961 edition of Best's Aggregates 
and Averages has just been published 
presenting statistical history of fire and 
casualty insurance covering all stock 
companies as well as the mutual com- 
panies writing 95% of all mutual busi- 
ness. 

The new 1961 Aggregates and 
Averages provides tables and graphs on 
long term and current trends in the in- 
surance business as to premium volume, 
losses, expenses, invested and total as- 
sets, liabilities, capital and surplus funds, 
underwriting results, experience by line, 
etc. Statistical data presented affords 
teady comparison of separate company 
figures measured against figures for the 
industry and with those of other com- 
panies in its own class. The book com- 
prises 220 pages of composite figures in 
49 different groupings. 

The cost is $22.50. Copies may be ob- 
tained from the home office of the Al- 
fred M. Best Canney. Inc., 75 Fulton 
St., New York City or from any of 


3est’s 


its branch offices. 
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Growing Market, New Merchandising 
Offer Bright Future for Agents 


Steadily expanding markets for insur- 
ance, plus innovation, particularly in 
payment plans and merchandising, offer 
a bright future for the American Agency 
System, if companies and agencies alike 
take full advantage of them. This opin- 
ion was expressed by N. C. Flanagin, 
president of Lumbermens Mutual Cas- 
ualty of Chicago, in his address to the 
Mutual Insurance Agents Association of 
New England annual meeting held at 
Wentworth - by - the- Sea, Portsmouth, 
N. H. 

Mr. Flanagin emphasized that both 
agents and companies should be opti- 
mistic when he said that “perhaps the 
most important single trend affecting our 
future is the fact that we are in a true 
‘srowth’ industry.” He pointed out that 
total fire and casualty premiums in- 
creased 118% between 1950 and 1960, 
from $68 billion to almost $15 billion. 


Innovations Popular 

On the subject of innovation, Mr. 
Flanagin quoted the results of a study 
made by his company showing that 51% 
of policyholders insured through inde- 
pendent agents prefer to pay premiums 
either every six months or on a monthly 
installment basis. Of those insured in 
non-agency companies, 68% prefer a six 
months policy or monthly installments. 
He concluded that agents would be in a 
much better position to attract the pol- 
icyholders of non-agency companies if 
they would feature a six-months policy 
or monthly payment plan. 

Mr. Flanagin noted six other trends 
affecting the business today, including 
the trend toward lower underwriting 
earnings for the companies. This has 
been apparent over the past decade but 
is still continuing as shown by the un- 
derwriting loss of $92,329,000 in the first 
six months of 1961 by 299 stock prop- 
erty and casualty companies. 

He also noted a trend toward company 
identification and “image building” as 
evidenced by the increased budgets 
many companies have for national ad- 
vertising. He predicted that increased 
advertising and public relations activity 
would continue, with insurance compa- 
nies generally competing more aggres- 
sively with their advertising dollars for 
the favorable opinion of the insurance 
buying public. 


Lower Agency Profit Margins 


In addition he took stock of the trend 
toward lower agency profit margins and 
the effect it is having on the adoption 
of automation aimed at reducing both 
company and agency costs. He said the 
trend toward lower profit margins also 
is causing agents to diversify and to 
serve all the insurance needs of their 
policyholders including life and accident 
and health insurance, and in some cases 
the sale of mutual funds. 

There is a trend toward less selling 
by agents and more buying by the pub- 
lic, Mr. Flanagin believes. Again refer- 
ring to the study made by Lumbermens, 
he reported that only 10% of insurance 
buyers were actually solicited by their 
agents. The rest either went to the agent 
through friendship, office location or 
recommendation by a mutual friend. 

In connection with selling, Mr. Flan- 
agin noted that in many states the num- 
ber of new agents being licensed today 
is far below the figure of five years ago. 

“If we as agency companies and you 
as agents are to continue to be an active, 
vital force in our business we must at- 
tract competent young men to the sales 
and agency side of our industry. We 
must realize that the image of agency 
sales work in the typical young man’s 
mind must be changed. We must clearly 
demonstrate to him that we are in a 
business progressive, not stagnant, 
growing: not declining, dynamic and not 
passive,” he said. 

The trend toward non-agency com- 


panies caused many of the other trends 
on which Mr. Flanagin commented, but 
he pointed out that this is not as pro- 
nounced today in the commercial and in- 
dustrial risk area as it was some years 
ago. 

The same slow-up of the trend toward 
non-agency companies is not as evident 
in the personal lines, such as individual 
automobile and homeowners, however. 
The two largest writers of automo)ile 
insurance, for instance, now show gains 
of 68% and 93% in their 1960 volume of 
homeowners business as compared to 
1959. 

“This is evidence of what we long 
have recognized,” Mr. Flanagin said, 
“the fact that automobile is the key to 
personal lines business.” 


Two Companies Join NBFU; 
Membership Totals 213 


Two more rag ay ooglt have been elected 
to membership in the National Board of 
Fire Underwriters, Lewis A. Vincent, 
general manager, announced. They are 
the Eureka Insurance Co., Madison, 
Wis., and the Industrial Underwriters 
Insurance Co., Dallas, Tex. 

Addition of the two companies in- 


creases the membership of the National 
Board to 213. 


INA Tampa Office Is 


Sales Program W inner 
Tampa, Fla., service office, Insurance 
Company of North America, placed first 
in the company’s “Word to the Wives” 
advertising and sales promotion program. 
Held during July and August in 41 
service offices throughout the United 
States, the program was designed to 
end “Summer sales slump” and add fun 
and excitement to insurance selling. 
Two prizes were awarded company 
employes. Henry R. Liggett, 31-year 
INA veteran and manager of the com- 
pany’s Miami claim and loss office, under 
Tampa’s jurisdiction, received a mink 
stole. Lynn Offenhauser, Tampa, re- 
ceived a certificate for a wardrobe of her 
choice. Presentations were made by 
Norman R. Holzer, INA assistant sec- 
retary. S. Duke Pearson is Tampa serv- 
ice office manager. 


Springfield Midwestern 
Office in Freeport, Ill. 


The Springfield-Monarch Insurance 
Companies of Springfield, Mass., have 
established a new midwestern regional 
office in Freeport, Ill. The new head- 
quarters are located in the modern home 
office building of the Freeport Insur- 
ance Co., an affiliate of the Springfield- 
Monarch Companies since last year. 

Charles M. Fish, president of the Free- 
port and Horizon Insurance Companies 
and vice president of other companies 
in the Springfield-Monarch Group, has 
been named regional manager. This mid- 
western regional office replaces the 
Springfield’s western Yes He: office 
in Chicago, which was originally estab- 
lished in 1876. 

Regional Manager Fish, a graduate of 
the University of Illinois, joined the 
Freeport in 1935 and was elected presi- 
dent in 1956. He was elected a director 
of the Springfield and vice president of 
the Springfield-Monarch Companies in 
1960. He is past president and a director 
of both the National Association of In- 
dependent Insurors and the Illinois Bu- 
reau of Casualty Insurors, and a spon- 
sor and director of the Illinois Insurance 
Information Service. 





North Central and W. Va. 
Company Plan Affiliation 


Directors of the North Central Co., 
Minnesota-based holding company for 
insurance and mutual fund companies, 
and West Virginia Insurance Manage- 
ment Corp. (WIMCO), Huntington, W. 
Va., a holding company for insurance 
and finance subsidiaries, have given ap- 
proval to an affiliation agreement, it is 
jointly announced by the two companies. 


Theodore Sanborn, North Central 
president, and V. J. Pobrislo, president 
of the West Virginia company, said the 


proposed arrangement would make pos- 
sible an exchange of management know- 
how and cooper ration in sales activities. 
The proposal is to be voted on by the 
stockholders of both companies. 

Under the agreement, North Central 
will acquire 1,700,000 shares of the West 
Virginia company’s authorized but un- 
issued stock, representing a 57% interest 
in that company for an investment of 
approximately $2,500,000. The WIMCO 
group includes the West Virginia Life, 
West Virginia Fire & Marine and WIM- 
CO Credit Corporation. The life insur- 
ance subsidiary has insurance in force 
totaling about $20,000,000. 

The North Central Company was or- 
ganized last year as a parent company 
for varied insurance operations and mu- 
tual funds, by management of North 
Central Life, 40-year old firm with $130,- 


BROADER 
PROTECTION 
AT LOWER COST... 


APPOINT BURKE IN BUFFALO 

Peerless Insurance Co. of Keene, N. 
H., has appointed James D. Burke mul- 
tiple line special agent in its Buffalo 
branch office. He succeeds Max J. 
Marion promoted to manager of the 
company’s Montpelier, Vt. office. Mr. 
Burke, a native of Buffalo, was grad- 
uated from Canisius College. In his new 
duties, he will assist manager George 
Polisson in the servicing and develop- 
ment of company business in the West- 
ern New York Area. 


VENDING MACHINE CONTROL 
The Minnesota Association of Inde- 
pendent Insurance Agents has set up 
a “watchdog” committee to guard against 
unauthorized machine vending of in- 
surance policies in the state. At the last 
session of the legislature the associa- 
tion worked with the state Insurance 
Department in drafting legislation to 
control machine vending. 





000,000 of life insurance in force. It has 
been the philosophy of North Central’s 
management that a group of affiliated, 
regional insurance and investment com- 
panies, operating independently but shar- 
ing management talent and marketing 
opportunities, can compete with large 
national insurance companies, while re- 
taining their local identity and advan- 
tages. 





owners. 
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L2il’s MULTI-PERIL APARTMENT HOUSE POLICY 


Now, the modern technique of insurance 
packaging brings broader coverage at a 
substantial saving to apartment building 


One broad policy provides all the basic 
property and liability coverages pros- 
pects usually need. Special features 
include rental income provisions. ..auto- 
matic extra expense coverage to $1,000... 
sixty day coverage for new construction. 
Check now for availability in your state. 


Comprehensive sales and underwriting 
kit on package—policy production...now 
helping L & L agents build premium 

. volume across the nation. Contact your 
L & L fieldman or write Advertising 


we i Lonpon & LancasHire INSURANCE GROUP 
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SAFEGUARD INSURANCE COMPANY 
STANDARD MARINE INSURANCE COMPANY, LTO. 


20 Trinity Street, Hartford, Connecticut 
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Export Credit Insurance 


(Continued from Page 1) 


of Association were prepared to be exe- 
cuted by those companies which had 
indicated in writing a willingness to take 
a participation in the proposed syndicate 
or association to underwrite commercial 
T isks.” 

Mr. Bivin then explained that the basic 
provisions as a starting point for the 
formation of the association agreed to 
by and between the subcommittee and 
the officials of Eximbank are as follows: 


We're 
on the job 


almost before 


you 

hang up 
the 

phone! 


“That the association will assume 50% 
of the liability of each commercial risk 
and Eximbank will participate as a coin- 
surer on each such risk covering the re- 
maining 50%. A comprehensive policy 
will be developed and issued offering cov- 
erage for the commercial risk and for the 
political risk. The policy will name 
Eximbank and the association (presently 
known as Foreign Credit Insurance As- 
sociation) as insurers and by its terms 
provide that Eximbank and the associa- 
tion are jointly bound in equal shares 
on all commercial risks, but that as to all 
political risks Eximbank alone is the in- 


surer with no involvement whatsoever 
of the association. 

“The policies will also provide as to the 
commercial risks that the insurance will 
not exceed 85% of the amount of the in- 
voice or amount of oredit insurance ap- 
plied for requiring a retention of 15% 
interest for the domestic exporter on 
each risk. 

Liability Never to Exceed $1 Million 

“The association will provide in its 
agreement with Eximbank that its lia- 
bility will at no time exceed $1,000,000 


in losses in excess of the premiums col- 





Our more than 50 offices are staffed with men who are not only quick, but 
experienced, knowledgeable and fully-trained, too. And best of all, they’re 
ready to help you with all your insurance problems. Our speedy service and 
fast claims settlement are just two reasons why we say: We write 27 different 
kinds of insurance, but we have only one policy —satisfaction! Please try us. 
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lected by the association on the commer- 
cial risks. Losses in excess of $1,000,000, 
should they be sustained, will be assumed 
and paid by the Eximbank. Global limits 
as to total amount of exposure in any 
given year are as yet to be negotiated 
between the association and Eximbank. 

“Under a recent regulation Eximbank 
expects to operate under $1 billion global 
limit, but this applies to all of Exim- 
bank’s guaranty operations, including 
credit, insurance and the political expo- 
sures.’ 

It was further explained that the appli- 
cation of limits of exposure by country 
or territory will be considered, although 
“the present indication is tha! this should 
be flexible and more of an underwriting 
regulation than any fixed contractual 
stipulation. Similarly, the p-ospect of 
applying limitations to a line of business, 
such as agriculture, heavy industry, etc, 
may be anced although here again 
flexibility is needed. It is believed that 
the application of underwriting rules 
rather than a fixed stipulation limit by 
contract is more desirable. 

“In time,” said Mir. Bivin, “when the 
association has some experience in the 
venture and through its staff becames 
more knowledgeable in the operation of 
a foreign credit ins:rance business, if 
the results have been favorable, the asso- 
ciation may consider increasing its lim! ts 
of liability and similarly to increase its 
retention. Ex:mbank is willing to go 
along with 50% participation in the com- 
mercial risks, but hopes that the industry 
will soon see its way clear to assume a 
higher retention 

“The proposed assoc‘ation is purcly 
advisory in its present concept. Ther« 
is a strong feeling by many of the par- 
Soren that at the outset it should op- 

rate under the wing of and perhaps be 
seemed with an exis‘ing association in the 
industry and to obtain the benefits that 
stem from such an arrangement by the 
use of exist-ng employes. However, the 
association will require a staff—a man- 
ager, assisted by a second man who 
should bring foreign credit insurance 
knowledge to the association and in time 
some stenographic and clerical help 

“Eximbank’s right to engage in an in- 
surance and reinsurance business has 
been established by the passage of the 
Robertson Bill which extends this au- 
thority and publicity to that effect was 
released by the House Committee on the 
day President Kennedy signed the bill 

“As of this report, the association has 
20 companies that have signed the Dec 
laration and the Constitution indicating 
a participation. At present, an agree- 
ment between the association and Exim- 
bank has been drafted defining the terms 
of the joint venture and it will be sub- 
mitted to each member company for in- 
formation and approval. Eximbank is 
prepared to assist the launching of the 
venture financially with funds that are 
available for this purpose which would 
include Eximbank’s share of the initial 
expenses in creating the association and 
staffing and equipping the association’s 
office.” 


Harris Sees Vital Need for Export 
Credit Ins. 


In his address W. C. Harris of Phoe- 
nix Assurance emphasized that credit 
insurance has long been recognized as a 
necessary adjunct to international com- 
merce. He explained that the recent 
flight of gold from the U. S. Treasury 
was “one item which turned the Federal 
Government's attention to the need for 
an increase in the United States export 
business. Moreover, it is obvious to us 
all that the productive capacity of many 
of our industries has grown to exceed 
the needs of the home market and, to 
maintain and improve our standard of 
living, foreign trade becomes of increas- 
ing importance. 

“The present Admin‘stration early in 
its existence told the relevant Govern- 
ment ‘Departments in no uncertain terms 
to get busy in devising all possible aids 
to overseas trade and one of these aids, 
probably one of the most important, was 
the provision of some form of export 
credit guarantee to place our exporters 
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in at least as good a credit position as 
their foreign competitors.” 

Mr. Harris in explaining the need by 
exporters for protection against many 
unforeseeen risks, said: 

“In the domestic field a merchant can 
buy credit insurance from the private 
insurance market. In trading with an 
overseas customer, however, in addition 
to the risk of the financial default of 
the customer, which we will call the 
commercial credit risk, the exporter faces 
certain other less controllable and even 
more disastrous risks. The currency of 
the customer’s country might be de- 
valued, currency payments outside the 
country might be banned or ‘blocked.’ 
Goods on the high seas might be pre- 
yented from delivery to the customer be- 
cause of import restrictions imposed by 
his government during transit. These 
are known as ‘political credit risks’ and 
insurance against these loss possibilities 
is just as necessary to the trader as in- 
surance against the normal commercial 
credit loss. It is obvious that the catas- 
trophe hazard in the political field is of 
enormous proportion and it is here that 
some assumption of risk by Government 
is considered necessary in most parts of 
the world. 

“As an illustration of the ways in 
which the two types of foreign credit 
risks are covered I will cite the United 
Kingdom, where the Export Credit 
Guarantee Corp., a purely Governmental 
institution, underwrites and administers 
both the political and commercial covers. 
Foreign commercial credit insurance 
alone can be bought in the private in- 
surance market, but the political irisk 
coverage can be bought only from the 
government agency which, incidentally, 
has over the years built up considerable 
underwriting profit. 

“As you can see, there are several ways 
of killing this particular cat and, having 
been associated with Tom Bivin in the 
later stages of his work with Eximbank, 
1 feel confident that this American com- 
promise whereby the insurance industry 
carries 50% of the commercial risk, with 
the Government Agency, the Export- 
Import Bank, carrying the whole politi- 
cal risk and co-insuring 50% of the com- 
mercial coverage, is a really workman- 
like solution to a complicated and deli- 
cate problem.” 


Many Leaders to Attend 


General Brokers Dinner 
Leaders from many segments of the 
insurance business will be represented 
on the dais at the forthcoming 36th an- 


nual dinner of the General Insurance 
Brokers’ Association of New York, Inc. 


to be held on October 26 at the Hotel 
Astor, according to Charles M. Dorf- 
man, president. 

The following, other than association 
officials, will be on hand to watch pres- 
entation of the Gold Medal Award to 
Judge Albert Conway: 

Alfred J. Bohlinger, former Superin- 
tendent of Insurance, New York State; 
Matthew A. Campbell, Deputy Superin- 
tendent of Insurance, New York; Sam- 
uel C, Cantor, First Deputy Superin- 
tendent of Insurance; William F. Con- 
don, New York State Senate, chairman 
Insurance Committee; Mary H. Donlon, 
Judge, United States Customs Court. 

James B. Donovan, recipient, 1958 
General Brokers Gold Medal Award; 
Samuel R. Feller, ‘recipient, 1939 Gold 
Medal Award; Arthur C. Goerlich, pres- 
ay Insurance Society of New York; 
. J. Harrington, executive vice pres- 
oh National Association of Casualty 
and Surety Agents. 

Victor Herd, chairman of the board, 
America- Fore Loyalty Group, recipient, 
1954 Gold Medal Award; Charles 
Howell, Commissioner of Insurance of 
New Jersey; William Leslie, Sr. recipi- 
ent, 1947 Gold Medal Award; Wil- 
liam Leslie, Jr, general manager, 
National Bureau of Casualty Un- 
derwriters; J. J. Magrath, wecipient, 
1951 Gold Medal Award; Ray Murphy, 
recipient, 1953 Gold Medal Award; E. 

Niver, executive vice president, New 
York Board of Fire Underwriters ; 
George H. Ort, executive vice president, 


Insurance Brokers’ Association of the 
State of New York; T. Nelson Parker, 
Commissioner of Insurance of Virginia; 
Alfred N. Premo, Commissioner of In- 
surance of Connecticut. 

George J. Schepens, manager, National 
Automobile Assigned Risk Plan; John C. 
Stott, recipient, 1949 Gold Medal Award; 
Thomas Thacher, Superintendent of In- 


surance of New York; Peter Ward, 
Deputy Superintendent of Insurance, 
New York State; Otis M. Whitney, 


Commissioner of Insurance of Massa- 
chusetts; Julius S. Wikler, former 
Superintendent of Insurance, New York 
State. 





N. Y. City Agents’ Golf 


Centre, 
the 
Wright 


Outing Winners Named 


100 golfers teed off at the 
eighth annual golf outing of the New 
York City Insurance Agents Association 
held at the Rockville Club, Rockville 
Long Island, and 123 — 
the 
President’s 
Trophy. The Hooper Holmes Trophy 
for low gross score was won by Alan 
Cook of the David White Agency. 

In the Seniors group, Clarence Fuss 


Nearly 


Robert 
Agency won 


dinner. Stimpson of 


the 
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O You'll have outstanding facilities for practically every 
kind of insurance you’ll ever write and exceptional service 
for such specialized fields as: 


Rate Engineering 
Public Utility Risks 
Business Interruption 
Boiler and Machinery 
Accident and Sickness 
Bonds and Burglary 


won the Weekly Underwriter Trophy 
for low gross and L. Seldon won the Ma- 
rine Midland Trophy for low net. Other 
prizes were won by Milton Lyman,, Joseph 
Kehoe, Frank Spitalny, David Tuttle, W. 
Cook, Rut Howard, Cortland Theurer, 


Robert LeBright, Alfred Jaffe, Rus 

Clure, E. Heller, Edward Dan Hauser, 

Al Rose, G. Haggerty, M. A. Straus, B. 

Schuster, Abbey Gilbert, Arthur Blank, 

. Allen, Max Angstreich, and Herbert 
ay. 


Door prizes were won by William 
Empson, Thomas Kennelly, Richard 
Daun, John F. Curry, III, and Harry 


Stevens. 
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You'll be assured of fast and efficient service 
through a nearby America Fore Loyalty Group office. 


You’ll have prompt and fair claims service 
available locally and wherever your clients may travel 
in the United States or Canada. 


You’ll find policies carrying the America Fore Loyalty 
Group seal enjoy high acceptance because of our 
outstanding reputation for strength and dependability. 


> 


Contact our nearest office for a fieldman to give you all the facts. 


The Continental Insurance Company e 
Niagara Fire Insurance Company = « 
Milwaukee Insurance Company of Milwaukee, Wis. 

Seaboard Fire & Marine Insurance Company = « 


Firemen’s Insurance Company of Newark, New Jersey > 
The Fidelity and Casualty Company of New York « 


Niagara Insurance Company (Bermuda) Limited 





Fidelity-Phenix Insurance Company 


National-Ben Franklin Insurance Company of Pittsburgh, Pa. 
Commercial Insurance Company of Newark, N. J. 


e The Yorkshire Insurance Company of New York 
¢ — Royal General Insurance Company of Canada 
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INA “Message To The Men” Program 


A “Message to the Men” provides 
the theme for Insurance Company of 
North America’s new fall advertising 
and sales promotion program. The new 
campaign supports sale of the company’s 
complete line of personal and commer- 
cial insurance “packages.” Program 
kick-off date was October 9. 

“Sports Illustrated” magazine car- 
ried the first of five new ads on that 
date to its nearly 1,000,000 weekly read- 
ers. All of the ads in the series show 
a typical INA agent enjoying new 
prestige at home, as the result of his 
success selling INA’s insurance pack- 
ages. 

In addition, INA is inserting a full- 
color, four-page ad in selected insur- 
ance trade journals during the eight- 
week campaign which concludes Decem- 
ber 1. The trade ad also uses the Mes- 
sage to the Men theme, calling agents’ 


attention to the advantages of selling 
INA “Golden Packages” of insurance 
protection. 


Direct mail and fresh, new sales pro- 





GAB Changes in N. Y. S. 


Edward E. Reiser has succeeded 
Clyde E. Culp as branch manager at 
Patchogue, N. Y., and Richard O. Gar- 
retson has been promoted to branch 
manager at Thornwood, N. Y., succeed- 
ing Mr. Reiser, the General Adjust- 
ment Bureau announces. 

Prior to joining the bureau at Patch- 
ogue in 1952, Mr. Reiser graduated from 
Hofstra College. In 1960 he was pro- 
moted to branch manager at Thornwood, 
where he has served to date. 

Mr. Garretson graduated from New 
York University. He joined the bureau 
in 1950 at White Plains. In 1960 he was 
transferred to Thornwood. 
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motion material, aimed at more than 
20,000 independent INA agents through- 
out the U. S. and Canada, back up the 
advertising portion of the Message to 
the Men program. The direct mail pieces, 
a separate set for each week of the 
program, will be mailed to agents’ homes 
as well as to their places of business. 
Each piece carries a message similar to 
and calling attention to the correspond- 
ing week’s “Sports Illustrated” and 
trade press ads. 

Other Message to the Men support 
consists of a sales idea booklet, news- 
paper tie-in mats, mail inserts, posters 
and displays. 

The Message to the Men program is 
tailored after the company’s summer 
sales campaign, “Word to the Wives.” 
The Word to the Wives advertising and 
sales promotion effort netted the com- 
pany 5% gain in sales over a similar 
eight-week period last year. More than 
15,000 INA agents participated. 


Currie New President of 
Long Island Fieldmen 


Edwin W. Currie, manager of the 
Boston-Old ‘Colony Insurance Companies 
at Mineola, N. Y., has been elected pres- 
ident of the Long Island Fieldmen’s In- 


surance Associ ation. Other new officers 
are: vice president, Allan H. Harris, 
Agricultural; secretary, Howard M. Bell, 


America Fore-Loyalty Group; 
William Long, Phoenix of 
Group. 

a ymnmittee chairmen include: fire safe- 

Peter H. Mahland, Appleton & Cox; 
ater ay safety, Arnold Kern, American 
Casualty; education, Chester W. Nietzel, 
United States Fidelity and Guaranty. 

A major purpose of the association is 
to conduct public relations activities on 
behalf of the capital stock insurance in- 
dustry. To effect a closer relationship 
with agents liaison representatives have 
been appointed to work with county 
boards of agents. Plans for the coming 
year include promoting the Eastern rat- 
ing bureaus fire protection scholarship 
program, strengthening the New York 
State Speakers Bureau on Long Island 
and establishing agent- press contacts to 
facilitate news coverage of insurance 
matters. 


treasurer, 
London 


New Name for Big-Risk Policies 
Written by New England Mutuals 


“Selected Insurance ‘Risks” is the de- 
scriptive new name for the big-risk pol- 
icies written by the New England Agen- 
cy Mutuals through the Mutual Fire 
Underwriters Association of New Eng- 
land, Manager George W. Howell of the 
reinsurance pool announces. 

For more than 30 years, the 23 mem- 
ber companies have offered large-risk 
capacity to their agents through their 
automatic reinsurance pooling arrange- 
ment. The new name, and the trademark 
“SIR,” from its initials are intended to 
be more truly descriptive of the opera- 
tion than the old nicknames of “the bu- 
reau” or “the MFUA” which have been 
used for the plan in the past. 

In the “SIR” plan, policies are written 
by agents of member companies up to 
limits running into the millions of dol- 
lars. The agent is paid his regular rate 
of commission, and the cost to the in- 





Great American Changes 


In Pennsylvania Field 

The Great American has named J. F. 
Webb as special agent in the east central 
Pennsylvania territory to succeed Special 
Agent Robert W. Fuller who has re- 
signed. Mr. Webb will make his head- 
quarters in the Allentown area and will 
serve under the over-all supervision and 
direction of Manager Robert W. Zoller 
of the company’s Philadelphia office. 

Prior to his appointment, Mr. Webb 
served as special agent in western Penn- 
sylvania out of the company’s Pittsburgh 
service office. 

The Great American also announces 
appointment of Giles Holtzman as special 
agent in Allegheny County and south- 
west Pennsylvania territory. He succeeds 
Mr. Webb. Mr. Holtzman will serve un- 
der the direction of Manager Richard 
B. Urda of the company’s Pittsburgh 
service office and will operate out of that 
office. 

Mr. Holtzman has had_ extensive 
training in underwriting and prior to 
his appointment as special agent he com- 
pleted a comprehensive training program 
in the home office in New York. 
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sured is based on the originating com- 
pany’s regular dividend or deviation, 

The Selected Insurance Risks plan is 
available through agents of the New 
England Agency Mutuals in 26 states, 
Service is provided by a staff of 33 engi- 
neers and inspectors in the field. 

Member companies of the Mutual Fire 
Underwriters Association of New Eng- 
land, participating in the “SIR” plan, 
are: Abington Mutual Fire, Attleboro 
Mutual Fire, Berkshire (Mutual, ‘Cam- 
bridge Mutual Fire, Dorchester Mutual, 
Fitchburg Mutual Fire, Grange Mutual 
of ‘Rochester, N. H. 

Guarantee Mutual, Hingham Mutual 
Fire, Holyoke Mutual Fire, Lowell Mu- 
tual Fire, Lynn Mutual Fire, Manufac- 
turers & Merchants Mutual, Merri- 
mack Mutual Fire, Middlesex Mutual 
Fire of Concord, Mass. 

Mutual Fire of Saco, Maine, Norfolk 
& Dedham Mutual Fire, Pawtucket Mu- 
tual, Phenix Mutual Fire, Providence 
Mutual Fire, Quincy Mutual Fire, Trad- 
= & ‘Mechanics, Worcester Mutual 

ire. 


$18,000,000 Paid in Thirty 


Days to Carla Assureds 


Payment of more than $18,000,000 to 
Texas policyholders was authorized in 
just 30 days of operations by adjusters 
handling Hurricane Carla loss claims for 
capital stock insurance companies, B. P. 
L. Carden, general adjuster for the Na- 
tional Board of Fire Underwriters, an- 
nounced. 

“Of 119,813 losses reported to stock 
companies operating through the Na- 
tional Board’s offices, and other stock 
companies with whom we have close 
contact, 49,596 have been closed and an 
additional 40,553 losses have been in- 
spected and are in the process of being 
closed,” Mr, Carden said. “This makes 
a total of 90,149 property inspections 
that have been made in 30 days.” 

Mr. Carden, who has been on the scene 
in all major hurricanes in the United 
States since 1936, said: “Never before 
have I known of such a high percentage 
of losses closed in such a short time. 
Never before has there been such a 
rapid concentration of adjusters in one 
state. Never before have adjusters faced 
such a difficult job. 

“Our companies have _ traditionally 
stood on proved records of accomplish- 
ments. Only now after a careful analysis 
of the total picture is a record of per- 
formance beginning to emerge—and we 
think it speaks for itself.” 


Mulcahy on Church Fire 
Cover in 8th Printing 


After seven printings of Monsignor 
George D. Mulcahy’s booklet “Under- 
standing Church Fire Insurance,” an 
eighth printing of this booklet has just 
been announced by The Catholic Uni- 
versity of America Press. Monsignor 
Mulcahy spent 17 years as chancellor 
of the Diocese of Harrisburg. “Shortly 
after I became chancellor in 1936,” he 
said, “a big school in our diocese 
burned to the ground. We eventually 
reached a satisfactory adjustment, but 
only after a great deal of difficulty. After 
that I vowed that the adjusters would 
never finds us in the same position 
again !” 


DIETRICH JOINS ST. PAUL 

Ervin J. Dietrich has been appointed 
state agent for the St. Paul Fire & 
Marine with headquarters in the com- 
pany’s Baltimore office, under supervision 
of Manager John A. Barnes. For several 
years Mr. Dietrich has been a fieldman 
for another company in the Baltimore 
area, 
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Brokers May Seek Prior 
Approval Law in Mass. 


The Insurance Brokers Association of 
Massachusetts announces that it may 
sponsor legislation to “open rate filings 
to public inspection before they become 


effective” and to “provide for positive, 
prior approval of all filings by our In- 
surance Department.” Massachusetts is 
one of the few states that now has a 
“file and use” rating law. 

The IBAM statement came as a fol- 
low-up to an article in the association 
newsletter in which IBAM President 
James Cantor criticized a filing to further 
reduce Massachusetts’ Homeowners 
rates. Stating that last month’s report 
“has been confirmed” and that “many 
responsible company executives have 
privately indicated they agree with our 
contention that experience needed to 
justify the cut is not available at this 
time,” the IBAM president said “there 
is littke more that IBAM or any other 
interested party, including our Insurance 
Department, can do to prevent the fil- 
ing from becoming effective.” The re- 
sponsibility for this situation was laid 
to what Mr. Cantor termed “the secrecy 
provision” and “the subsequent disap- 
proval” provision of the Massachusetts’ 
rating laws. 

“Despite our law,” wrote Mr. Cantor, 
“the Massachusetts Insurance Depart- 
ment was so highly respected that in 
practice its ‘prior approval’ has always 
been sought for a new filing. The net 
result is that, despite our law, Massa- 
chusetts has nearly always operated on 
a ‘prior approval’ basis. In _ principle 
however, most members of your exec- 
utive council and, we think, the major- 
ity of our members subscribe to the 
sentiments expressed in the most recent 
report of the National Association of 
Insurance Commissioners.” 


Mutual Agents Intervene 
In Public Housing Suit 


Past President John Enos of New 
Orleans announced to the recent conven- 
tion of the Louisiana Association of 
Mutual Insurance Agents that it would 
participate in the Bogalusa housing proj- 
ect case now in litigation. The Louisiana 

3oard of Directors had authorized that 
the Louisiana Association intervene 
amicus cureae in the appeal now pending 
to the Supreme Court of the state. 

A Louisiana lower court had ruled that 
the housing project of City of Bogalusa 
could buy mutual insurance. An inter- 
mediate appellate court has reversed this 
decision. Stock agents have intervened to 
fight the purchase of mutual insurance 
by the Housing Authority. 

While the case is formally between 
the Bogalusa housing project, Public 
Housing Administration and the Hous- 
ing Authority of the City of Bogalusa, 
Other parties have intervened including 
a group of 118 stock agents and various 
other mutual organizations, the Amer- 
ican Mutual Insurance Alliance, the 


Metropolitan Life Insurance Co., the 
Association of Factory Mutuals, and 
now, the Louisiana Association of Mu- 
tual Insurance Agents. 





Greater N. Y. Brokers 
Support “Prior Approval” 


Directors of the Greater New York 
Insurance Brokers’ Association have 
unanimously adopted a resolution back- 
ing prior approval of property and cas- 
ualty insurance rates. The board is the 
policy-making body of the GNY Brokers. 

Robert J. Kornstein, president of the 
association, says his association strongly 
supports continued “positive regulation 
of the insurance business by the states. 
At the same time the brokers will put 
their full force behind every healthy 
effort to expand the supply of insur- 
ance.’ : ; 

Elimination of current prior approval 
regulations, the GNY Brokers feel, could 
result in uncontrolled competition which 
would not be in the interest of the in- 
suring public, the insurance industry or 
the regulatory authorities. 

In upholding prior approval, the GNY 
Brokers’ Association aligned itself with 
the philosophy expressed in the report of 
the Gerber Committee of the National 
Association of Insurance Commissioners 
adopted last June. 


New York Agents Meet at 
Poughkeepsie, Binghamton 


George A. Kramer, Jr. of Williston 
Park, executive vice president of the 
New York State Association of Insurance 
Agents, has released the program for the 
last two regional meetings being held by 
the state association. They will be in 
Poughkeepsie Wednesday, October 25, 
and Binghamton Thursday, October 26. 
The Poughkeepsie meeting will be at the 
Anchor Inn and the Binghamton meet- 
ing at the Sheraton Inn. 

The program will follow closely that 
of previous regional meetings starting 
with a luncheon session and continuing 
through a concentrated afternoon of 
discussion and study of current insur- 
ance problems. Association speakers in- 
clude Raymond A. Muth of Newark, 
president, Mr. Kramer and Arthur L. 
Schwab of Staten Island, legislative 
representative. Other speakers include 
William H. Brewster of New York City, 
special assistant to the general man- 
ager for public relations, National Bu- 
reau of Casualty Underwriters; John A. 
Clayton, New York City, assistant man- 
ager multiple line department, Royal- 
Globe Insurance Companies; Eugene A. 
Toale, New York City, secretary of 
Recording and Statistical Corp. At the 
Poughkeepsie meeting John Condon, 
Albany District Motor Vehicle Super- 
visor, will represent the Motor Vehicle 
Department with Frank McHenka, Bing- 
hamton district, Motor Vehicle Super- 
visor, representing the Department at 
the Binghamton meeting. The Assigned 
Risk Plan will be represented by George 
J. Schepens, manager at Poughkeepsie 
and John R. Wood, assistant manager, 
at Binghamton, both of New York City. 

The special girls’ “Buzz Session” will 
be moderated in Poughkeepsie by Thelma 
Barger of Poughkeepsie, vice president 
of the Federation of New York Insur- 
ance Women’s Clubs and in Binghamton 
by Irene Dickinson of Syracuse, past 
president of the Federation. 





Career of Mutual Assn. President 


As announced in the October 9 issue, 
Ralph H. Bennett was elected president 
of the National Association of Mutual 
Insurance Companies at its 65th annual 
convention in New York City on Oc- 
tober 4. Mr. Bennett is secretary-man- 
ager of the Ventura County Mutual 
Fire of Ventura, Calif., and has been 
with his company for 23 years. 

As president of the National Associa- 
tion he heads an organization having 
1,267 member mutual fire and casualty 
insurance companies located from coast 
to coast. The three-day meeting in 
New York City had an array of 60 
speakers and panel moderators dealing 
with topics vital to the insurance in- 
dustry with special attention devoted 
to insurance marketing of the future. 

Mr. Bennett was secretary of the 
California County Mutual Insurance As- 
sociation for 15 years. He is a member 
of the President’s Committee for Traffic 
Safety and is a director of the American 
Mutual Insurance Alliance in Chicago. 

As also reported in The FEast- 
ern Underwriter, other officers elected 
were: president-elect, Lester T. Jones, 
president, Allied Mutual Des Moines, 
Iowa; vice president, Don Mont- 





Brooklyn Brokers Dinner 
And Dance on November 16 


The Brooklyn Insurance Brokers As- 
sociation will hold its 49th annual dinner- 
dance on Thursday evening, November 
16, in the grand ballroom of the St. 
George Hotel in Brooklyn. Abraham 
Punia is general chairman and also heads 
the entertainment committee. Alfred J. 
Rosse is honorary chairman and Eileen 
Nugent secretary. 
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gomery, executive vice president-secre- 
tary, Celina Mutual, Celina, Ohio. 

Directors elected for three year terms 
are Fred Benson, vice president, Farm- 
ers Mutual Hail, Sheldon, Iowa; John 
N. Tulley, president-treasurer, Dorches- 
ter Mutual Fire, Boston; C. Jacob 
Speicher, secretary, Farmers Mutual of 
Berks County, Robesonia, Pa.; H. M. 
Cullimore, president-manager, Snake 
River Mutual, Boise, Idaho, and C. D. 
FunderBurk, president Cotton States 
Mutual, Atlanta, Ga. 
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Honored at Luncheon 


For 25 Years with NBCU 


WILLIAM H. BREWSTER 


In recognition of his 25 years of serv- 
ice with the National Bureau of Casualty 
Underwriters, William H. Brewster, spe- 
cial assistant to the general manager for 
public 
a luncheon given by his associates Octo- 
ber 16. William Leslie, Jr., 
ager of NBCU, presented Mr. Brewster 
with a set of matched luggage in com- 
memoration of the occasion. 

A graduate of Columbia University, 
Mr. Brewster gained his early training 
in casualty insurance underwriting in 
the New York office of the General 
Accident, Fire and Life Assurance Corp. 
After several years of underwriting ex 
perience with the New York Indemnity 
and the Standard Surety and Casualty he 
became assistant manager of the auto- 
mobile division of the National Bureau 
of Casualty Underwriters in 1936, ad- 
vancing to the position of manager in 
1947. From 1947 to 1958 he also acted 
as chairman of the automobile rating 
committee. 

On October 1, 1958, Mr. Brewster was 
appointed to his present position of spe- 
cial assistant to the general manager for 
public relations 

Mr. Brewster is an 
ee musician. He has been an 
organist and choir director in and about 
the New York area for many years. Now 
he plays the organ and directs the choir 
at the Unitarian Church of All 
Souls, 80th and Lexington Ave. Mr. 
Brewster's wife, Mildred, is a leading 
soprano in the choir. She sang at many 
concerts and on radio. Mr. Brewster 
made his debut when he gave an organ 
recital in Cornell University at age 15. 


Inland Claims Assn. Meets 
The first meeting of the Inland Ma- 
rine Claims Association of New York, 
Inc., was held at Archer’s Restaurant 
with a panel discussion of the theory and 
procedure of subrogation. Heading the 


relations, was guest of honor at 


general man- 


enthusiz eae and 











peal were Bert Cotton of the law firm 
f Rein, Mound and Cotton, and Robert 
Kier rnan, superintendent of the recovery 
department of the Atlantic Mutual. 
Among subjects discussed were the 
limits of liability in the uniform truck- 
man’s receipt and the fur storage receipt. 
President Lester Pike announced that 


an shee ational program was planned for 
the coming year with a series of after- 
noon seminars to be held in addition 
to the regular monthly meetings. 





TIRB Now 25 Years Old; 
1961 Annual Meeting Held 


Members of 
surance Rating 


the Transportation In- 

3ureau celebrated a 
silver anniversary at their 25th annual 
meeting. It was on October 14, 1936 
that 25 mutual fire companies organized 
what was then known as the Mutual 
Marine Conference. The members wrote 
$458 000 of inland marine premiums that 
year. In the 25 ensuing years the organ- 
ization has expanded its operations into 


the aviation and multiple line fields. 
Manager W. H. Rodda reported that 
the 295 member and subscriber com- 
panies will write over $200,000,000 01 


TIRB 1961 

Companies elected to serve as the 
TIRB executive committee for the com- 
ing year are: American Manufacturers 


premiums under filings in 


Mutual, Central Mutual, Federated Mu- 
tual Implement and Hardware, Grain 
Dealers Mutual, Hardware Dealers Mu- 
tual Fire, Indiana Lumbermens Mutual, 
Liberty Mutua! Fire, Nationwide Mutual 
Fire, Worcester Mutual Fire. 

Reports on technical and filing ac- 


tivities of TIRB were made by M. 
French for the aviation department, F. 
F, Fowler for the inland marine depart- 
ment, and F. W. Purmort, Jr., for the 
multiple lines department. E. N. Harri- 
man, vice president of Liberty Mutual 
Fire and chairman of the TIRB exec- 
utive committee, and TIRB Manager 
W. H. Rodda made reports on opera- 
tions of the bureau. Filings of inland 
marine rates are made in all states where 
such filings are required, and Home- 
ywners filings are made for member and 
subscriber companies in 39 states. 
Indications 


are that inland marine 
premium writings will again be up at 
least 10% in 1961 and that Homeowners 
premiums will rise by 40%. Loss ratios 
continue satisfactory in spite of heavy 
windstorms in some areas, and rate 


reductions to meet current underwriting 
trends. 


Transportation Claims 


Handbook is Published 


A book designed to clear away com- 
plexities of transportation loss adjust- 
ing, which have multiplied because of 
the relatively recent spread of multiple 
line underwriting concepts, has just been 
published by the Insurance Advocate. 
Written by Harold S. Daynard the new 
book provides an industry guide to 
everyday handling of transit claims. Mr. 
Daynard, an independent adjuster, heads 
the New York adjusting firm of Day- 
nard & Van Thunen Co. He is an attorney 
and for the past 15 years has been 
chairman of the education committee of 
the Inland Marine Claims Association. In 
this capacity, his regularly produced 
bulletins have provided the industry with 
discussions of individual legal decisions 
as well as analyses of court established 
precedents. 

The new book, “Handbook on Trans- 
portation Insurance Claims,” comprises 
an analytical digest of adjusting prac- 
tices, procedures, legislative history, 
legal principles, decisions, definitions and 
insurance coverages in the field of trans- 
portation insurance. 

Mr. Daynard, who was once president 
of the Inland Marine Claims Associa- 
tion, is author of the widely used text 
“Paths and By-Paths in Inland Marine 
Insurance,” also published by the In- 
surance Advocate. 

The 176-page new handbook may be 
purchased from the publisher, Insurance 
Advocate, 136 William Street, New York 
City at $4 per copy. Discounts are of- 
fered for the following bulk purchases: 
10 to 24 copies, $3.75 each; 25 or more 
copies, $3.50 each. 


Auto Insurance Policies Marketed 
With Aid of Electronic Processing 


Northwestern Mutual of Seattle is 
marketing an economy automobile insur- 
ance policy with the assistance of the 
first of a planned set of Radio Corpora- 
tion of America computer systems, it is 
announced by T. A. Smith, executive vice 
president, RCA Electronic Data Process- 
ing. Howard D. Heath, Northwestern 
Mutual president, said an RCA 501 med- 
ium-size data processing system already 
is at work, while a compact RCA 301 


system is to be installed before the end 
of the year. 
Acting on information fed to it from 


12 strategically located offices, the RCA 
501 computer will turn out insurance 
policies on special forms at the rate of 
72,000 printed numbers or letters per 
minute, according to Mr. Smith. He 
noted that the computer system also will 
produce, at high speed, commission in- 
voices and premium notices which will 
be forwarded to Northwestern Mutual 
agents for relay to policyholders. 
Northwestern Miutual, with 3,800 
licensed agents in the United St _ and 
Canada, specializes in automobile, home- 
owner, fire, and inland marine insurance. 
Recently, the firm placed in effect a 
“Pacesetter” automobile policy, issued 
through its wholly-owned subsidiary, the 
Northwestern Security. “The policy is 
designed not only to provide economical 
auto insurance coverage but also is tail- 
ored to permit the most efficient handling 


by an electronic data processing sys- 
tem,” Mr. Heath said. 
The early data handling assignments 





AIMA Opens Affiliate in 
Florida; Clagett Manager 


American International Marine Agen- 
cy of New York, Inc., has formed a new 
affiliate, A.I.M.A. of Florida, Inc. to 
service the southeastern section of the 
United States. The new company will 
provide both underwriting and loss facil- 
ities in this area for the American Home 


Assurance, Birmingham Fire of Penn- 
sylvania, Fidelity and Guaranty Insur- 
ance Underwriters, Inc., Fidelity Insur- 


ance Co. of Canada, Granite State In- 
surance Co., Insurance Company of the 
State of Pennsylvania, Millers National, 
National Union Fire, The Netherlands, 
New Hampshire Insurance Co., North- 
western National, and the United States 
Fidelity and Guaranty, whose marine 
business is managed by the A.I.M.A. of 
New York, Inc 

The office of the new company will 
be located in the Atlantic Coastline 
3uilding, Jacksonville, under manage- 
ment of Marshall D. Clagett, vice pres- 
ident. Before joining A.I.M.A., Mr. 
Clagett was a partner of Spawr-Clagett 
& Company, New Orleans, and for 10 
years prior to that was ocean marine 
underwriter for Cravens-Dargan & Co., 
Houston, Texas. He is ta member of the 
Propeller Club and Mariners Club and 
was formerly a member of the Port 
Advisory Council of both Houston and 
and New Orleans. 





Shipment on 110 Railroad 
Cars Was Insured by INA 


To dramatize the change from hand 
to mechanical cotton picking, farm equip- 
ment manufacturer Deere & Co. sent 
441 mechanical cotton picking machines 
to Atlanta, Ga. in one gigantic ship- 
ment. They arrived from Des Moines, 
Iowa, aboard 110 railroad cars, one of 
the largest shipments in railroad history. 
The shipment, was protected by a spe- 
cially tailored Insurance Company of 
North America trip transit policy written 
by the Oakleaf-Tarbox Agency, an in- 
dependent INA agency in Moline, III. 
Deere & Company valued the shipment 
at $5,500,000. 


for the Northwestern Mutual computers 
will provide premium processing and sta- 
tistics applications. Gradually, the two 
computer systems will handle homeowner 
policy applications, loss processing and 
statistics applications and an installment 
collection plan. 








e 
Some drivers 





Some are too old for the liabil- 
ity limits they want. Some too 
young. Some face the same 
problem for reasons other than 
age. The solution: The Fund 
Insurance Companies. Here a 
complete Excess and Special 
Risk Department unravels 
knotty problems, offers surpris- 
ingly low rates and high limits. 
And this service is available to 
all agents and brokers. Contact 
the fieldman from The Fund in 
your area. He’ll gladly send you 
a rate card. 





FIREMAN'S FUND INSURANCE COMPANY 

HOME FIRE & MARINE INSURANCE COMPANY 

NATIONAL SURETY CORPORATION 

Note: Excess Liability and Special Risks 
available in most states 
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Bradford Smith Will 
Address AMA Meet 


INS. SEMINARS NOVEMBER 8-10 





INA President to be a Luncheon Speak- 
er At American Management Assn. Fall 
Conference At Chicago’s Drake Hotel 





Bradford Smith, Jr., president, Insur- 
ance Co. of North America, will make 
the luncheon address, November 10 dur- 
ing American ‘Management Association's 


‘all insurance conference at the Drake 
Hotel, Chicago. 
Mr. Smith, who will discuss “Some 


Aspects of the Surplus Lines Problem,” 
plans to comment on the regulatory and 
underwriting problems arising out of the 
growing importance of the non-admitted 
market. He will point out the “probable 
effect on the interests of the corporate 
insurance manager.” 

James C. ‘Cristy, insurance manager 
for The Upjohn Co. of Kalamazoo, Mich. 
and AMA vice president in charge of 
the insurance division, and Lon Varna- 
dore, insurance manager for Weyer- 
haeuser Co., Tacoma, Wash. will be co- 
chairmen for the opening session, 
Wednesday morning, November 8. 

Management Control Panel 

Mr. Cristy, together with Neil F. 

Crowley, R. H. Lander and Gerard J. 


Rabbett will form a panel on “Manage- 
ment Control of the Risks of Accidental 


Loss.” Mr. ‘Crowley is assistant insur- 
ance manager, American Cyanamid Co., 
New York. Mr. Lander is insur- 


ance manager for Merck & Co., Rahway, 
N. J. and (Mr. ‘Rabbett is Penaee man- 
ager for Charles Pfizer '& Co., Inc., New 
York. 

Following a “get-together” luncheon, 
Robert Ashton, insurance department 
manager, office of the secretary, Chrys- 
ler Corp. of Detroit and George E. De 
Wolf, insurance manager, Jewel Tea Co., 
Inc., Melrose Park, Ill. will be co-chair- 
men of the afternoon session, 

Afternoon speakers include Arne 
Fougner, president of ‘Christiania Gen- 
eral Insurance Corp. of America, Tarry- 
town, N. Y.; Francis X. McCahill, Jr., 
assistant to insurance manager, Ameri- 
can Cyanamid Co, New York. and 
A. Hawthorne’ Criddle, executive 
vice president, Ostheimer-Walsh, Inc. of 
Philadelphia. Their topics: Mr. Fougner 
—“Rehabilitation of Accident Victims in 
Third-Party Liability Cases — A New 
Concept of Responsibility’; Mr. Mc- 
Cahill—“A Graphic Analysis of Guiding 
Principles for U & O Insurance”; Mr. 
Criddle—‘“Use of Financial Statements 
in Corporate Risk Analysis.” 

Co-chairmen for the Thursday morn- 
ing session will be William L. Hughes, 
general manager, insurance department, 
Armstrong Cork Co., Lancaster, Pa. and 
Merritt ‘C. Schwenk, Jr., assistant treas- 
urer—insurance and real estate, Frue- 
hauf Trailer Co. of Detroit. 

Sir Henry James Tucker, president of 
the Bank of Bermuda, Hamilton, Ber- 
muda; David H. Graham, Conyers, 
Dill & Pearman, Hamilton, Bermuda and 
Sidney R. Pine, New York, are 
slated to be panelists at the morning 
session. Their topic: “Legal, Tax, Ad- 
ministrative and Underwriting Consider- 
ations in Establishing ‘An Insurance Op- 
eration in Bermuda’.” 

William A. Miller, insurance depart- 
ment manager, Richfield Oil ‘Corp. of 
los Angeles, will be chairman of the 
afternoon session. Daniel W. Pettengill, 
actuary for the Aetna Life, will speak 
on “Cost Controls in Employe Benefit 
Programs”; Roy A. Westran, assistant 
insurance manager for Kaiser Aluminum 





NEW CONNECTICUT CAR INS. CO 





Covenant Insurance Co. of Hartford, a 
Mutual of Hartford Subsidiary, 
Approved by Commissioner Premo 
Covenant Insurance ‘Co. of Hartford 

has been approved by Connecticut Insur- 

ance Commissioner Alfred N. Premo to 
do business in that state. A wholly- 
owned subsidiary of Mutual Insurance 

Co. of Hartford, the new company will 

deal exclusively in private passenger auto 

insurance. 

Said John Alsop, president of the two 
companies: “For 130 years Mutual of 
Hartford has concentrated on protection 
for homeowners and property owners 
against fire and allied perils. Now, to 
keep abreast of the trend toward mul- 
tiple lines of insurance protection and as 
an additional service to our policyholders 
we have added the facilities to provide 
passenger car coverage.” 

Mutual of Hartford officers and direc- 
tors will serve as officers of the new 
subsidiary. They include: John E. Lud- 
dy, vice president; Neal C. O’Connell, 
vice president, secretary and nage 


and John (Middleton, secretary. Both 
companies will maintain their home 
offices in Mutual of Hartford’s new 


building at 95 Woodland Street. 
SCHMIDT SLATED FOR V.P. 


Chief of New Amsterdam Casualty’s 
Fidelity & Surety Department to 
Be Elected October 26 
Carl W. Schmidt, 35, who recently 
joined New Amsterdam Casualty, after 
eight years with United States Fidelity 
& Guaranty, will be elected a vice pres- 
ident at the board of directors meeting 
October 26. Chairman E. Clayton Gen- 

gras made the announcement. 

Mr. Schmidt was recently made chief 
of the ‘fidelity and surety departments of 
New Amsterdam, While at U.S.F. & G 
he worked in the safety engineering and 
contracting departments and was super- 
intendent of the latter division. 

A Baltimorean, ‘Mr. Schmidt studied 
at University of Southern California, 
and entered the United States Military 
Academy in June, 1944, graduating in 
1948. During the Korean War he was a 
first lieutenant with the 17th Field Ar- 
tillery Battalion serving as a for- 
ward observer and battery commander. 

Following overseas service, he at- 
tended several military schools, resign- 
ing from the Army in 1953, and in No- 
vember of that year joined US.F.&G. 








& Chemical Corp. of Oakland, Cal. will 
tell “How to Build a Planned No-Insur- 
ance Program.” Robert K. Thompson, 
assistant secretary, Seaboard Surety Co. 
of New York, will discuss “Advertiser’s 
Liability.” 

William T. McWhorter, insurance de- 
partment manager, The Proctor & Gam- 
ble Co., Cincinnati, Ohio and ‘William S. 
Mortimer, director of insurance for Hunt 
Food & Industries, Inc., Fullerton, Cal. 
will be co-chairmen of Friday morning’s 
session. Featured that morning will be a 
panel on “Government Contractors’ Ex- 
posure to Catastrophe Risks—How Ade- 
quate Is Insurance and Government In- 
demnity?” Panelists include Kenneth C. 
Hall, consultant — casualty insurance, 
General Electric Co., New York, N. Y. 
and Arthur W. Murphy, Baer, Marks, 
Friedman & Berliner, New York. 

Ernest L. Clark, president of Corpor- 
ate Advisors, Inc. of New York, 
will speak on “Checking Your Corporate 
Insurance Program.” Co- chairman at 
the luncheon meeting will be Mr. Cristy 
and W. Howard Clem, manager of insur- 
ance and banking, ‘Schlumberger Well 
Surveying Corp. of Houston, Texas. Mr. 
Smith’s address will close the conference. 





NACSA Officers Empowered to Act in 


Resolving Prior Approval Differences 


As highspotted in our October 16 issue 
the National Association of ‘Casualty & 
Surety Agents in its closing session 
October 11 at White Sulphur Springs, 
passed a resolution which expressed ser- 
ious concern over the vast differences 
of opinion in the industry on the sub- 
ject of prior approval vs. no prior ap- 
proval. While no official position was 
taken, one way or the other. on this con- 
troversial subject the NACSA instructed 
its newly elected officers to “proceed 
in any manner possible” to resolve differ- 
ences now existing on prior approval be- 
tween the producers and the companies. 

Leading up to the decision to adopt 
this resolution was a long discussion at 
NACSA’s session on October 10. Prior 
approval vs. “file and use” was the big 
subject, but the association’s position on 
the freedom of contract law in New 
York was also explored. Guy Warfield 
of Baltimore, outgoing president, pre- 
sided. 

Before those present got down to busi- 
ness, ‘Bruce Wallace was introduced as 
the new manager for NACSA’s New 
York office starting next January 1. 
And Frank Harrington, who asked for 
“relaxation of duties,” was presented 
with an inscribed silver bowl in grateful 
appreciation of his long, devoted service 
to NAOSA. Mr. Harrington responded 
appreciatively. 

President Warfield then advised NAC- 
SA members of the Condon Committee 
hearings in New York October 23-25. 
Reportedly, they will open up with a 
discussion as to what extent commissions 
will be regulated by the New York In- 
surance Department. NACSA will file 
a statement with the committee, up- 
holding its long-time opposition to the 
freedom of contract law in New York. 
Fear was expressed that “the squeeze 
is on” metropolitan New York agents 
to live under reduced commissions. 


Adopt “Wait and See” Attitude 


As to what attitude NACSA should 
take on prior approval of rate filings, 
one expression of opinion was that the 
association should not take an ostrich- 
like Position but should do something 
positive “so that companies will know 
how we stand.” Everyone agreed that 
the subject should be further discussed 
in the weeks ahead with the company 
people, possibly through the Insurance 
Producers Conference. The immediate 
problem was to lay the groundwork for 
such discussion. 

It was finally agreed that NACSA 
should take a “wait and see” attitude 
instead of going on record for or against 
prior approval. Uppermost in mind was 
that the Commissioners at their Decem- 
ber midyear meeting in Dallas, may 
pn change the NAI'C position taken 
last June at their annual meeting. 

The discussion got hot at one point 
when President Guy Warfield was 
pressed to pass a resolution committing 


Lerner Hits “Sky-high” Auto 
Ins. Rates, Asks for Probe 


“Sky-high auto rates are driving the pub- 
lic to the poor house,” Assemblyman 
Alfred D. Lerner complained last week 
to the New York Insurance Department. 

Calling for “an immediate probe of 
auto insurance rates,” the Queens Re- 
publican said in a letter to Superintend- 
ent Thacher that the Department should 
investigate the reasons for the wide dis- 
parity in costs from one borough to 
another. 

Another area of investigation, Assem- 
blyman Lerner charged, “should be the 
huge sums insurance companies were 
making from investments” while at the 
same time they were claiminig large 
losses from liability claims. “Companies,” 
asserted Mr. Lerner, “are permitted to 
throw up their hands and cry poverty.” 


the association to “no prior approval.” 
A show of hands was called which indi- 
cated that majority of those present 
would favor a “file and use” type bill as 
against prior approval. Despite this 
show of hands, the motion on the floor 
for positive action was tabled after an 
impassioned talk by Executive Vice Pres- 
ident Frank Harrington, who cautioned 
against hasty action. 

At the convention banquet Mr. and 
Mrs. Ben Paddock, Detroit, were con- 
gratulated on their 35th wedding anni- 
versary and Howard and Edna Slay- 
back (O’Hanlon Reports) on their 25th 
wedding anniversary. 

Captain Pierce of Virginia Military 
Institute, who conducted the VMI glee 
club concert, paid tribute to memory of 
Tom Dew, graduate of VMI, by the sing- 
ro ey Tom’s favorite song, “Shenan- 
doah. 


Harrington Recognizes 


Producers Conference Value 

C. F. J. Harrington, executive vice 
president of the INACSA, gave well de- 
served recognition to the National In- 
surance Producers Conference in his 
annual report at their recent White 
Sulphur meeting. Pointing out that the 
Conference has been operating approxi- 

mately 18 months, Mr. Harrington said: 
“It has served a very useful purpose to 
date.” 

At the June 27 meeting of NIPC Mr. 
Harrington and NAOSA Vice President 
Edwin P. Simon attended and joined in 
the discussion on the agenda items. Also 
attending were company executives, staff 
members of Insurance Information In- 
stitute and representatives of National 
Bureau of ‘Casualty Underwriters, Na- 
tional Association of Surety Bond Pro- 
ducers and National Association of In- 
surance Brokers. 

Indicative of the scope of items on the 
National Producers Conference agenda 
at this gathering and which are pending 
for further discussion at the next meet- 
ing October 24 in New York, are the 
following: Proposed non-admitted in- 
surance legislation, sonic boom cover- 
age, radioactive contamination insurance, 
competitive position of the FIA, NAIC 
report on rating laws, program involv- 
ing assigned risk, discussion with ap- 
propriate organizations of phases of com- 
petition in the automobile field, and 
further consideration of the adoption of 
a “Brokers Act” as proposed to the NA- 
IC in 1947. 


In Charge of Registration 

Among early arrivals at the joint cas- 
ualty-surety convention at White Sul- 
phur were Mrs. Sarah Josefsberg and 
Mrs. “Nikki” Hayhurst, who did their 
usual efficient job in handling the con- 
vention registrations. Both these ladies 
are members of the New York staff of 
the Association of Casualty & Surety 
Companies. 


F.&D. Appoints Culbertson 
Co-manager at Los Angeles 


H. Coe Culbertson has been appointed 
co-manager of the Los Angeles branch 
office of Fidelity & Deposit Co., Leonard 
D. Jenson, vice president in charge of 
the Los Angeles office, announced. 

A native of Los Angeles and graduate 
of Occidental College, Mr. Culbertson 
has been associated with F. & D.’s or- 
ganization in that city since 1949. He 
was named assistant manager of the 
branch in 1953 and simultaneously with 
his advancement in 1959 to the post of 
associate manager was elected an as- 
sistant secretary of the company Mr. 
Culbertson is presently serving as presi- 
dent of the Surety Underwriters Asso- 
ciation of Southern California. 
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Kemper Group Sales 
And Loss Records Soar 

DURING FIRST EIGHT MONTHS 

Premiums Increased $7,292,141 to $151,- 


696,310; Loss and Loss Expense Ratios 
Went Up 1.93 Points to 59.07% 





Earned premiums and losses for the 
first eight months of 1961 increased over 
the same period of 1960 for the four fire 
and casualty companies in the Kemper 
Insurance group. Premiums increased 
$7,292,141, to $151,696,310, and loss and 
loss expense ratios increased 1.93 points 
to 59.07% 

These results were reported by Board 
Chairman James S. Kemper at the semi- 
annual board meeting of Lumbermens 
Mutual Casualty. 

“Automobile accidents increased the 
first part of this year,” Mr. Kemper 
said, “due considerably to very bad 
storms and snow in New England and 
along the Atlantic seaboard. Since then, 
frequency and loss ratios have improved, 
although our experience will suffer some- 
what from Hurricane Carla.” 


Mr. Kemper said that the Kemper 
companies’ losses from the Texas- 
Louisiana storm, when all reports are 


in, will be less than $500,000. He also 
reported other company and industry 
developments of the first eight months 
of 1961. 


New Company “In Orbit” 

“Our new affiliate, Federal Kemper 
Life Assurance ‘Co. of Boston,” he said, 
“is in orbit, and we expect great thing rs 
of it as our companies prepare to cele- 
brate our 50th anniversary next year.” 

Federal intervention and “those dedi- 
cated to centralizing all authority in 
Washington” were discussed also. Aside 
from expansion of social security con- 
cepts and Federal interference with state 
regulation of insurance, Mr. Kemper 
commented on proposed legislation be- 
fore the Ways and Means committee 
during the recent session of Congress. 

Pee s program for taxing mutual fire 
and casualty companies on the same 
sete as stock companies is a wholly 
inequitable and short-sighted program. 
It does not recognize fundamental differ- 
ences between the two types of busi- 
ness,” Mr. Kemper declared 

He pointed out that policyholder pre- 
miums are the capital funds of a mutual 
insurance company. They remain the 
ae pe of the policyholde rs and can be 
used only for their protection. 

“Where premiums are in excess of the 
requirements for losses and the necessary 
services,” he said, “they either are re- 
funded to policyhok lers or added to the 
marginal protective fund necessary tor 
complete protection of policyholders. 

“To tax these premiums as an income 
taxable profit is like taxing deposits in 
a bank or like considering as taxable 
income the capital subscriptions and sur- 
plus contributions which now can be re- 


ceived tax free by any stock corpora- 
tion.’ : a 
Lumbermens, which will be 50 years 


is the largest company in 
the Kemper fleet. Underwriting earnings 
for the six months were $6,695,253 as 
compared to $8,127,589 in 1960. Invest- 


old next year, 


ment earnings increased from $3,905,689 
in 1960 to $5,651,999 in 1961. This was 
exclusive of a six months increase ol 


$5,687,036 in the value of the company’s 
portfolio. Dividends returned to policy- 
holders in the first six months exceeded 
$7,500,000. 

Other fire and casualty companies in 
the group are American Motorists Insur- 
ance Co., American Manufacturers Mu- 
tual and Federal Mutual Insurance Co. 
Fidelity Life Association, of Fulton, IIl., 
is a member of the Kemper Insurance 
group also 


Name O’Shea Chief Deputy 


The appointment of Robert S. O’Shea 
to chief deputy in the Illinois Insurance 
Department is announced by Gov. Otto 
Kerner. Mr. O’Shea, 36, has served as 
insurance counseling deputy in the De- 
partment of Insurance since March 1. 


Security Group Names Gilliam, McGinty in California 





JOSEPH G. GILLIAM 


Joseph G. 
manager of 


Gilliam has been appointed 
Security Insurance Group’s 
In making the an- 
Board Chairman E, Clayton 
Gengras said this new position was estab- 
lished to consolidate Security’s Cali- 
fornia activities, and is another step in 
strengthening top management of the 
Group. 

Mr. Gilliam, a graduate of the 
ot William and (Mary, 


California division. 
nouncement, 


College 
Spent ten years 





WILLIAM J. McGINTY 


with General Insurance Co. of America. 
He has been elected a vice president in 
the Security Insurance Group, and éxecu- 
tive vice president of Founders’ Insur- 
ance Co. 

In addition, Mr. Gengras announced 
the appointment of William J. McGinty 
as vice president of the California divi- 
sion. He has been transferred from the 
Louisiana office of the Security Group, 
where he was m: anager. Mr. McGinty is 
a graduate of Louisiana State University. 





Travelers Names Ditz, Hoisington Managers in Field 





GORDON 


DITZ 


Appointment of Gordon L. Ditz, as 
manager, casualty, fidelity and surety 
agency Sepaaionnes at Kansas City, Mo., 
and Roy A. Hoisington, Jr., C PCU, as 
manager, casualty-fire agency department 
at Wichita, Kan., at The Travelers In- 
surance Companies has been announced. 

Joining the company in 1946 as a field 
supervisor, casualty, fidelity and surety 
agency department at St. Paul, Mr. Ditz 
went to Kansas ‘City two years later in 
that capacity. In 1952 he was named 





ROY A. HOISINGTON, JR. 


assistant manager at Wichita and in 
1956 he was appointed manager there. 
He was named manager, casualty, fidelity 
and surety, fire and marine lines in 1960, 

Mr. Hoisi ngton joined The Travelers 
in 1954 as a field supervisor, casualty, 
fidelity and surety department at Kansas 
City. He went to Wichita in 1956 and 
was named assistant manager there in 
1958. Two years later he was appointed 
assistant manager, casualty-fire lines at 
that office. 





Nationwide Insurance Opens 


New Columbus Branch Office 


The latest branch office building of 
Nationwide Insurance opened for busi- 
Columbus, Ohio, in a 
new, four-story $1 million structure on 
the near East Side of Columbus. 

In addition to the Columbus regional 
office, which serves 26 counties in cen- 
tral and southeastern Ohio, and has 312 
employes, the new office building also 
will house Nationwide’s South Central 
regional office. It serves the states of 
Kentucky, Tennessee, West Virginia, 
Alabama, and Mississippi and has 259 
employes. 

The Columbus regional office has been 
headquartered in Nationwide’s home of- 
fice building, which is located about a 
mile from the new building. The South 
Central Region presently is housed in 
another Columbus building. Its opera- 
tions will switch to the new site begin- 
ning on October 30. 


ness recently in 


Aetna C. & S. Names Taylor 
Gen’! Manager at Richmond 


Edgar N. Taylor has been named gen- 
eral manager of the Richmond office of 
Aetna Casualty & Surety. Appointment 
of Mr. Taylor, who has been manager 
there since 1940, comes in connection 
with the unification of the company’s 
casualty, fire, marine and bonding opera- 
tions. 

A graduate of University of Pennsyl- 
vania, Mr. Taylor joined Aetna Cas- 
ualty at Philadelphia in 1921 and sub- 
sequently served as superintendent of 
the bond departments at Springfield, 
Mass. and Atlanta. He was named as- 
sistant manager of the Atlanta office in 
1931 and later the Louisville office for 
six years before going to Richmond. 

Mr. Taylor, who was the first presi- 
dent of the Virginia Chapter of Char- 
tered Property and Casualty Under- 
writers, is chairman of the executive 
committee of the Casualty and Surety 
Association of Virginia. 


UNDER NEW CUSTODIANSHIP 


Insurance Commissioner Blackford Again 
Designated Custodian Michigan 
Surety; Re-evaluate Assets, Liabilities 

Michigan Surety has been formally 
placed under a new departmental cus- 
todianship. 

Commissioner Frank Blackford was 
designated as the official custodian in an 
order signed by Judge Louis Coach of 
Ingham (County Circuit Court. The 
jurist was acting in conformity with a 
recent supreme court opinion reversing 
his year-old decision which had returned 
the company to operation of its officers 
after a period under a_ custodianship 
which Commissioner Blackford had 
argued should have become a liquidating 
receivership. 

The Commissioner reinstated Donald 
W. Fritz, the Department’s deputy chief 
examiner, as the active custodian, a posi- 
tion he held during the earlier custodian- 
ship. 

Mark ye of Cincinnati, who gained 
control of the company some five years 
ago a Ww oe has been accused repeated- 
ly by supervisory officials of depleting its 
assets by transfers of accepé itble holdings 
to other corporations in his complex of 
some 11 affiliated firms, conferred with 
Mr. Blackford, counsel for the depart- 
ment and for Michigan Surety before the 
custodianship order was signed. Mr. 
Kroll, who had been president after ac- 
quiring the company, was removed from 
office when the company was first placed 
under an operating cominittee in 1959, 

First move of the department, the 
Commissioner indicated, will be a _ re- 
evaluation of the company’s assets and 
liabilities. He said the company will be 
required to return all its records to 
Lansing. Some have been maintained in 
Cincinnati. The Commissioner indicated 
efforts will be made to maintain busi- 
ness as usual, at least for the present. 
Under the court order rehabilitation of 
the company will continue to be the first 
objective, with two other alternatives, 
sale of the company or its liquidation. 


ALLSTATE COS. APPOINT 12 

The Allstate Insurance Companies an- 
nounce 12 executive appointments, in- 
cluding four in the Jackson, Miss., and 
three in the Dallas regional offices. Jack- 
son appointments include William A. 
Van Zuylan, underwriting manager; Roy 
J. Keller, field sales manager; Carl Ll. 
Christenson, district sales manager; and 
William L. Doyle, district sales man- 
ager. Dallas appointments include Monta 
H. Preusser, district sales manager; 
Lloyd A. Paschal, district sales man- 
ager; and Raymond H. Stallings, field 
sales manager. 

Others are: Jack M. 
ing division manager, Florida regional 
office, St. Petersburg; Frederick S. J. 
Hancock, district sales manager, Santa 
Ana, Calif., regional office; Robert D. 
Rebmann, district sales manager, Indian- 
apolis, regional office; Norman J. 
Schramm, regional sales supervisor— 
life, accident and sickness, Florida re- 
gional office, St. Petersburg; and Albert 
W. Bilgen, operating division manager, 
Ohio regional office, Shaker Heights. 


Brooks, account- 





NAME MORRISON CLAIMS MGR. 
Wayne Morrison, claims manager of 
the Virginia region of Nationwide Insur- 
ance, has been named claims manager 
of the Columbus region, which encom- 
passes 26 central and southeastern Ohio 
counties. He succeeds Marvin C. Byers, 
who has been appointed claims manager 
of the Upstate New York region, head- 
quartered in Syracuse. Mr. Morrison 
joined Nationwide in 1935 as a_ part- 
time agent and has held the Virginia 
post since 1951. Mr, Byers joined the 


companies in 1946 as a field claimsman. 
He has held the Columbus position for 
seven years, 
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Joint Casualty-Surety Convention at White Sulphur Springs 
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Personalities Seen at White Sulphur 


Joint Casualty-Surety Convention 


By Mrs. GLENN E. WILKERSON 
Of Detroit and Phoenix, Ariz. 


The Eastern Underwriter is indebted to Mrs. Glenn E. Wilkerson of Detroit and 
Phoenix, Arizona for the following account of “personalities at White Sulphur Springs.” 
This is a “repeat performance” for Mrs. Wilkerson as she did a similar personality piece 
for our paper following the annual meeting last spring of National Association of 
Surety Bond Producers. She and Mr. Wilkerson, who runs a substantial agency busi- 
ness with offices in both Detroit and Phoenix, have many friends in both agency and 
company fields and this is reflected in the closeups which follow: 


The Greenbrier 
White Sulphur Springs, 
West Virginia 
October 8-11 

The West Virginia mountains helped 
celebrate the 50th anniversary of this 
joint association of casualty-surety exec- 
utives and agency leaders by turning 
gold about October 6, which deepened to 
brilliant orange and red as the days went 
on. It is always beautiful at White 
Sulphur, but it seems the “hills” show 
up so much more beautifully in the fall 
and the colors seem more intense, mixed 
in with the evergreens—to the mid-west- 
erners who are plains dwellers, and those 
from the flatter countryside. Those who 
drove to the convention enjoyed perfect 
weather and clear blue skies, from what- 
ever direction they came. 


Those Who Flew In 


For those who flew in, it must have 
been gorgeous, too. Many conventioners 
came in their own planes, ranging in 
color to vie with the trees as they stood 
in rows at the airport, patiently waiting 
for the trip ‘home. 

Among those who flew in were the 
Victor Blakelys from Topeka, Kans., the 
Lewis Pattons from Charlotte N. C. and 
Jerry Hudson from ‘Chapel Hill, N. C. 
(it was the last trip for that particular 
aircraft—he’s getting a new and larger 
one soon.) 

Bill and Sarah Phillips of Birming- 
ham, Ala., flew in on Monday, attended 
the banquet that evening, and visited 
with old friends. He is a past president 
of NASBP. 

John and Vesta Lou Overton brought 
their mothers with them, and there was 
no need to ask which was whose mother. 
It was so wonderfully obvious, and they 
were both dears and loved being there. 
They had made a couple of stops at 
resorts overnight, enroute up to the con- 
vention from Montgomery, Ala. John 
and Vesta Lou spent every available 
moment on The Greenbrier golf course. 

Malcolm and Edythe Dunlap flew down 
(commercial airlines) from Auburn, Me. 
Dan and Lillian Bottrell from Jackson, 
Miss. were there too. I missed the Bates 
who were with them at San Francisco 
last April. The Berkeleys (E. B. and 
Vicki) came from Cleveland, as did Paul 
and Genny Whitbeck. The Guy War- 
helds (Jrs., too) from Baltimore were on 
hand—and Guy Sr., had need to be 
present as he was president of NACSA 
and did a swell job in that capacity. 


Mrs. Cantrell’s Bowling Prowess 


_Wally Clapp revealed to me that the 
Ernest Cantrells of Atlanta, Ga. are 
bowling enthusiasts. Ernie also plays an 
expert game of horseshoe pitching and 
has won White Sulphur tournament 
prizes twice in recent years. Mrs. Can- 
trell (Jimmie) won 35 trophies last winter 
in 10-pin bowling and belongs to four 
different leagues in Atlanta. She is first 
vice president of the Greater Atlanta 
Woman’s Association, and she scored a 
162 average in last winter’s season. 
Now, for a few “personals” about other 
agents attending this convention. 


Among the Agents Attending 
Fred and Mignon Ginsburg (Fred A. 


Ginsburg & Co., Detroit) have missed 
the convention for a few years, but were 
there and planned to remain a week at 
White Sulphur. 

Lillian and Hilton Howell, San An- 
tonio, Tex., came by train and planned 
an interlude in New York and Hartford 
afterward. 

We missed Bob Olson’s sweet wife 
Mary, and his parents—the C. W. Olsons 
from Chicago—but Bob was never alone 
—the Carsons (E. P. and E. M. from 
Charleston, W. Va.), the George Fosters 
from Lansing, Mich. and the Bob Copes 
from Milwaukee, had Bob with them at 
the “Old White” on more than one oc- 
casion. Also with that group (and they 
are always a delightful group of young- 
ster-members of the convention) were 
the Schillings, tall handsome Walter and 
sweet little Joan, (and here we pause 
to remember our good friend Henry C. 
Young—Joan’s dad of Washington, D. 
C.); Joyce and Collier Cobb III from 
Chapel Hill, N. C. 


Charlottesville N. C. contributed the 
Don Dentons—or should we say Isabel 
and Don represented that spot, if we are 
speaking of parts of our good old U. S. 

Getting west aways—Little Rock, Ark. 
looms into the picture—with Mary and 
Jack East, Jr., and the Raymond Rebsa- 
mens, being present. (Note—this time 
Jack had no difficulty proving his age 
at the “Old White” or in the Greenbrier 
dining room—like at the Top of the 
Mark in San Francisco during the 
NASBP meeting!). 

Still further away Veda and C. H. Ritter 
from Denver—That was a swanky suite 
the former president of C. & O. Rail- 
road Robert Young, occupied when at 
The Greenbrier, and the NASBP top 
brass occupied it on the sixth floor— 
complete with sun deck and refrigera- 
tion. 

The Ralph Neelys, Oklahoma City 
(he an “Rit” are past presidents of 
NASBP); the James McKees of Nash- 
ville (he’s president of NASBP), and in 
the First VP Dept., Jack East, Jr. V. 
P. John Overton, and the Bruce Wallaces 
(he’s secretary) were all present. The 
NASBP committees and executive board 
always avail themselves of midyear meet- 
ings at The Greenbrier and this was one 
of their best. 


Ladies Had Their Own Breakfast 


Even the ladies of NASBP got in the 
act this year, with a breakfast meeting, 
and in the fancy suite of the McKee’s 
(above), plotting things for the wives at 
NASBP’s 1962 annual meeting to be held 
at Broadmoor Hotel, Colorado Springs, 
Col., next May 25-27. The members of 
that committee, appointed by President 
James McKee, are: Mmes. C. H. Ritter, 
Walker A. Garrott, Jack East, Jr., John 
W. Overton, Glenn E, Wilkerson, Ira R 
Canatsey and Wm. R. Phillips. Mrs. 
James McKee and Mrs. Bruce Wallace 
also “sat in” on the meeting. It was lots 
of fun and made us feel important, too, 
and we are going to plan lots of activi- 
ties for the Broadmoor gathering. 

The Ralph Neelys report that their 
son, Paul, is almost back to full activities, 
back in school and improving daily. 
(They were called home from the San 





Francisco convention last April when he 
was seriously injured in an automobile 
accident.) 

Bill and Elma Moore from Wichita 
were there. Poor Bill, the very first 
night he dropped a vital piece of photo- 
graphic equipment—so the could take 
no flash pictures at this gathering. He 
always takes dozens. This is the first 
time I’ve ever known him to be without 
a spare. (Better watch that at the 
Broadmoor, Bill). 

Present too, were Tom and Donna 
Rutherford, Roanoke; Morris and Vir- 
ginia Moughon, Nashville, and H. Phelps 
Smith from Nashville, too. He had his 
daughter Mrs. John Nelson Tweedy from 
Dedham, Mass. as his guest. 

Ted and Dottie Sedwick, Joyce and 
L. M. Goodspeed were Standard Ac- 
cident’s representatives—all from De- 
troit. (We missed Les Kirk who is 
president of the Standard, and Mrs. 
Kirk.) 

The Frank Careys and the Frank 
Boyles (Employers’ Group) were there 
from Boston. Mrs. Carey was co-chair- 
man of the women’s bridge party com- 
mittee with Mrs. Thomas W. Earls of 
Cincinnati. Rest of the committee in- 
cluded Mrs. W. F. Holland, Columbia, 
S. C.; Mrs. Clarke Smith, New York; 
Mrs. Ben H. Paddock, Detroit, and Mrs. 
Charles Ridgely, Baltimore. 

Wally Clapp reminds me that Shelby 
Cullom Davis and his gracious Kathryn 
(he’s head of a prosperous New York 
insurance investment firm) attended. 
Shelby, however, had to leave Monday 
to fly to 'Chicago where he addressed the 
American Life Convention meeting. 

Also on hand were Gil and Marguerite 
Kerr and Bob and Helen Vanderbeck, 
both of Recording & Statistical Corp., 
who renewed acquaintance with old 
friends and made new ones. The Kerrs’ 
son-in-law, Harold Tippy, is now in a 
new sales job with American Mutual 
Liability, working out of Elizabeth, N.J. 
and likes it. 


The Equestrians 


I mustn’t forget to mention the horse- 
back riders and horseshoe pitchers. The 
equestrians included Mrs. Westray Leslie 
(Mrs. William Leslie, Sr.) and Mrs. John 
Harrison, Jr., both of whom demon- 
strated ability on their mounts. William 
Leslie, Jr. and his wife, Georgie, were 
as always popular members of the White 
Sulphur younger set. Beaming old timers, 
J. Dewey Dorsett and his charming 
Minerva (Association of Casualty & 
Surety Companies) look forward to greet- 
ing the conventioneers next October at 
The Greenbrier. 

The horseshoe tournament winners 
were Bob Schaller, Continental Casualty, 
and Jim MacKay, Fireman’s Fund, with 
runners-up—Ted Sedwick, Standard Ac- 
cident, and Carl O. Pearson, Rough 
Notes. Wally Clapp was again chosen 
to run this tournament. 


Sunday Night “Prayer Meeting” 


Everyone missed Tom Dew, genial vice 
president of Federal Insurance Co., who 
passed away this past summer. He was 
planning to attend this convention where 
he, Bob Wallace, V. P., and Nat Mobley, 
Federal’s senior V. P., had charge of 
Sunday night “prayer meeting” which, 
the younger set tell me, is something 
no one should miss attending. Well, I 
misSed this time but hope to be on hand 
for “prayer meeting” next October. Nat 
Mobley had to leave to return to New 
York on Sunday but Messrs. Wallace and 
Jack Tucker joined with Francis Calley, 
who represents Federal in Huntington, 
W. Va., as most gracious hosts. 


Ladies’ Bridge Tournament Winners 


Tuesday of the convention week was 
a gorgeous day. That afternoon the 
ladies who enjoy bridge held their annual 
“card party.” I’m sure that their love 
for bridge was greater than the lure 
of the out-of-doors and golf, for the 
party was well attended. The following 
(with their husbands’ business connec- 


tions) were the table winners: 

Mrs. Dan C. Breeden (Alester G. Fur- 
man Co., Greenville, S. C.); Mrs. Henry 
W. Van Gils (Aetna Casualty & Surety, 
Hartford); Mrs. J. Dewey Dorsett, 
(Association of Casualty & Surety 
Executives); Mrs. Edward L. Castleton 
(Maryland ‘Casualty, Baltimore); Mrs. 
Quin Arpin (O’Hanlon Reports, New 
York); Mrs. Walter M. Sheldon (W. A. 
Alexander & Co., Chicago); Mrs. G. B. 
Slattengren (Seaboard Surety, New 
York); Mrs. Robert Noble (The Wheel- 
er, Kelly and Hagny Investment Co., 
Wichita, Kans.); Mrs. Thomas W. Far- 
rell (Retail Credit Co.); Mrs. Omer 
Schroeder (Neale-Phypers Agency, Cleve- 
land); Mrs. Frank W. Boyle (Employers 
Group, Boston); Mrs. Ernest Brandli, 
whose husband is the retired president 
of North American Reinsurance Corp. 

The attractive prize awarded to each 
of these ladies was a sterling silver bud 
vase. 

Before closing I must mention some 
of the receptions and cocktail parties held 
during the meeting. The Walkers, John 
and Louise (North American Reinsur- 
ance ‘Corp.) hosted a Sunday evening 
party in the so-beautiful Spring Room 
at The Greenbrier. Louise Walker told 
me they plan to live in an apartment 
on 66th Street, New York, this winter 
so as to save commuting to New Jersey. 
However, they will still live in their 
home in the Jersey suburbs. 

Among other popular parties were 
those given by Guy and Virginia Mann 
(he’s senior vice president of Aetna 
Casualty & Surety); the gathering of 
Insurance Co. of North America, hosts 
at which were NACSE president, James 
Crawford and Reginald Robins, both vice 
presidents of INA, the party of the 
Lechners, Ed and Mary, (General Fire 
& Casualty Co.), also held Sunday eve- 
ning, and the General Reinsurance Corp. 
affair, hosted by Bob and Mary Alice 
Braddock and John and Peg Madigan. 
There were other get-togethers, I’m sure, 
but we couldn’t keep up with all of them. 


Recognition to Ed Trimble and 


Bill Moore 
_Now I have a confession to make. 
Early this year when Mr. Wilkerson 


and I attended the San Francisco meet- 
ing of National Association of Surety 
Bond Producers, Ed Trimble, V. P. of 
Employers Reinsurance Corp. and Bill 
Moore of Cook & Colver, Wichita, talked 
me into writing for The Eastern Under- 
writer a “column” on personalities at- 
tending that meeting. I loved the assign- 
ment and felt really important to see 
my article appear under my own by- 
line. 

However, I neglected to mention Ed 
Trimble although his name was given in 
the editor’s introductory remarks. Ed 
told me at White Sulphur that he felt as 
though he had been left out, not pur- 
posely but accidentally. So, I’m glad to 
put on the record that Mr. Trimble was 
at The Greenbrier, that he distinguished 
himself by doing a very special solo 
dance one evening to the tune of the ac- 
cordianist. I wonder where he studied 
dancing—he is so graceful. 

Jane and Ken Mead drove, as usual, 
from Kansas City (he’s Western Cas- 
ualty & Surety V. P.) and they were 
going on to visit their son in the east. 
Jane goes antique-ing every year—Lewis- 
burgh is a “must” on her itinerary—and 
she always finds something. 

Another Greenbrier Interlude (how we 
wives look forward to it) is history, and 
its memories will linger as always, over 
renewing past friendships; eating much 
too much food (as who doesn’t on Amer- 
ican plan); enjoying the gay atmosphere 
of the “Old White”; just “looking” at 
the beautiful West Virginia mountains, 
and the just-as-beautiful inside of that 
fabulous spot, the Greenbrier Hotel. And, 
last but not least, the convention high- 
light—the joint cocktail party and ban- 
quet, and the boys from VMI who sang 
for us. Hope they never change, any of 
it! 
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Madigan and Witzel Realistic 





Give Observations on State of the 
Contract Bond Business and Outlook 


John P. Madigan, vice president, Gen- 
eral Reinsurance Corp., and H. Fred 
Witzel, vice president, American Re- 
Insurance, were speakers at the closing 
session of the White Sulphur Springs 
casualty-surety convention Oct. 9-11 on 
the engrossing subject of the “Contract 
Bond Situation.” Mr. Madigan selected 
as his overall topic:“Red Ink—in the 
Bonding Business?” As_ sub-topics he 
talked about “Certain Company Practices 
Which Make for Profit in Contract 
Bonding Today” and “What the Future 
Holds.” 

Mr. Witzel’s part in this two-sided 
discussion was to give “Observations on 
the Producer Relationship in the Con- 
tract Bond Business,” and “Observations 
Based on Retrospective Underwriting.” 


A “Loser” for Past Several Years 


Mr. Madigan minced no words in 
my nee contract bonding business as 


“loser” industry-wide for three out of 
the past five years. He said that it will 
again be a “loser” this year. He noted 


that Dun & Bradstreet points to no let- 
up in contractor failures this year to 
date, a continuation of the 1960 trend. 

In view of the “red ink” situation in 
contract bonding Mr. Madigan said it 
is peculiar that some surety companies 
do not break down their surety statistics 
so as to show exactly the extent of con- 
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tract bond losses. He regretted that 
because of this lack of statistical break- 
down “contract business and losses are 
often hidden in the surety picture.” A 
company might show a year-end loss 
ratio of 40% on its surety business but a 
ratio of as high as 60 to 70% on the 
contract bond portion. 


Points to House Cleaning by Several Cos. 


The speaker then remarked that sev- 
eral bonding companies have done some 
extensive house cleaning. One company 
with 2,500 active contract bond accounts 
decided that “the bottom of the barrel 
should be about 250 accounts! Inevita- 
bly, a large percentage of the rejected 
accounts were taken in by other surety 
companies which, said Mr. Madigan, 
“think they have won them.” 

Overall, he sees the contract bond book 
of business being improved in quality this 
year. A number of companies are re- 
evaluating third credit cases. And a lot 
of companies are looking more closely 
into causes of slow pay. “This danger 
far too often is not recognized,” Mr. 
Madigan warned. “It is axiomatic that 
every contractor who has failed was 


slow pay before he failed. 

The speaker then made the observa- 
tion that nearly every bond underwriter 
has some favorites 


They 


among contractors. 
hate to think that after years of 
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sterling performance and a good financial 
setup, a contractor will become over- 
extended and be forced to default on a 
job. Lamentably some good contractors 
are failing these days along with those 
who are weak financially. So bond under- 
writers see their long-time favorites 
getting into financial difficulties, often 
times much to their surprise. 

In this connection Mr. Madigan told 
this true story: “A great contractor 
(about three weeks ago) said to a great 
surety company, ‘I’m in a state of shock 
and you will be, too, when I tell you 
that we are broke.’ He put the succinct 
question: ‘What do I do now?” Mr. 
Madigan did not say what the surety 
company’s answer was. “It’s a_ long 
story,” he said. 


Witzel on Producer Relationship 


In making observations on the pro- 
ducer relationship in contract bond busi- 
ness and on retrospective underwriting, 
Mr. Witzel made many helpful sug- 
gestions. He pointed out that surety 
business is small in comparison to tthe 
overall insurance volume, “but it has 
been unprofitable for the last five years 
and more particularly so for the last 
two years.” 

Mr. Witzel then posed the question: 
“Are surety producers working with 
underwriters to ease the loss problem ?” 
His own opinion is that taking a posi- 
tion that, “if I don’t write it, somebody 
else will,” by either the producer or the 
company is harmful and generally re- 
sults in difficulties. He went on: 

“Since contractors ownership is more 
completely personal, with no large in- 
dustry corporations such as General 
Motors and General Electric, and since 
it is not fixed in location, each job pres- 
ents different considerations: terrain, 
climate, water, labor, material and trans- 
portation problems. Inflation continues 
to affect the business. Thus, it seems im- 
perative that the producer not only know 
the client as to character, integrity and 
aggressiv eness, but also that he maintain 
a continuing knowledge of his resources 
housekeeping, cost analysis, profit or loss 
and whether his assets are really cur- 
rent. Backlog has become somewhat of 
a factor in industry, but if operations 
have not been profitable, it is unlikely 
backlog will.” 

Some Pointers for Producers 


The speaker then asked whether pro- 
ducers these days have developed a 
tendency to put more emphasis on bond 
placement than that on discouragement 
of bidding on a job which may be dis- 
advantageous to their client. He also 
wondered if producers required addition- 
al safeguards needed for improvement 
of risk. 

Among other questions, Mr. Witzel 
asked: “Do the producers maintain a suf- 
ficient continuing interest in the progress 
and profits on jobs bonded or is this 
responsibility considered that of the 
sureties? When a new job arises for 
bids, is the information furnished respon- 
sive for proper underwriting considera- 
tion? A mere recapitulation of outstand- 
ing work, showing paid estimates, retain- 
age, balance remaining and amount 
subbed is generally well past dated and 
often inaccurate. Generally, early esti- 
mates for completed work are loaded. 
Thus it is important that sufficient cap- 


ital be available to complete and pay 
subcontractors and materialmen. 

“Surety underwriters can_ properly 
evaluate risks only if given full and com- 
plete information. Securing this informa- 
tion is often onerous and difficult and 
its absence denotes poor management.” 

Must Recognize Human Side 

Mr. Witzel did not overlook the human 
side of the business which, he said, 
must always be recognized. He showed 
cognizance of the fact ‘that producers 
may have raised contractor friends of 
theirs from small beginnings, developed 
warm friendships. The temptation is 
strong to go along with the contractor, 
whether it be against better judgment. 
This was a point also made by Mr. 
Madigan. The question is whether the 
producer should help or harm his friend- 
ly contractor. “While everyone dislikes 
to lose business,” said Mr. Witzel, “in 
the final analysis such failure to follow 
better judgment not only loses money 
but a friend.” 

He continued by saying that he has 
heard considerable comment regarding 
competition in the contract bond busi- 
ness involving the granting of greater 
and greater lines of surety credit, some- 
times to tthe limit of sanity. “This may 
get worse,” he remarked, “if the Small 
Business Administration is successful in 
its program. However, if the producer 
maintains an increasing interest in the 
affairs and well being of his client, with 
mutual respect for ‘each, competition 
will have small chance to develop.” 


Retrospective Underwriting 


Mr. Witzel concluded his talk by giv- 
ing seven “musts” designed to stimulate 
the producer to screen carefully new 


accounts, particularly as to reasons for 
change of surety and true information 
developed. They follow: 


(a) Description of last three to five 
years, contracts bonded or unbonded. 

(b) Comments on ability, cooperation 
and completion from architect or en- 
gineers. 

(c) List of equipment, showing age, 
cost, insurance value and condition. 

(d) Resume of education and _ back- 
ground of key personnel. 

(e) Complete financial statement in- 
cluding profit and loss for two latest 
fiscal years. 

(fi) Bank check as to credit, outstand- 
ing notes and age, and average balances. 

(g) Dun & Bradstreet report and local 
Credit Association reports, if available. 

The speaker urged that subcontracts 
be scrutinized to avoid inimical provi- 
sions, and he wanted to know if the pro- 
gress and profits as well as bill payments 
have been watched. Furthermore, “has 
the contractor been impressed with the 
fact that the surety is a partner in mini- 
mization or avoidance of loss and that 
early advice of trouble is therefore es- 
sential.” 

Finally, he said that while the addi- 
tional aid such as engineering and inspec- 
tion (as in casualty and property insur- 
ance) is not possible to obtain “because 
of current costs and lack of competent 
personnel of sureties, underwriters should 
have the benefit of complete and correct 
financial information as well as type of 
work, condition of equipment, and 
whether adequate records are kept and 
proper operational figures are available 
at all times.” 
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Consensus: A Valuable Session 





Information Exchange Round ‘Table 
Produced Answers to Many Questions 


One of the innovations at the recent 
White Sulphur Springs casualty-surety 
convention which attracted particular 
attention was an Information Exchange 
Round Table session. (C. Peyton Daniel, 
head of Daniel & Henry, Inc. of St. 
Louis, deserves credit as the sponsor 
of the idea. He won NACSA executive 
board approval last Spring to stage this 
session on an experimental basis. It 
proved to be so interesting that it’s al- 
most certain to be repeated at the 1962 
NACSA convention next October. 

In introductory remarks, Mr. Daniel 
said that the Information Exchange idea 
stemmed from a desire to compare notes 
on marketing and agency management 
problems. The question and answer pro- 
cedure was deemed to be the most satis- 
factory to start things off, and as Mr. 
Daniel pointed out: “Surely, with all the 
knowledge and experience of successful 
agencies represented here, each of us 
should gain (via the exchange method) 
ideas on ‘how the other fellow does it.’ 
This may help us to save money in our 
operations as well as in selling more in- 
surance.” 

For a full hour the meeting room 
buzzed with questions and answers on a 
variety of subjects. Company executives 
sitting on the sidelines were as keenly 
interested as the agent participants. By 
agreement, no questions were put to the 
company people but at times some of 
them seemed eager to respond. 

The question which aroused the most 
interest was this one: “Have you set up 
a life insurance department? If so, why? 
If you have a department already, how 
does it operate and is it making money 
for you?” 

Leading off on this question was John 
C. Weghorn who heads his own agency 
in New York City. He started a life de- 
partment about seven years ago and it 
took five years “to get our feet on the 
ground.” He said that “we’re now mak- 
ing money on our life business and this 
department will probably be our most 
profitable operation from now on.” 

Mr. Weghorn noted that insurance 
brokers are beginning to realize that life 
insurance is a lucrative line. His life 
department operates in conjunction with 
the A. & S. department. Both are headed 
by his son, Dick. One problem is man 
power, and Mr. Weghorn said he has 
learned that in order to get the right 
man “we must pay a good sized salary.” 
This the Weghorns are willing to do. 

A Baltimore agent (Poor, Bowen, Bart- 
lett & Kennedy, Inc.) reported good 
progress in building up life business but 
said that “we have found our life de- 
partment men want to switch at times 
to general insurance. We have cor- 
rected this by insisting that they confine 
themselves to life only. If they get gen- 
eral lines they must turn them over to 
the right department. 

Jack Harrison, Jr. (Flynn, Harrison & 
Conroy, New York) said his life depart- 
ment has operated since 1935. It has a 
staff of six men. “We do business with 
about 15 companies and are general 
agents of one company. He agreed with 
John Weghorn that it’s hard to attract 
top life insurance men, but said: “We 
have been successful in so doing to some 
extent.” 

A show of hands at this point indi- 
cated that more agents in the room rep- 
resented for life the multiple line fire- 
casualty companies than companies which 
write purely life and/or A. & S. The ob- 
servation of Ira Brander, Los Angeles, 


at this point was that “when fire-casualty 
companies enter life insurance, you'll 
find that they move rather slowly in 
establishing themselves in this market.” 


Remuneration Paid 


As to remuneration paid to life men, 
Jack Conklin, Jr., Hackensack, N. J., 
whose life department is over 20 years 
old, said: “We have a 50-50 split ar- 
rangement on commissions earned, and 
we're happy with it.” He was asked as to 
whether any operating expenses were 
included in this split and he said: “No, 
the split is just on commissions.” He 
responded to a query from Jack Wither- 
spoon, Jir., Nashville, on whether an over- 
ride is included in addition to commis- 
sions, by saying: “The 50-50 split is 
only the standard commission, no over- 
ride.” 

Chairman Daniel then put the ques- 
tion: “What company provides the best 
Group accidental death coveraze at the 
most economical, realistic rate?” Quick 
as a flash, “Jim” Crawford of INA said: 
“T’ll be glad to answer that question!” 
Later Jack Conklin said that Life of 
N. A. has one of the best contracts, in 
his opinion, on accidental death only in 
groups of 10 or more. 


Surplus and Excess Lines 


Next question was “where have you 
found it easiest to place surplus and 
excess lines? What lines are best for 
domestic companies ? What lines best for 
London Lloyd’s?” Ellis H. Carson of 
30it, Dalton & ‘Church, Boston, re- 
sponded: 

“Don’t overlook the domestic market. 
It is encouraging to find that our old 
line companies are now taking ‘a new 
look,’ especially in the area of the um- 
brella high excess liability policies.” He 
felt that for property excess lines up to 
$4 to $5 million of coverage the London 
market is best, although domestic car- 
riers are also taking more interest. Sim- 
ilarly, Lloyd’s has probably been best on 
excess liability lines—$2 to $3 million— 
but now American companies “with abil- 
ity to exercise their own underwriitny 
judgment” are getting interested. 

E. R. Ledbetter, Oklahoma City, 
wanted to know the best domestic mar- 
kets for helicopters and_ discussion 
brought out that U.S.A.1L.G., INA, Trans- 
port Indemnity of California and Cra- 
vens, Dargan & Co., Houston, all main- 
tained excellent facilities for writing 
helicopters. 


Automated Agency Accounting 


Keen interest was shown in what agen- 
cies are doing in automation. One agent 
said that by installation of Burroughs 
electronic equipment “we cut down our 
female personnel from 4%4 to 2% girls.” 
Mr. Weghorn and Tom Earls of Cincin- 
nati said that use of IBM equipment 
had saved them on both staff person- 
nel and operating expenses. “We know 
what our losses and premiums are on a 
monthly basis,” said Mr. Weghorn. 

Harold McGee of Los Angeles now 
uses the National Cash Register’s elec- 
tric equipment, but he divulged that he 
has increased from two to three girls 
in his bookkeeping department. 

Another agent endorsed the system of 
American Agency Management Bu- 
reau, Washington, D. C, in glowing 
terms. Still another spoke appreciatively 
of the new automated accounting pro- 
gram of Recording & Statistical Corp., 
New York. 

One of the final questions was “what 


limit do you have on fidelity bonds?” 
The response indicated $500,000 and de- 
ductible of $100,000 for a large size 
agency and $50,000 with a small de- 
ductible for a smaller agency. As to 
errors and omissions insurance, every 
agency represented in the room carries 
it. Coverage ranged from $500,000 with 
$5,000 deductible to $2,000,000 with $20,- 
000 deductible. St. Paul F. & M. seemed 
to be the best market. 

As to value of company fieldmen’s 
visits, the point was stressed by Jack 


Conklin that advice given by company 
field engineers is “very valuable.” An- 
other agent said he liked to have such 
visits pre-arranged and tied in with 
agency sales meetings. Still another said 
that “fieldmen help us in answering spe- 
cific questions, especially on new cover- 
ages.” An Eastern Shore Maryland agent 
remarked: “We set up a specific time 
for their visits and they are most help- 
ful. We do make them work, too. How- 
ever, we never let them go out alone to 
visit clients; we always go with them.” 


Crawford and Warfield Win Plaudits 


James M. Crawford, vice president, In- 
surance Co. of North America, presided 
at the annual business meeting of Na- 
tional Association of Casualty & Surety 
Executives at White Sulphur Springs, 
October 10th. This was the association’s 
50th anniversary meeting. 

First report received was that of 
Charles J. Haugh, vice president, The 
Travelers, who reported that 38 com- 
panies out of 56 in NACSE member- 
ship were represented at this meeting 
by 64 executives. This plus 136 agents 
and 41 guests attending, gave a total of 
220 in attendance. 

J. Dewey Dorsett, NACCSE secretary- 
treasurer, reported acceptance by the 
directors of Ernest Brandli, retired pres- 
ident, North American Reinsurance 
Corp., as an individual member of NAC- 
SE. Mr. Dorsett also moved that Mr. 
Crawford, retiring president, be elected 
to honorary membership. This was 


unanimously voted. 
William Bernhard, deputy general at- 
torney, General Accident, who was re- 


solutions chairman, put on record ex- 
pression of appreciation to both Mr. 
Crawford and Guy Warfield of Balti- 
more, president, National Assn. of Cas- 
ualty & Surety Agents, for “most excel- 
lent presentation of the prior approval 
situation” at the convention’s opening 
session. He felt that Mr. Crawford 
deserved commendation for “his sub- 
stantial contribtuion to its success.” 

In another resolution Mr. Dorsett and 
his staff were complimented for their 
handling of arrangements and registra- 
tion details at this three-day meeting. 

Memorial resolutions were offered in 
memory of departed NACSE members 
in past year—Franklin Vanderbilt, vice 
president, Insurance Co. of North Amer- 
ica; Thomas R. Dew, vice president 
Federal Insurance Co., and Edward L. 
Mulvehill, president American Re-In- 
surance. 

In his swan song Mr. Crawford ex- 
pressed the hope that NACSE would 
continue to serve a useful purpose in 
the industry. “We have added substance 
to its annual meeting program this year,” 
he said. 





Makes it legal... 


but doesn't 
make it work 
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Love, loyalty, understanding — more than a license is needed to make a 
marriage sound, And it takes experience, know-how, efficient service and, 
we might add, generous commissions to put an insurance business on a sound, 
lasting basis. Thirty-seven years, for instance. That's how long PSM has 
been at it. And doing very well. Have you looked into our deviation 


arrangements lately? 


Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 
Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 








10% DEVIATION: 

Automobile bodily injury and 
property damage liability: al! 
classes. 


MUTUAL INSURANCE CO. 
HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 


37 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. * Mineola: 288 Old Country Rd., Long Island, 
ROBERT ZMOOS, Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE’ Mer. ° Recheater: 
10 Gibbs St., W. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Bidg., JOSEPH 
MURPHY, Rep. * Syracuse: 813 State Tower Bidg., JAMES E. MacCOLLUM, Rep. ° 
Miami: 902 S.W. Second Ave., THOMAS H. RIGGINS, Mgr. * E. Orange: 61 Lincoln 


St., IRVING GROVES, Mgr. 


Deviations and Dividends shown for New York State: . . . for other states, write New York office. 
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PROTECTION OF INVESTMENTS 

Institute of Life Insurance made pub- 
lic on October 19 a study of investment 
insurance 


leading life 


The study 


practices of 45 
reveals that new 
life 


average $85 million 


companies. 


investments made every year by 
insurance companies 
every working day. Emphasis is made on 
the responsibility of top supervision of 
life insurance companies in watching over 
these investment operations. Institute 
estimates there are 17,500 life companies 
engaged in such supervision of leaders 
in their communities in practically every 
walk of life, a large share of them sit 


on the financial committees of boards 


which sometimes meet three times a 


week. In all cases the company invest- 


ments made by their financial officers 


must be approved by the finance com- 


mittees. In many cases the company 


staffs undertake frequent field trips to 
inspect the plants or mortgaged proper- 
ties before presentation to the finance 
committee. 

This is the machinery, 
strong, constantly at work, says the 
Institute, which supervises the life in- 
surance investment annually of some $6 
billion in another $14 
or $15 billion in reinvestment funds, and 
watches over the aggregate outstanding 
investments of more than $120 billion at 
work in practically every community in 
the country. 


many thousands 


new funds, 


COLLECTION OF PREMIUMS 


In the Morgan Guaranty Trust Co. 
“Survey” this month statements are 
made that “consumers have been able 


to lighten their debt burden somewhat, 
they have added to their liquid assets 
and their incomes are trending upward.” 
And “consumer buying intentions re- 
veal a marked improvement in attitudes 
toward spending from incomes.” As- 
suming these conclusions are correct, and 
they are supported by surveys by other 
banks, magazines business organ- 
izations, then problems of property- 
casualty insurance agents associated with 
collection of premiums due should be 
of minor importance. Where collections 
are troublesome such producers should 


and 


ascertain 
with the 


and 
step 


self-analyses 
are out of 


indulge in 
why they 
majority. 
While competition for new business, 
as well as renewals, is intense today, as 
expressed in rate reductions, broader 
forms, and high pressure sales methods 
such is no excuse for ‘an agent to grant 
credit to a client beyond limits offered 
by insurance companies, premium fi- 
nancing organizations and banks. Legiti- 
mate programs for arranging payments 
of premiums on the installment plan are 
numerous. With most property owners 
—whether dwelling, mercantile, commer- 
cial or industrial risks—having sizable 
insurance bills to meet it is only natural 
that payments be financed, just as with 
purchases of homes, automobiles, fac- 
tory equipment, mercantile stock, etc. 
But these customers have the financial 
ability to meet their indebtedness. 


It is not financing of insurance pre- 
miums that is dangerous; rather requests 
of some assureds for even more generous 
terms than are offered now under very 
liberal premium payment plans. 
ance companies, 


Insur- 
financing groups and 
banks are skilled in the banking business. 
They insist upon initial down payments 
of premiums to protect themselves 
against future delinquencies, and they 
do not hesitate to use cancellation notices 
when policyholders fail to meet overdue 
obligations. Original terms of financing 
are fair, and likewise the cancellation 
axe utilized without personal preference 
when necessary. 

So there is little excuse for a local 
agent to yield, even under competitive 
pressure, to pleas to carry new policies 
without any payments of premiums, or 
to “pick up the tab” ‘for “a few days” 
when premium installments are due. If 
an assured cannot pay some premium 
upon inception of a policy, or package 
deal, then he, or she, fails to classify 
as a desirable risk. The competitor 
should be welcome to such business. Of 
course, there are a few exceptions, but 
very few. Some agents who have failed 
attribute their financial reverses to 
carrying, not insurance buyers with no 
known credit standing, but those clients 
who heretofore have given ample evi- 
dence of being good risks. Hence, the 
reluctance to say “No” when credit 
favor is requested, dangerous as yield- 








EDMUND A. SMITH 


Edmund A. Smith, vice president, acci- 
dent and health department, Peerless In- 
surance Co., Keene, N. H., will be inter- 
viewed this evening (October 23) on tele- 
ivsion channel 32, at 7:15 p.m. by Jerry 
Steele, news commentator. In his ca- 
pacity as chairman of the Federal Af- 
fairs Committee for the insurance indus- 
try, and chairman on the congressional 
action committee for the Greater Keene 
Chamber of ‘Commerce, Mr. Smith will 
discuss the Administration’s proposed 
medical care for the aged bill, H.R. 4222. 
Discussion will feature his opposition to 
the bill based upon “facts gathered in the 
study over a period of several years.” 

+ * * 

William A. Earls, senior partner of 
The Earls-Blain Co., a leading Mid-West 
insurance agency in Cincinnati, celebrated 


his 88th birthday October 12 when a 
family dinner party was given in his 
honor. It was attended by 50. Two of 


the sons of “Billy” Earls, Tom and John, 
are his partners in Earls-Blain Co, The 
other son, William T., is general agent 
of Mutual Benefit Life in Cincinnati and 
a past chairman of the Million Dollar 
Round Table. Despite his advanced years 
“Billy” Earls plays golf three times 
weekly and continues active in the agency 
which he founded many years ago. On 
his birthday he won 60 cents playing 
golf ! 





ing to emotional pleas may be. 

At the meeting of the National As- 
sociation of Insurance Agents in Dallas, 
Tex., a West Virginia agent heading the 


NAIA agency management committee, 
offered ideas on proper collection 
systems. His four major requirements 
are that an agent, on selling a policy, 
arrange for some payment on delivery 


of the policy, provide for budget pay- 
ments that meet the needs of the buyer, 
use of premium notices for small pol- 
icies and previously slow-pay customers, 
positive follow-ups and use of legal 
means for collections. He stated that he 
had gained more good customers than 
he has lost poor customers by suing. 
Today, with prosperity general and pub- 
lic purchasing on the upgrade agents 
should take time out to develop pay- 
ment and collection systems which will 
protect them against harm later when the 
national economy may enter another 
recession period. 


Roger L. McGargill, vice president of 
benefits and rehabilitation for Mutual of 
Omaha, has been named head of the 
Mayor’s Committee for the Employment 
of the Physically Handicapped, by Oma- 
ha Mayor James Dworak. Mr. McGar- 
gill will lead a campaign to encourage 
business to hire the handicapped. The 
Omaha committee has, in the past, re- 
ceived national recognition for its work 
in this field. 


* * * 


Cole A. Allen, vice president, engi- 
neering, ‘for } pags Mutual Liability 
of Wakefield, Mass., has been named to 
the Board of ‘Governors of the Insurance 
Institute for Highway Safety, Washing- 
ton, D. C. The new board member suc- 
ceeds Arthur S. Johnson, retiring vice 
president, engineering, of American Mu- 
tual Liability. Mr. Johnson resigned 
from the ITHS Board after serving in 
that capacity since the establishment of 
the Insurance Institute for Highway 
Safety in January, 1959, ; 


* * * 


John H. Muller, senior vice president, 
Equitable Life Assurance Society, re- 
cently joined national experts in an all- 
day conference on community progress 
arranged by the Greater Baltimore Com- 
mittee, Johns Hopkins University and 
W estinghouse Broadcasting Co. station 
WJZ-TV. The conference marked the 
start of a 26-week television campaign to 
make a critical examination of major 
problems confronting the Baltimore 
metropolitan area, including mass trans- 
portation, urban renewal, highways, and 
air service. 


2 .. & 


Ossian R. MacKenzie, dean of the Col- 
lege of Business Administration at the 
Pennsylvania State University, has re- 
cently been appointed to the Council 
of Educational Advisers of the American 
College of Life Underwriters and the 
American Institute for Property and Lia- 
bility Underwriters. Announcement of 
Dean MacKenzie’s appointment was 
made by Herbert C. Graebner, CLU, 
dean of the American College, and Dr. 
Harry J. Loman, president of the Amer- 
ican Institute. The Council is headed by 
Dr. Leslie J. Buchan of Washington Uni- 
versity. It functions for both the College 
and Institute as an educational advisory 
committee on matters relating to ex- 
amination standards, relationship of un- 
dergraduate and graduate insurance cur- 
ricula to the CLU and CPCU programs, 
as well as evaluation of educational ob- 
jectives and allied subjects. 


ae hae 


Wendell Buck, public relations con- 
sultant, 10 East 43rd Street, New York 
City, left on Swissair recently for a 17- 
day vacation in Portugal and Spain. This 
is his first trip abroad since a nine-day 
voyage in April, 1944 on a Navy trans- 
port, which was unescorted to England. 
There he served as a combat intelligence 
officer with the 489th Bombardment 
Group, Heavy, which flew close to 200 
missions, including many against Hitler’s 
buzz bomb sites which were trying to 
knock out London and other targets. For 
many years Mr. Buck has handled Man- 
hattan Life’s sales promotion, advertis- 
ing and public relations. A recent new 
activity for him is the Association for 
Advanced Life Underwriting, which has 
a sales seminar in New York on October 
30. He has been working closely with 
AALU committee chairman Mel Arden 
and others on the press side of the sem- 
inar. AALU has under consideration a 
considerably expanded public relations 


and news program to focus more atten- 
tion on its long range objectives. Mr. 
Buck will be back in time for the AALU 
Seminar, 
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SNAP COURSE? 


It depends. For example, in our training course, the new agent studies in- 
surance from its basic concepts to its fine print. First, there are 6 to 12 
months of private instruction during which his manager provides personal 
tutoring in both theory and field practice. Then, there are weeks of full- 
time classroom instruction by the agent's regional office. There are hun- 
dreds of hours of homework. And written tests--58 in all--covering auto, 
life, and fire insurance. It all takes about 24 years, a healthy supply of 
energy, and a good deal of black coffee. Yet this is just the beginning. Many 
State Farm agents go on through C.P.C.U., L.U.T.C., and C.L.U. programs. 
Snap course? No. But any State Farm agent will admit he's glad that 
it wasn't. Because it's helped make him Mr. Auto Insurance for 19 
years straight, with a new world record of 6,000,000 policyholders. 
STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY and companion companies State Farm Life Insurance Company and State Farm Fire and Casualty Company » Home Offices: Bloomington, fllinois 
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THE LIGHT 
THAT 
NEVER FAILS 














If you’re still using old tables 
of “normal” weights, you aren’t 
up-to-date on your weight. Look 
at your new “desirable” weight, 
shown below, which is lower than 
previous standards, 

The importance of these tables 
to you lies, of course, in the fact 
that “the shorter the belt line, the 
longer the life line.” 

Millions of men and women 
weigh more than is good for 
them. However, men in their 20’s 
and 30°s are especially susceptible 
to rapid weight gain. 

If you are in this age range, 
don’t let your weight creep up. 
Shedding a few pounds now will 





TO BRING YOUR WEIGHT UP-TO-DATE 
(bring it down) 


Weight in Pounds According to Frame (in Indoor Clothing) 














be safer and easier than trying to 
lose many pounds later on. 


If the weight tables below show 
that your pounds are out of 
bounds, start now—under a phy- 
Sician’s supervision—to trim 
down. He will prescribe a diet 
that’s safe and pleasant, yet ef- 
fective, in removing excess weight. 


To help you carry out a suc- 
cessful pounds-off program, send 
forthe Metropolitan Life booklet, 
How to Control Your Weight. It’s 
full of suggestions on nutrition, 
and other information to help 
keep you in trin now and for 
many years to come. 















LARGE FRAME 
HEIGHT SMALL FRAME MEDIUM FRAM em 
5 3 115-123 rok 132-148 
ppomecrre Oe MUR St M2 M3 
wae 5 $e hee 
roRMEN GG Hes aLafS 
— 155-174 
-. 140-150 146-160 189.179 
of ages 25 5 10 144-154 150-165 159-179 
. eS 148-158 154- 168-134 
and over 6 9 182.162 158-175 168-189 
rea 6 2 136-15; 167-185 178-199 
(with shoes on) ; 5 160-171 167-185 182.204 
oi Weight in Pounds According to Frame (In Indoor aig 
a ee 96-107 104-11 
ra ae ett CS ST 
me le ae 
B 2 102-110 107- 115-131 
pee Mt ms 
5 ¢ : 116-130 125-1 
roRWOMEN 5 $0 HEE bigs gp uas 
A oe oe 
yl Ss 126-135 132-147 141-158 
sacs 3 10 130-148 138:185 149-168 
(with shoes on) 2” heels 5 i} 134143 140-189 149-195 
For girls between 18 and 25, subtract 1 pound for each year under 25. 




















i ly from data of 
i ite Insurance Company. Derived primari 
Prevared by the Metropolitan Life ° 
a eg Build ne Blood Pressure Study, 1959, Society of Actuaries. 


INSURANCE COMPANY 
A MUTUAL COMPANY . Home Office-—NEW YORK—Since 1868 
Office—SAN FRANCISCO—Since 1901 


METROPOLITAN LIFE 


Head 
Head Office—OTTAWA—Since 1926 « Over 1000 Offices, U.S.A. and Canada 
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This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in two 
colors in publications with a total circulation in 
excess of 45,000,000 including Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, 
Redbook, Reader's Digest, National Geographic, 
U.S. News, Look. 


























